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Charlotte 


AFTER you have booked the rest 


of your orders, tell your trade this 


story: The Interstate Radio Cor- 


poration, Charlotte, N. 
C., has advertised itself 
as being fully equipped 
as “Eveready Head- 
quarters—free_ testing 
service—come in and 
get the right battery for 
It has 


every radio use.” 


is an Eveready Town” 


population of about 50,000 and a 
number of active radio shops. 
This one shop turned the trick of 














recognized the value of attractive 


window displays. Charlotte has a 





selling 200 Eveready “B”’ 
Batteries in a week. 
What has been done in 
Charlotte by the Inter- 
state Radio Corporation 
can be’ done anywhere. 
Tell your dealers to cap- 
italize Eveready quality 


and Eveready advertising by using 
Eveready window displays. 


Eveready Radio Batteries are manufactured and guaranteed by 


NATIONAL CARBON 


New York 





Canadian National Carbon Co., Limited, Toronto, Ontario 
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ARLYLE EMERY, known and 

loved from coast to coast as 
“The Village Rhymester,” is now a 
contributor to THe Jopper’s SALESMAN. 
His simple, cheery bits of happy 
philosophy, written in his own original 
style and expression, have endeared 
him to the hearts of thousands. 

Emery’s prose poetry articles age 
appearing in newspapers and maga- 
zines throughout the country. 

* * * 

NQUIRY among jobber’s sales- 

men reveals the fact that a large 
majority of them use sales ideas ob- 
tained from articles they read in trade 
papers. No man will knowingly pass 
up an idea that will bring him extra 
sales. Therefore the live salesman 
goes through his paper carefully and 
picks out the stunts or methods that 
will help him earn more money. 

How does he select the ideas 
adapted to his house, his goods and 
his trade? Here is the acid test of an 
idea. You are reading your Josser’s 
SaLEsMAN we'll say. You come io a 
story of how sales resistance on cer- 
tain material can be overcome. A spe- 
cial method is described and the result 
given. Now, when that idea hits yeu 
suddenly between the eyes, when the 
possibilities open out before you 
like a rosy Hawaiian sunset and when 
you say with conviction: “J can 
do that!” and you go out and put it 
over, then you’ve found a real sales 
help, and no mistake. 

The Jopner’s SAtesMAN has consist- 
ently tried and, we believe, succeeded 
in conveying ideas without obscur- 
ing or making them hard to dig out. 

However, it has been found that 
many good ideas have come to the job- 
ber’s salesman from general articles 
in the form of a chance shot that in- 
stantly answers a question covering 
some peculiar problem he has been 
carrying about. Right here is where 
the “kiver to kiver” boys win out 
it takes a couple of extra hours a 
month but they never miss an idea 
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Editor’s Page 


‘““Shading”’ Prices is ““Shady”’ Business 


ITHOUT any doubt the old antipathy 

for the “middleman” grew out of the 

old practice of merchandising on the 
barter plan. Thirty and forty years ago, it will 
be remembered, clothing, shoes, meats and gro- 
ceries were bought and sold on the principle of 
“the best man wins.” The one who could 
haggle over prices most successfully was the 
one who walked out of the store in possession of 
the merchandise bought with the least expen- 
diture in money. And the men or women not 
inherently combative, paid for their lack in hav- 
ing forced from them a higher price than their 
neighbor paid. 

This merchandising policy cost the time of 
both customer and salesman, created ill will and 
resentment on the part of the customer and lost 
patronage for the merchant. No doubt the 
agitation for the elimination of the “middle- 
man” found its inception in the then prevailing 
ill will and mistrust. Probably this condition 
made possible the mail-order houses that flour- 
ish today. 

Finally a far-sighted merchant (we believe 
the credit goes to one A. 'T. Stewart) estab- 
lished a “one price to all” store, which subse- 
quently changed all retail merchandising. The 
one fair price policy was too late, however, to 
forestall antipathy, unreasoning prejudice and 
competitive mail-order houses. 

Considering the experience of the retailers, it 
is somewhat surprising to find supposedly re- 
liable houses and reputable manufacturers given 
to the practice of “shading” prices. 'To say 
that such practice is unethical is trite. Nothing 
ethical, nothing of sound policy, is in such prac- 
tice. Once a price is cut, the buyer immedi- 
ately holds the seller in suspicion and wonders, 
henceforth, at how much lower price his com- 
petitor secured the same goods. Unless every 
customer is sold from the same price list and 
the same discount sheet, strictly speaking, the 
price list is fraudulent and the seller is a fraud. 
To make a man a bid, then offer to “‘shade” the 
price if necessary, instantly advertises the fact 
that at least some of the methods of the one 
making the offer are not honest and above- 
hoard. 

Confidence business. 


is the cornerstone of 


That cornerstone can never rest on the quick- 
sands of suspicion. Cutting or “shading” prices 
threatens the cornerstone of real business. 





Good Business Ahead 


ORTY-SIX years ago the United States 

was neck deep in a business depression. In 

that year, 1878, grain prices were very low, 
being exceeded only by the farmer’s spirits. ‘The 
country was grappling with the problem of re- 
suming gold payments. It was a dark year, 
made darker by bumper crops in Europe. This 
condition continued until the following year 
when, simultaneous with an almost complete 
crop failure in Europe, we raised a bounteous 
harvest. The following five years formed a 
period of prosperity for the entire country. 

In 1896, wheat was again very low. Other 
grain prices were in a comparative state of de- 
pression. It was a lean year. But again came 
news of a crop failure abroad. Prices started 
forward, farmers had money and spent it, and 
there started one of the greatest periods of pros- 
perity this country has ever known. 

The most pleasant kind of prosperity does 
not necessarily come at the expense of another 
country or continent. It is true, however, that 
crop conditions materially effect our business 
conditions. And recent reports indicate a seri- 
ous crop shortage in foreign countries. It is 
estimated the decrease from the 1923 yield will 
exceed 278 millions of bushels, in wheat alone. 
Canada confronts an acute shortage, her 1924 
crop being estimated at 200,000,000 bushels 
short of last year. The prospective wheat yield 
in the United States is 314 per cent greater 
than that of 1923. 

Present indications are that the agricultural 
districts (with a few local exceptions) will pros- 
per this year. This, coupled with high prices, 
born of foreign demand, will be a powerful 
force in making business conditions good 
throughout 1925. The farmer’s prosperity to- 
day is helping swing the tide of business favor- 
ably. 

* * * 


Stop the Leaks | 
I N 'THE general office of the Shotwell Com- 


pany, Chicago, IIl., there hangs a large 
hand-painted poster entitled “Stop the 
Leaks.” It tends to build esprit-de-corps worth 
much in dollars and cents. It further says: “If 
you know where there is a ‘leak’ in this busi- 
ness—report it. If you know where a dollar 
‘an be made or saved, it is your plain duty to 
speak up. Let’s work for the good of all.” 
This would go as well in a jobbing establish- 
ment as in any other and is worth trying. 
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REFLECTORS 


“‘Standard for 
Show Windows’’ 



































Leviathan No. 910 














Giant No. 900 


Super-Light! 


Super-Lighting means more light 
with greater eccnomy. 


GIANT and LEVIATHANWN are the 
two new reflectors developed ex- 
press!y {. super-lighting. Each 
takes a standard 500 watt lamp. 


Day and night these new reflectors 
prove the “dollar and cents” value 
of more light in the window. Super- 
Light for super sales! 

















































































































No. 33 
With “Center Spot Beam” 


When you want to emphasize a thing or call 
attention to it, you point your finger! 


Pass this idea on to your dealers! 


Tell them to point this compelling “‘finger’’ of 
light at an object in their own show window. 
Immediately they convince other merchants 


how FLOOD-RAY gives that “look-this-way”’ 


command. 
No. 33 will work day and night. It is easily 


installed. Requires only one standard 200 
watt lamp but it does the trick! 


Curtis Lighting, Inc. 


31 W. 46th St. 
New York 


1131 W. Jackson Boulevard 
CHICAGO 


Merchants Nat’! Bank Bldg. 
Los Angeles 
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Throw Him a Rope Instead 
of a Rock 


Milwaukee Jobber Shows Value of Co-operation in a Credit 
Crisis— The Standard Accounting System 


N INSTANCE of credit co-operation, in connec- 
Ace with the already famous Milwaukee plan, is 
cited by S. C. Greusel of the G-Q Electric Co., 
Milwaukee, Wis., which will no doubt be of value to 
jobbers in other localities. For creditors to get together 
and salvage an important debtor is not new, but the 
facts in the case mentioned are special and very in- 
teresting. 
A certain contractor dealer’s affairs had been retro- 
grading steadily for several months. He had been per- 


suaded to install an accounting system, but it seemed to 


be a case of the pardon coming too late. He reached the 


point where creditors were beginning to worry him with 
threats of attorneys and bankruptcy. He was a thor- 


oughly competent contractor and known to be above the 


average in intelligence and industry. It seemed a shame, 


therefore, to see him go bankrupt with such a wealth of 
personality and good work to offer. 

Mr. Greusel suggested a meeting of all creditors. This 
was welcomed by the man himself, another evidence of 
his good judgment. Mr. Greusel further suggested to 
the other creditors that some way should be sought to 
avoid bankruptcy proceedings, which promised them all 


Asa 


partial solution of the trouble, he advocated an analysis 


a probable return of about 10 cents on the dollar. 
of the contractor’s business as 2 means of finding and 
removing the cause of his running behind. 

Thanks to the accounting system, the cause was soon 
brought to light. This contractor’s store was holding 
him down and swallowing his profits, through a peculiar 
set of circumstances. He himself had been wasting valu- 
able time in the store, eager to serve and build up sales, 








This Contractcr’s Store Was Holding Him Down and Swallowing His Profits. 
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not realizing that every hour spent in the store was a 
loss. When questioned directly, he figured his time out- 
side as being worth $1.50 per hour, rather a conservative 
estimate. Because his customers liked him and he was 
anxious to build up business, he spent too much time 
behind the counter on small sales. 

He was urged to close his store until such time as he 
could blossom forth with a new plan and sufficient capital 
to do a proper merchandising job. He was shown where 
he could pay his debts, build up his merchandise sales 
while doing the actual work on the job, and put himself 
on a solid foundation. 

Naturally it was hard for him to believe. Likewise 
the idea of closing his store had a bitter taste. His good 
wife, while willing to do anything in reason to see him 
pull clear, felt that to close the store would reflect on 


their prestige in the community, with a consequent loss 
of contracting business. She loved her husband and was 
proud of him and she wept great salt tears at the thought 
of giving up the store. 

In answer to her question, “What will our neighbors 
say?” Mr. Greusel inquired gently but firmly what she 
thought said neighbors’ remarks would be if the store 
were to be closed by the sheriff instead of the owner— 
a prospect not only possible but inevitable. Added to 
this argument was the assurance that when the proper 
time arrived, a bigger and better store would appear, 
with a trained salesman and a flying start instead of an 
uphill pull. 

The store was closed, the contractor was given an ex- 
tension of time and turned all his energies into one 
work, work, work and (Turn to Page 74) 
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Violet Rays Cure “Weak Legs” 


T IS within the pale of possibility, as they say, that jobbers’ salesmen will some day 
be selling ultra-violet ray equipment to chicken raisers. 
history of clear fused quartz was written at the University of Maine on October 14. 

Dr. William T. Bovie, professor of biophysics at Harvard University, with the co-oper- 
ation of president C. C. Little, of the University of Maine, has conducted experiments 
with ultra-violet light which have given to human kind new knowledge of “the throttle 
which controls living machinery.” 
a mercury vapor are in a quartz lamp, has been found to affect profoundly the rate 
of growth and development of chickens. 

Dr. Bovie found that lack of real sunlight, or lack of an artificial substitute, caused 
small, under-developed chickens, many of which died. 


A new page in the romantic 


Ultra-violet, natural in the sun, and produceable through 


He found that a sturdy race, 












greater in virility than those raised in open sunlight, were developed with the aid of artifi- 
cial ultra-violet radiation. He reasons, however, that possibly an excess of ultra-violet 
may start a race of dwarf-chickens, and points to the sun-baked tropics, where early 
maturity is found in all races, usually accompanied by a decrease in stature. 

It should be added that the illustrations do not tell the whole story because all of 
the chickens in the group treated with ultra-violet lived, excepting a few killed by rats. 
About 75 percent of the chickens from the pen of the smaller chick pictured, that is, 
those receiving filtered-by-glass sunlight, died from a disease known to chicken-growers 








Left, President Little; right 
Dr. Bovie. 


as “weak legs.” 


on their feet. 





Equipment for Treating Chickens With Ultra-violet 
Light. Fifteen-minute Exposures Are Given. Those 
Treated Do Not Develop the Disease Known as “Weak 
Legs,’’ Because the Light Helps Deposit the Strength- 
giving Salts in the Bones. 





This disease in mankind is called “rickets.” 
The smaller chicken shown in the picture died a few days after the picture was taken. 
Most of the chickens in the pens which did not receive ultra-violet were unable to stand 





Note Difference in Size Between Chick Treated 
(Large) and One Not Treated. X-ray At Left Shows 
Treated Chick—Plenty of Bone and Meat. At Right, 
Bones Have Little Calcium—Mostly Cartilage. 
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Cleveland Convention a Record 
Breaker 


Electrical Supply Jobbers Association Holds Largest Meeting in Point 
of Numbers in Its History—General Tripp 
Among the Speakers 


T. MAY safely be said that all attendance records 
were broken at the semi-annual convention of the 
Electrical Supply Jobbers Association in Cleveland, 
November 19 to 21, 
least 500 jobbers and manufacturers’ representatives 
there. 


As nearly as can be estimated at 
were Among the latter there was a_ noticeable 
increase in the proportion of executives, following the 
suggestion made last vear. 

At the executive sessions, aside from the routine of 
committee reports, matters of general interest were taken 
Dana T. Ackerly of New York, N. Y., the new 
counsel of the association. was introduced to the mem- 
Two 
members of the association were also introduced— Mr. 
Beller of the Beller Electrical Supply Co., Newark, 
N. J., and C. B. Peck, president of the Charleston Elee 
trical Supply Co., Charleston, W. Va. 


up. 


bers and received a most hearty welcome. new 


There had been some talk of the spring meeting being 
held on the Pacific Coast in 1925 in response to an in 
After taking 
a mail vote of the membership it was decided at Cleve 


vitation from the Pacitie Coast Division. 
land that this would be impracticable at the present time 
and Hot Springs, Va., was again chosen as the place of 
the meeting, which will be held during the first week 
in June. 

A vote was taken to discontinue publication of “The 
1925. 


Four very interesting and instructive addresses were 


Reminder’ on January 1, 
made at the dpen meetings on the 20th. A brief sum 
mary of the most important points brought out is given 
below. 

All things considered, the Cleveland meeting this year 
will go down in the association’s history as one of the 
best held thus far. 





Future of Electrical 
Merchandising 
By GEN. GUY E. TRIPP 


Chairman Board of Directors 
Westinghouse Elec. & Mfg. Co. 


The of 


goods is too high. 


cost distributing 

The ques- 
tion of the cost of distribution 
is a problem of national im- 
portance and it lies at the bot- 
tom of much of the current un- 


rest and criticism of our pres- 





ent economic system. 

Save in a few exceptional cases. no guilty party has 
Everyone engaged in convey- 
ing goods from the producer to the ultimate consumer 


as yet been discovered. 


has been able to show that he is engaged in an essential 
service, and no one has been found sequestering an un- 
due share of the proceeds; but the public is still uncon- 
vinced, and this is why the high cost of distribution still 
remains a problem. 

The solution is to analyze and revise sales methods 
until the best results are secured at the lowest possible 
cost. The selling cost of electrical merchandise is less 
than that for many other lines, such as phonographs, 
furniture, and perishable farm produce, but the elec- 
trical industry is under a moral obligation to reduce its 
cost to the lowest possible figure. 

The development of the great super-power systems is 
bound to revolutionize electrical merchandising methods. 
The great power companies of the future will probably 
find it to their advantage to give adequate service to 








buyers of electrical household goods after the sale is 
made, and unless other distributors of these devices are 
prepared to serve the consumers equally well, they will 
lose this field of the electrical business. He who sur 
vives in the merchandising field is a better merchant than 
he who fails. The best preparation on the part of elec- 
‘tric retailers to meet the competition of the super-power 
companies is to make themselves better merchants than 
the power companies. 

Emphasis should be laid on the importance of “turn 
over’ —the increase in the volume of business—-as com 
pared with increased discounts as a basis for business 
success. ‘To increase the turn-over tends to benefit both 
the trade and the public, whereas to increase discounts 


tends to have the opposite effect. 


Enforcement of the 
National Code 


By E. PEN DENTON 
President Denton Eng. & Const. 
Company 

National Electrical Code 
standards are of just as much 
value to the jobber as to oth 
ers engaged in electrical con 
struction and merchandising. 
It is only necessary to men- 
tion an example of material 
Code standards. Grounding 
of the neutral is now an effective rule. ‘The fact that 
the old knob and tube system does not adapt itself to 
the grounding of the neutral and the effect which the 
Code has upon this system is quite naturally of interest 
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to the jobber. The jobber is interested in simplification 
of wiring devices and the all-metal standard certainly 
leads to simplification. 

[f you as a jobber hope to see the electragist promote 
the slogan “sell electrical materials through electrical 
channels” you must get behind the Code material. 

Recently manufacturers evolved a model, uniform, 
electrical ordinance which is intended to bring about 
uniform inspection. ‘This was endorsed by the National 
Association of Electragists at their recent meeting and 
the jobbers are urged to do likewise. 


I believe that a local Code committee should be estab- 


lished in every city to help get uniform inspection. This 
would most logically be a sub-committee of the local 


Electrical League. It should be the duty of this com- 
mittee also to receive complaints as to violations of the 
Code and provide a remedy. It should also help to get 
new electrical ordinances put through where needed. The 
chairman of such a local committee should be a contrac- 
tor and there should also be a representative of the local 
light and power company, a representative of fire protec- 
tion interests and one from the local inspection depart- 
nent on this committee. In addition, on an advisory 
committee, there should be one jobber, on manufacturer 


and one representative of the electrical press. 


RadiofromtheCom- 
mercial Standpoint 


ByPOWELL CROSLEY, Jr. 
President Crosley Radio Corp. 


The this 
year will be more than double 
that of 1923. 
to be no danger of saturation. 
Out of 24,000,000 
9,000,000 have 
13,000,000 have automo- 
biles. The first of this 
3,000,000 had radio sets. 
Anything bearing a nameplate in the line of radio can 


radio business 


There seems 





homes 

phonographs 
and 
year 





now be sold and probably can be for the next three 


months. If there is any danger of an over-supply of 
sets it will be those for which an advertised or good-will 
market has not been made. Probably about February 
you will see some of these comparatively unknown lines 
dumped on the market at a low price. 

A very great portion of the jobber’s business is now 
radio. He should mold a special radio department to 
stand by itself. 

The musical jobber or dealer need not be a bugaboo 
to the electrical jobber. The latter may well, however. 
make his radio plans in accordance with the experience 
of these old merchandisers. Whatever the final scheme 
of radio merchandising may be it will certainly take the 
form of some intensive method of selling. Therefore you 
need your radio department and to get all the experi- 
ences of others that is possible. 

In broadcasting, a gradual elimination of the very small 
A 500-watt station is a joke 
Super-power sta- 


station is coming about. 
when it comes to calling that power. 
tions are here, but there is a decided place for stations 
of a large size, but less than super-power. The sport 
People like to ‘fish’ for stations. 
A few big stations, as an eventuality, would cut out this 


element enters here. 

















































sport feature, which is an interesting thing about radio. 

Higher power does not necessarily mean more inter- 
It depends on where these higher powered sta- 
located. Tendency now is to increase the 
power of the stations, and then locate them farther 
away, on the outskirts of cities. ‘Twenty-five miles away 


ference. 


tions are 


and anyone in the city can tune them out. 

The remedy for the evil of radiating receivers is to 
The answer to static is to increase 
power and cut through it. These things are the natural 
cutcome of the development in the direction of higher 


“drown ’em out.” 


power. 


Local League 
Organization 
By EARL WHITEHORN 


Commercial Editor ‘Electrical 
World”’ 

Electrical Leagues must be 
looked upon as local commit- 
tees. In the time of Washing- 
ton and Hamilton the policies 
of this country were regulated 
by the stove-box committees in 
thousands of local communi- 
Insofar as the electrical 
industry is concerned the electrical Leagues take on a 
similarity to these country-store local committees in the 





ties. 


early development of our country. 

After the demand for 
appliances. Then the 
central station executives realized that the era of get- 


war there came an immense 


Dealers were made over night. 


ting. ready for the market was closed and there came 
about a new commercial consciousness. 

The use of electricity in the home through the applica- 
tion of electrical appliances has now become a _ national 
idea. This national idea, however, can only be fulfilled 
through the agency of local movements. Hence the Elec- 
trical Leagues were formed. 

Then came the first meeting at Association Island. At 
the first meeting in 1923 a national co-ordination plan 
committee was set up. This committee studied other as- 
sociations outside of the electrical field. It was not 
deemed advisable to form still another national organiza- 
tion, for the industry as a whole now has sufficient or- 
ganizations of this character, so plans were made to find 
a way to unite the various local Leagues so that their 
work could be co-ordinated but without forming a na- 
tional association. 

Then the plan committee recommended at the recent 
annual conference that an electrical league council be 
formed to guide the Leagues. This council elected its 
officers and held its first meeting in Cleveland during 
the time of the convention of the Electrical Supply Job- 
bers Association. The chairman of the executive com 
mittee of this council is Tom Russell of Chicago, and 
associated with him are such men as Fred Adams, Mark 
Among the immediate 
things that they will work out will be an electrical sur 
vey of all cities of 100,000 and over. They will also 
have the Society for Electrical Development prepare a 
plan or guide for the establishment and organization of 
local Electrical Leagues. In various other ways they 


will work to bring about a national co-ordination. 


Curran, Jack North and others. 
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Compelling the Buyer’s Interest 


How to Get Him to Thinking of Reasons for Buying, Instead of Reasons 
for Not Buying—Putting Intelligence Into Persistence 


By FRANK FARRINGTON 


wasn't Richards, 


IS NAME “Gluey”’ but it 
might have been because when it came to stick- 


H 


order, he made glue look about as clingy as soap. 


ing to a prospect until he came across with an 


There are two kinds of the persistent type of sales 
men. There is the kind that just settles down on the 
customer and won't leave until given an order or thrown 
That kind ought to be steered into 
Then the kind that 


won't bore the customer, but just keeps coming back 


out by main force. 


some other occupation. there is 


“I don’t want any. I’ve got a six months’ supply on 
hand now.” 

Richards had set down his sample case and was 
He did he that 
ccuraging response, but went on taking out his samples 


“oy 


opening it. not stop when got dis 


and arranging them on the counter. want to show 
you what I have anyway,” he remarked. 

“Well, I don’t want to see your stuff.”’ 

“Oh, it isn’t any trouble. It won’t take me long.” 
Richards gave no sign of weakening. 




























whenever there’s an opportunity—may get “No” for “Say!’ said the dealer, “there’s the door!” He raised 
an answer, but won’t accept it as final forever. Rich- his voice and pointed toward the entrance. 
ards was one of “IT know it: I 
the latter kind. He came in through 
could” retreat at it,” Richards told 
times with a man- him calmly, _ still 
ner that made the getting out  sam- 
prospect wish he ples. 
could have fixed it y) “Well. I don't 
some way to buy KN want any of your 
from _ him. At  . stuff and if you 
other times he 0 NX (| don't get out Tl 
couldn't seem _ to — throw wou out.” 
understand i The threat sounded 
the word retreat. HEN you lay before serious and the 
He had a different a prospect something pe See Wenn 
way of handling that is attractive you big fellow, came 
all the different compel his attention. He com- around the end of 
sorts of dealers. pares it to something he has. the counter. 

Here is what He thinks about it and that “Oh, no you 
happened when the won't,” Richards 


sales manager told 


; ine about it. 
him to see what he - 


could do toward 





lining up a certain 
hard-boiled dealer 
who bought a lot of stuff in the course of a year, but 
whom the salesman regularly visiting him hadn’t been 
able to interest for a minute. 

“He probably won’t even let you show your line,” 


“Tf he’s a bluffer 


> 


said the sales manager to Richards. 
he’s at least got away with it so far.’ 

“The only way to handle a bluffer is to raise him 
right back,” said Richards, with 
bluffers evidently was not confined entirely to dealers 
in electrical supplies. 


whose experience 


Richards watched for his opportunity to catch this 
dealer right behind his own counter, and then he walked 
briskly into the store, sample case in hand. “Is the 
proprietor in?” he asked. 

“I’m the proprietor,” was the reply, in a manner that 
as much as said, “What’s it to you?” 

“T’ve got a line of sockets and plugs here I want 
to show you,” said Richards, pleasantly. 


helps you to get him to talk- 








responded, straight 
ening up and look- 
ing the dealer over. 
“No, sir. You won't 


of 


I'm here on legitimate business and I’m going 


throw me_ out 
here. 
through the motions of showing these samples whether 
you look at them or not.” 


Then he proceeded to take up some of his leaders 


and explain their advantages. At first the dealer 
paid no attention, though he heard it all. He walked 


to pretend 
what Rich- 
a two-light 


back and forth behind the counter, trying 
to be busy, but he could not help hearing 
ards was saying, and it wasn't long before 
plug was shown that interested him. He 
threat and his six months stock and asked 
It turned out that that plug was just what he had been 
looking for and his regular jobber did not have it. He 
wanted them for he was completing in a 


factory building. 


forgot his 


a question. 


a contract 


He bought three dozen. 


Richards then showed him a_ pull-socket that he 
offered for $4 a dozen. 
“That’s no good,” said the dealer. “Too cheap. If 
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I sold those the buyers would be back to kick about 
them in a week’s time.” 

But it ended in his buying some of the cheap sockets 
to offer in competition with mail order 
which he said were pulling some trade. 
the ice being 


house prices 
After that, 
to make a 
friend of the man, and he subsequently became a good 
customer. 


broken, Richards was able 


Richards won out, not because of following a certain 
method, but because of his ability to determine the right 
method as he went along. The incident, changed to 
make identification impossible, was an actual case, and 
it shows the advantage of not flinching in the face of 
the hard-boiled prospect. 

As I have heard Richards say since, “You never know 
when there may be some one thing in your line a buyer 
will take to if he sees it, even through he may claim 
there isn’t a thing he’d buy at any price.” 

That’s an important truth. A buyer may honestly 
think there is nothing he wants, and he may be forget- 
ting some little thing he really needs. And that is say- 
ing nothing about the fact that you may have something 
to offer that that buyer never heard about and will be 
interested in at sight. The great thing 
chance to show what you have. 


is to get a 


This is where the jobber’s salesman who always has 
some samples with him has the advantage over the chap 
who has only his brains and a catalog. When you lay 
before a prospect something that is attractive in appear- 
ance you almost compel his attention. If it resembles 
something he has, he makes mental comparison. He 
thinks about what you show, and that helps you to get 
him to talking about it. If you can get the prospect 
to think about what you offer you weaken his determina- 
tion not to give you a chance. 

Richards would have found great difficulty in get- 
ting the dealer to listen to a sales talk against his 
wishes. But when he appealed to him through eyes 
as well as ears he got under his belt. 

And having attractive samples gives you something 
to put into the customer’s hands, and then you add the 
appeal to the feel of the goods, and what man will 
refuse to discuss a piece of electrical merchandise he 
holds in his hands and inspects by feel and sight? 

You walk into a man’s store and meet a buyer who 
has always turned you down without a chance. You 
ask him about certain lines in which you hope to inter- 
est him. He shakes his head. He is not interested. 
You pull out of your pocket a clever little device that 
is entirely or in some essential new to him. 
about it and you get his attention drawn to it and 
you offer it to him. The chances of his taking it in his 


You speak 


hand are very favorable. If what you offer is new 
to him you get him every time. Then you have your 
chance to do business with him, because the rest de 
pends upon your ability in sales talk. 

One thing we sometimes forget is that the prospectiv: 
customer is thinking only in terms of his own business. He 
does not care anything about our desire to sell or about 
our anxiety to make him want to buy. What he is think 
ing about is his own interest — whether the purchas: 
is going to make money for him, and make it quickly 
and certainly. 

To start right with an effort to sell is almost sure to 
bring about resistance. The dealer just naturally takes 
the opposite side and says he doesn’t want to buy. And 
when he has once taken that position he is going to 
seek to uphold it in every possible way. Instead ot 
trying to see how he could use your line he is trying to 
think of reasons why he should not buy. You may per 
sist with such a prospect until the cows come home, but 
you get no results until you get him to thinking of rea 
sons for buying instead of reasons for not buying. It 
isn’t mere dogged persistence that brings stubborn 
dealers around; it is putting intelligence into persistence. 

Some dealers who would be alienated by too muchi 
selling talk at the outset may be interested by devoting 
your initial efforts to getting them merely to consider 
at first the advisability to giving you a hearing, of see 
ing what you have to offer. Selling the prospect on 
taking a look at your samples is a first step that usually 
leads to selling actual goods. 

Instead of making it a buying and selling argument 
from the first, why isn’t it better to start in with a con 
sideration of what your lines can do for the dealer- 
what they will mean to his business? When you begin 
by setting the buyer to thinking about his own busi 
ness, his own sales, you get a different reaction. You 
hit him where he is interested, and if you can avert 
suspicion of your own selfish motives you can 
sales. 

The first few minutes of your talk with a dealer 
either give you his attention and arouse his interest 
or they decide him against giving you a chance. Be 
careful not to let him stick his stakes on the negative 
side before you have had a chance to tell your story. 

Some of hardest approaches in salesmanship are 
harder than they need be just because the salesman has 
made up his mind in advance that they are going to 
be hard. A salesman has heard that a certain electrical 
dealer is difficult to approach, that he treats all travel 
ing salesmen rough. This reputation may be based 
mainly on rough treatment of some one salesman who 
has told his story far and wide, (Turn to Page 88) 
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John R. Olson, Sales Manager, the 
Central Electric Co., Chicago, Ill., Who 


Gives Views on Six Major Problems. 





Sales Manager 


Answers to. Six Questions Relative to 
the Operation of a Sales Department 


Given from Month to Month by Lead- 


of the 





ing Sales Managers 








Manufacturers’ Literature 


Manufacturers’ literature, (especially in regard to new 
devices,) which is compiled in an intelligent manner 
giving complete detailed description and the essential 
talking points of the article as well as showing cuts, is 
a valuable assistance to the salesmen in trying to create 
a market for the product. On an article of especial 
merit, in addition to the sales information we invariably 
send our men a sample to be carried at least once through 
their territory. This means that we believe in the sell- 
ing power of samples, because they enable the customer 
to touch and inspect the device without taking anything 
for granted. 

Manufacturers’ new devices are brought promptly to 
the attention of the salesmen by the circular letter method 
and the subject is followed up until the business becomes 
established on the article or the item is listed in one of 
our catalogs. This insures the salesman being on the 
job early and makes him thoroughly familiar with the 
article and its talking points. 

We have experienced but little difficulty in getting our 
literature into the hands of our dealers. Upon receipt 
of request, our publicity department sends the data, 
acknowledges the letter, and informs the dealer when 
the material left our stock robm and when it may be 
expected. A carbon copy of our letter is forwarded to 
our representative covering the territory so that he may 
be informed at all times just what is transpiring between 
the home office and his customer. When literature of 
any important nature is received, several copies of the 
pieces are given to our road men for “hand out” purposes. 
As a result, many dealers find it unecessary to write in to 
us, and a great deal of trouble is probably nipped before 
it has a chance to blossom. 


Much has been written about the millions of dollars 
wasted on advertising literature. Not the waste that 
accrues from misdirected copy appeals, but the waste 
that follows when manufacturers use an awkward svstem 





We admittedly 
refuse to accept any literature unless it bears the imprint 


of supplying literature to their jobbers. 


of our standard electrotype, a design which we have con 
sistently used over a period of many years, and which 
we feel is probably better known than many of our 
manufacturers’ trademarks. 

Our publicity department years ago adopted a policy 
of scrapping anything without this imprint, but a few 
years back it adopted another system which undoubtedly 
has eliminated a lot of the waste that clutters the waste 
baskets 
imprinted literature, our publicity department promptly 
returns it. This makes the manufacturers think and see 
the waste themselves and strive to eliminate it in the 
future. And in 99 out of 100 cases the manufacturer has 
promptly obliged by sending a second lot exactly right. 

We might cite what is probably the same difficulty that 
many other jobbers are experiencing today. Data would 
come to us with a conglomeration of imprints that rivalled 
the many species that inhabit the Lincoln Park Zoo. 
Some used 12 point type, some 10 and 8, capital letters 
here, lower case there, some with our “House of Service” 
slogan, some without, and other disgressions, until we 
finally decided on the policy mentioned above. All of 
our manufacturers have several sizes of our logotype that 
they may use on catalogs and booklets of various dimen 
sions, and when a new manufacturer’s agency is accepted, 
a supply is promptly forwarded. Now whenever a manu- 
facturer makes a mistake it becomes obvious to him 
when the literature is returned. Our policy not only 
eliminates waste, but corrects the conditions that cause it! 

Customers soon become familiar with an attractive. 
standardized imprint. They look forward to receiving 
such matter giving it preference and immediate attention. 
Thus the message is made more valuable to the house—it 
commands respect by being identified with a definite 


in America. Instead of scrapping improperly 


policy of quality and service. 
Another source of waste we do not have to contend 
with is the promiscuous ordering of excessive quantities 
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of literature from the various factories. All requests go 
forward through the proper channels and our require- 
ments are carefully estimated. It is a lot of satisfaction 
to know that we are not wasting valuable literature, and 


that each piece is doing its bit somewhere. 


Entertainment 


Considering the fact that tastes differ as to form of 


entertainment we have found during the last few years 
that golf appeals not only to our customers but manufac- 
turers’ representatives and others with whom we come 
in contact in a business way. In entertaining customers 
we of course have to rely upon our salesman’s ability to de- 
termine what form of entertainment will appeal to his cus- 
tomer, whether it is golf, a baseball game or the theatre. 

We find it necessary to entertain out-of-town customers 
more than city ones, this being due to the fact that out-of- 
town customers only pay an occasional visit to the city 
and we look upon it as a privilege more than an obliga- 
tion to help make their visit as pleasant as possible. In 
fact our salesmen are instructed to have their customers 
write us in advance of any contemplated visit and we 
are glad to arrange for entertainment, hotel accommoda- 
tions, ete., if mention is made of this in their letter. 

As to the best way to find out how to please a customer, 
particularly if we have not met him in other than a 
business way, this can be done by discussing different 
sports and forms of entertainment—from his conversation 
we can readily determine just what will please each in- 


dividual the most. 


Sales Letters and House Organs 


Our policy is, and we find it mest advantageous, to 
send letters out to dealers when we have something new 
to offer or some important message to get to them. This 
also applies to other classes of trade. A letter reaches 


every customer on our mailing list within a few days 


whereas it takes time for a salesman to reach every one 
of his customers. 

A sales executive has a practical as well as a theoretical 
knowledge of his subject from his actual experiences, 
whereas an expert letter writer invariably only has the 
theoretical knowledge. Sales letters are a valuable asset 
as in the majority of instances they are “pep” letters, 
arousing the salesman’s ambitions and establishing the 
right mental attitude toward his work. 

We issue a bi-monthly bulletin which is published to 
effect a closer relationship among the employees of the 
various departments, and also between the office force 
and our various sales representatives. It is published 
to induce better salesmanship through sound sales ideas— 
to inaugurate fresh selling points—to divulge important 
and interesting information about merchandise, 
changes in the plan of-selling our goods, successful selling 
schemes—to keep our salesmen posted on our advertising 
activities and it inevitably causes better profits to be 
realized by all. We look to the many department man- 
agers of the house for their co-operation in reporting all 
interesting incidents and offering ideas, suggestions and 
constructive criticism. 

Monthly Price Lists 

We advocate the use of printed price sheets, in a 

loose leaf binder, as the type is small, more legible, and 


by issuing our price lists in this manner we condense the 


our 


size of our price book so that it can be carried by a 


salesman in his pocket. By using the loose leaf method 
we are able to send out changes in price within 2+ 
hours. 

We are not in favor of issuing bargain sheets as we 
believe offering surplus or obsolete stocks at lower prices 
has a tendency to confuse the dealer and give him the 
impression that the market is lowering. We have issued 
to time to the con- (Turn to Page 90) 


from time 





Third Annual Radio Show, Chicago, Ill. 








See Article on Page 62. 
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Profit-Making Pointers for Your 
Dealers and Prospects 


Every Jobber’s Salesman Can Open New Accounts, Build Up Old Ones 
and Create Good-Will by Passing on Merchandising Ideas to the 
Dealer—Lift One of These, Give it a New Coat of Paint and 
Put It to Work for You This Month 


HERE is something interesting to everybody in a 
fresh shipment of merchandise. Notice the passers- 
by who will stop and look when a bill of goods is being 
unpacked in the back part of a This human 


interest in fresh merchandise can be capitalized on. 


store. 


After an Omaha jobber salesman had the order he 
questioned the dealer as follows: 

“In the last month you have had several customers 
ask for items that you have not had in stock; tell me 
the one that they have called for most?” 

The dealer can usually mention something—and very 
that 
The salesman then suggests that when this item is re- 


often it is a radio item has been out of stock. 
ceived on the new order that the shipping box and all 
be placed in the window, that the boards on the top 
that show the dealer's name and address be the only 
ones taken off, and these displayed with a few pieces 
of merchandise taken out of the box. A placard in the 
window should tell the public that this merchandise has 
just been received, something about the merchandise, 
ete. 
. 

If you wish to pass this suggestion on to dealers that 
have unusually good facilities for display, you might 
suggest that several boxes be placed in the window. 
featuring the names of the jobber or the manufacturer. 
with a card reading, “These Are The Reputable Firms 
From Which We Buy Our Merchandise.” 





EALERS are always growl- 
ing about slow collections. 
They can often build up 
such a tale of woe about the 
that they 
out,” that they use it as an 





“money have 


excuse for not buying—or 





stocking the line of mer- 
chandise_ that 
they ought to be carrying. 
One of the best ways to get 





you know 








this objection off their chest is to give them a new col- 
lection idea, or a new stunt for a monthly collection 
letter. Last passed on to you the “pin” 
collection plan, and in calling a dealer's attention to it 
in Pittsburgh last week, he claimed that he had a pin 
idea even better than the one we suggested. Try it on 
your trade this month and we will give you a new one 
for January. This dealer takes his statement and at- 
taches a little 2 by 514 in. slip of paper at the bottom 
On this slip of paper he has 


month we 


with a small safety pin. 
a message which reads as follows: 
Here is a pin. It is the first pin that I ever wore. 


Naturally it is associated with tender memories. 
Unlike a great many other things, this pin has not 
outlived its usefulness. For instance, it can be used 
nicely to attach your check to the accompanying 
statement of your account. 

Anxiously yours, 


(Signed ) 











SMALL electrical dealer on 
the North side of Chicago 
found himself overstocked 
with electric soldering irons. 
He put up a kick when the 


salesman called, saying that 














the salesman had oversold 
him and he wanted the 
salesman to take part of 


the order back, in exchange 
for other merchandise. 
The asked if he had that he 


could leave in charge of the store for an hour. He 














salesman him anyone 
found that the dealer and his wife were living in the 
back part of the store and that she would be glad to 
take charge for a short time. 

They took 15 soldering irons and started out in the 
neighborhood to locate radio aerials. Finding one. 
they called at the home and asked to see the lady of 
the They explained to her that they had a 


soldering iron that they believed her husband 


house. 
(or son 
could use in repairing his radio and that they wanted 
to leave it with her for a day or so on trial, with no 
obligations on her part. They said that they would 
call for it in the evening when the man of the house 
was at home. 

During the hour the dealer and the jobber salesman 
left all of -the 15 soldering irons. 

At seven-thirty, two evenings later, the dealer called 
at each one of these fifteen homes to pick up the irons. 
He sold five, netting him around $4.00. The next day 
he went out alone, taking another section of the same 
that in this 
when he would have been loafing in the store. he 
cleaned up over $200. 

We pass the idea along to other jobber salesmen, as 
we believe that they ought to tell this story to every 
one of their customers, and secure a fair-sized order for 
soldering irons on the strength of it. If the dealer has 
a clerk, suggest that he make the clerk a proposition 
of paying him one-half of all the profit on irons sold 
outside in this way and that he send the clerk out of 
the store for at least one hour a day. If the clerk can 


neighborhood. He claims spare time, 


has 
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sell five a day—by putting in one hour in the afternoon 
and an hour in the evening, he can add at least $2.00 
a day to his salary. 


HEN you stop to analyze it, the window and the 
counter are about the only advertising mediums 
open to the small electrical dealer. He may do a little 
newspaper advertising, or send out a letter occasionally, 
but the major portion of the message that he has to tell 
the public must be put over with his window display. 
Notwithstanding the fact that magazines are filled ‘with 
suggestions for building up business-getting window 
displays, the average dealer allows the same old mer- 
chandise to remain in his window week after week. He 
doesn’t respond to the ideas that arg passed on to him 
by his trade journals because the plans that they show 
him are too elaborate. 
to build them up. 
This fact should be in your favor; it should give you 
that much more of an opportunity to suggest a window 
display that he will and can use. 
A jobber salesman travelling out of Cleveland always 
has some window display information to pass on to his 
dealer. 


He doesn’t have the initiative 


He usually writes a suggestion down on a 
3 by 5 card and leaves it with the dealer. 
he learned from figures compiled by a large clothing 
Cleveland that in a town of 5,000 
people approximately 8,000 people pass a well located 
store every six days 


manufacturer in 


This manufacturer had made a 
survey to determine the value of dealers’ windows as 
an advertising medium. 

Your dealers ought to be interested in this fact. It 
ought to arouse their interest enough so that they will 
listen to your suggestions for improving their windows. 
The Cleveland salesman is convincing his trade that if 
8.000 people pass a window in a town of 5,000 every 


Last month. 


six days, every dealer ought to put something new in 
his windows every week at least. 

Suggest that a section of the window be used each 
week to announce local events, like fairs, gatherings, 
fraternal and religious meetings. Make the window 
announcements a clearing house for local news and 
announcements. Display the biggest fish caught in the 
town, or prizes for local athletic events. Impress upon 
the dealer that if his window has not attracted atten- 
tion in the past, he must do something rather unusual 
to get people looking his way——and that the display of 
merchandise can come later. The Cleveland salesman 
suggested to one of his dealers in a southern Ohio town 
that had gone “crazy” over golf, that the dealer show 
photographs of some of the local celebrities posed for 
making a drive, and that he maintain a score card giv- 
ing the golf scores of the leading players in the town. 
When asked where the jobber salesman got the sug- 
gestions for passing along, he said that he got them 
from magazine covers and illustrations, from the. books 
on the subject in the Cleveland public library and from 
trade papers. 


VERY building contractor or real estate man, who 
builds houses for sale—especially the man who 
specializes on smal] homes—is interested in getting some 
feature into his houses that catch the woman's eye. 
When he shows the “house for sale,” he knows the sales 
value of breakfast nooks, cedar drawers, built in refrig- 
erators, etc. He knows, too, that some inexpensive fea- 
ture is very often the feature that closes the sale. 
Attractive lighting is one of the things that the aver- 
age woman “falls for’ hardest. Some women would 
buy a house without any roof if the dining room con- 
tained lighting fixtures that pleased her. 
Yet, onl¢ a few building con- (Turn to Page 73) 




















FACES 








© 1924, R. Fullerton Place. 


Dear Folks: 


are sour, some are sweet. 


stolen far away from happiness. 


an uneventful life. 


bore you, some are modest, some are bold. 


place is in the race for Liberty. 





Look about you at the faces that you see upon the street, some are nothing but disgraces, some 
Some are solemn, some are cheerful, some are gloomy, dull and sad, 
some are haggard, worn and tearful, some are beaming, bright and glad. 

Here’s a face that’s red and swollen, showing signs of much excess, it’s a mark of having 
There’s a face with eyes that twinkle, in their depths an 
honest glow, its a face without a wrinkle, and a face you'd like to know. 
that’s wan and weary, showing years of pain and strife, it’s a sign of nothing cheery in 
There’s another face that’s cunning, full of nerve, and gaul and crust, it’s 
a face that’s far from stunning and a face you couldn’t trust. 

Other faces pass before you, some are young and some are old, some attract, and others 
It’s a simple thing to read them as they pass 
along your way, and it’s worth the while to heed them and to study what they say. 

Life is shown in people’s faces, there it stands for all to see, telling folks just what your 
Every face will tell a story that will please or make you 
moan, if you're lacking praise and glory, make a study of your own. 


Here’s a _ face 


Cordially yours—T. V. R. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucku, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 
homa and Texas; Central States all between. 
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Don’t Blame Facts. 
The Poor Workman 
Blames His Tools. 


The 


Facts are rocky and stubborn. 
them; we 
them, but they remain. 
We can jump to the north 
or the south and we can 
get upon its sunny or 
shady side. But we can- 
not budge the fact. 

The world at one time 
had the idea pretty gen- 
erally that things depend- 
ed upon what you be- 
lieved. All a thing need- 
ed to make it so was to 
have some church council 
or university president or 
ancient philosopher say 
that it is so. Since the rise 
of modern science and the 
scientific spirit, however, 
we have come to realize 
that all our mental gym- 
nastics whether of cre- 
dulity or imagination 
have nothing to do with 
facts. It is well to de- 
velop the faney and to 
train the emotions and to 
rectify our tastes and all that sort of thing, but 
we should remember that the stuff out of which 
any valuable judgment or opinion is composed 
is fact. 

The more we set our feet upon facts the less 
we look to authority. ‘Two and two make four. 
And that not because anybody passed a law to 
that effect or some learned man declared it, but 





Fact 


The More We Set Our Feet upon Facts, the Less We 
Look to Authority 


By DR. FRANK CRANE 

HE most conspicuous object in the land- 
scape of thought is the fact. It is a moun- 
tain and many people hate mountains. 


We can deny 
‘an loathe them: we can sidestep 


because anyone can experiment and discover it 
for himself. ‘Two and two have always made 
four and will continue to make four when the 
day of judgment has become ancient history. 
There is no cruelty in facts. All the cruelty 
consists in our imperfect 
adjustment to them. No 
fact is a calamity, the 
‘alamity consists in the 
human emotions and pur- 
poses that play around it. 
The great war, for in- 
stance, was a fact but 
what made that war evil 
were the wicked passions 
of men that brought it on 
and remained after it. 

There is no sin in 
things. All the sini there 
is abides in human souls. 
There is no sin in a deed. 
The sin abides in the mo- 
tives that prompted the 
deed. We recognize this 
even in our human laws. 
Taking life, for instance, 
is not necessarily murder 
as this may be done in self 
defense or by accident. 
To establish a case of 
murder you must prove 
to begin with, malice aforethought. 

It behooves everyone of us, therefore, not to 
quarrel with facts but so to order our lives that 
we can use them. For all success and happi- 
ness are as truly made up of facts as calamity 
and misery. 

Don’t blame 
blames his tools. 


facts. The poor workman 


Copyright, 1924, by Dr. Frank Crane 











An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Pictorial Review of Electrical Developments 





Prof. Albert A. Michelson ex- 
plained for the first time the pro- 
cess by which he and Prof. Henry 
G. Gale of the University of Chi- 
cago soon are to test Einstein's 
“ether drift” theory. It is to be 
done by means of an elaborate apparatus which they 
have just constructed at Clearing, Ill. It is one of the 
few crucial experiments on the theory, attracting the at- 
tention of scientists from all over the world. The theory 
holds that it is unnecessary to assume there is such a 
thing as ether. 

Approximately a mile and a quarter of 12-in, water 
pipe, formed in a rectangle 1,200 ft. wide by 2,000 ft. 


long, will be used in the experiment. Rays of light — 


will be flashed around this circuit in opposite directions 
by means of mirrors at each corner. 

A 95 per cent vacuum will be created in the pipe to eliminate 
inaccuracy, for air is not homogeneous enough to insure success 
of the experiment. A large are light, housed at one corner of the 
rectangle of pipe, will throw two light beams around the pipe 
in opposite directions. When the beams come back to their 
starting point they will make a fringed impression. If the 





















~ i 


fringes of the opposing rays are superimposed, Einstein is 
wrong and his theory that there is no such thing as ether will be 
seriously disputed. If, however, there is a displacement of 
the fringes due to the fact that it takes one beam longer to 
make the circuit, then Einstein is right. 

In the picture at the right, Professor Gale is shown at the 
further end of the room.—Underwood & Underwood. 


















Much has been heard of late concerning 
the “Death Ray”—an invention to put the 
machinery of airplanes, boats, etc., out of 
commission or even to destroy human life. 
Following is a press description which is 
going the rounds and a picture said to show 
the machine. “The first photo of the death 
ray machine, taken on a dark night to en- 
deavor to locate supposed enemy aircraft 
The projector in the foreground is mounted 
on a heavy porcelain base and contains the 
induction motor. It can therefore be re- 
volved in any direction. After the ray of 
light locates the enemy aircraft, the energy 
of a series of electric vibrations is sent from 
the cabin on the right through the beams 
of light to the aircraft when located, thus 
causing death and destruction. 





















“The cabin on the right contains a night 
telescope and numerous batteries in con 
nection with the large drum. ‘The ‘Death 
Ray, according to its inventor, is now cap 
able of reaching a distance of 3,000 ft. and 
its power to burn or illuminate will be 
demonstrated shortly in this country, as the 
inventer intends arriving here some time 
in December. ‘The photograph was made 
at H. Grindell Matthews laboratory on the 
Island of Flatholme, in Bristol Channel, 
England.”- Unde rirvood & Underwood. 
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No longer will it be necessary for X-ray work to be done 
in a special laboratory, with complicated arrangements of high 
voltage equipment and protective devices, making the subject 
one for the specialist only. With the new apparatus which has 
been developed by W. D. Coolidge and his associates in the 
research laboratory of the General Electric Co., X-ray equip- 
ment has been made indeed portable and safe. The newest 








timbers. 


The blithesome plumber 
wends his way to your home, 
by a circuitous, time-con- 
suming route, and he carries 
a portable X-ray outfit (un- 
less he has forgotten it and 
has to go back after it). 





He sets up the apparatus 
and connects it to the elec- 
tric light outlet and _ pro- 
ceeds to gaze through the 
walls to locate pipes and 











Electricity comes to the 
aid of the bob-haired beauty. 
When girls bobbed their hair 
they joined the ranks of 
men in paying weekly ran- 
som to the barber; but now 
they need have no upkeep 
cost on their shorn locks for 
this new electric safety 
razor, just demonstrated at 
the electrical exposition in 
New York, permits the lone- 
some girl to shave the back 
of her own neck.-Under- 
wood & Underwood. 


outfit, complete in all of its details, weighs only 20 lbs. and oc- 
cupies a minimum of space. It can be carried with ease. 

A very small X-ray tube operates in the same oil and in the 
same metallic container with a high tension transformer. The 
resulting X-ray generating unit seems especially well adapted 
for numerous lines of physical investigation work and for spe- 
cial use in the trades. 










And in all probability this 
is about what he will see, 
enabling him to save con- 
siderable time at his work, 
which he can always profit- 
ably employ going back 
after other tools. 
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Photo shows Gustavo 
Cenci putting the finish- 
ing touches on an oii 
painting which he had 
done of Dr. Charles Stein- 
metz, famous electrician, 
which is to be presented 
to the city of Schenec- 
tady.— P. & A. 
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With the brilliant 1,000-candlepower floodlight projectors, illuminating the 
fairways, and a powerful power portable search light to follow the flight of 
ball, Gene Sarazen, sometime golf champion, demonstrated to the Jlluminating 
Engineering Society that golf at night was distinctly a possibility. Driving 
12 balls off the first tee of the links at Briarcliff Lodge, Briarcliff Manor, West- 
chester County, N. Y., Sarazen sent one after another down the fairway in per- 
fect view practically at every point of their flights. This photograph shows the 
group about Sarazen as he teed up on Monday, October 27, J. P. Campbell of the 
IHuminating Company working the spotlight. See further description in “Illumi- 
nation Section’—P. & A. 








Electric lights are used to force the growth of grass on the country because of its slow growth and short season. With 
greens at the new million dollar Bradley Beach Golf Club, artificial light at night two months after the seed was put in 
Bradley Beach, N. J. The green was seeded with “creeping the green was ready for use saving six or seven months over the 


hent” the best but most difficult golf grass to grow in_ this ordinary growing time. See “Tllumination Section” in this issue 


William J. Kranzer 
Vice-president, Crannell, Nugent & Kranzer, Inc., New York, N. Y. 
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MEN YOU SHOULD KNOW 


William J. Kranzer, 


‘| SIME was when West Hoboken, N. J., was prac- 
tically a German-speaking settlement, and it fell 
to the lot of W. J. Kranzer to be born in that 
place at that time, October 5, 1885, to be exact. On the 
street and in the home the only language heard was 
German, and up to the age of seven the boy could not 
speak a word of English. 

He was sent to the common 
schools and completed his edu- 


Vice-president 
Crannell, Nugent & Kranzer, Inc. 


& Kranzer 


Royal-Eastern man, while Nugent, who is no longer with 


was incorporated. Crannell was also 4 
the company, had not had any electrical connection. 

A close-up study of our subject reveals a man who 
gives 100 uper cent attention and whose absorption holds 
to account only the matter under discussion. His views 
are particularly clear, and are sought by friends whe 
are undecided, or by those who 


come recommended to get his 





cation as far as schools go at 
the age of 14, and under the 
handicap of first having to 
learn the language. Then he 
went out to earn his living, 
taking a position as cash boy 
at a compensation of $2.50 a 
week, starting at 7:45 in the 
morning and quitting any 
time after 6 o'clock at night. 
This was in a wholesale milli- 
nery He stuck to 
this for five years, when he 
left to go with the Columbia 
Phonograph Co., where he 
started as shipping clerk. 


business. 


ing slick. 


you and 


The talent which he has al- 
ways possessed for self-educa- 
tion and development began 
to show at that time. While 





He Works Without 
a Band 


ILL KRANZER comes 

and goes about his business 
without noise or bluster. 
grave outside and full of humor 
and good nature inside. 
a good business man without be- 
He can tear your 
shirt off at billiards or bridge, or 
take a juicy order away from 
make you 
People admire him because he is 
devoid of. pretense. 


| opinion before acting. 

Having a large amount of 
common sense, he may express 
several means by which his 
questioner may solve his prob- 
lem, and takes much satisfac- 
tion in being able to assist, 
even though it may encroach 


He is 


upon his valuable time. Re- 
sourceful at all times, he 
He is modestly remains quiet till 


called upon, and then gives 
you the benefit of ideas that 


have good reasons behind 
them, covering the point con- 
like it vincingly. 


Those who have sat with 
him at bridge or pinochle, 
wonder at his shrewdness at 


these games and his marvelous 








on duty as shipping clerk he 

made it a point to also absorb 

all the details of the work in the receiving department, 
which helped him to a promotion to the order depart- 
ment, later to store salesman and finally to outside sales- 
After a time he was given a section of New 
Jersey to handle and made good, working up a large 
clientele of personal accounts. Not being altogether 
satisfied with the advancement with the Columbia 
people he made a change to the Bettini Phonograph Co., 
but soon after decided to get into the electrical business, 
starting out with Stanley & Patterson in 1906. He 


man. 


knew salesmanship and merchandising in other fields. 


but in the electrical field he did not know a socket from 
a rosette, and was immediately confronted with the 
problem of learning all the intricate details of the elec- 
trical jobbing line. 

He stayed with Stanley & Patterson until the Spring 
of 1911, having in that time arrived at the position of 
sales manager. He then resigned from the company, 
having in mind to engage in business with a partner 
who, however, developed “cold feet.” So after having 
had his nose to the grindstone ever since he was 14 years 
old he decided to take a vacation and spend six months 
doing nothing but enjoying himself. After having had 


his fill of vacation he joined forces with the Royal- 
Eastern Co. in the Fall of 1911 and remained with it 
until 1914, at which time the firm of Crannell, Nugent 





knowledge of their technique. 

Few, also, are aware of his 
skill as a billiardist, but not a few times has Willie 
Hoppe invited him to a 3-cushion match on the green 
table. Like Shakespere, he sees ‘‘sermons in stones and 
good in everything.” 

Gifted with an exceptionally good memory, he rarely 
forgets that which is worth remembering, and tells a 
story word for word after once hearing it. He has a 
fund of stories. The boys sit up and take notice when 
“Bill” takes his turn to spin a yarn, and nobody enjoys 
it better than himself. 

As a business man, he is shrewd, conscientious, and 
upright, with a thorough knowledge of cost and good 
ideas of selling. In handling credits, he has displayed 
a masterly control, carefully weighing up each particu- 
lar “risk” and keeping tabs on him in a methodical way. 
From the outset it was their aim and endeavor to build 
in a quiet way for the future. They made a practice 
of soliciting only accounts that they knew and that had 
approved credits. This has always been one of the 
principles of the business as followed by Mr. Kranzer. 
As a result of his policy the firm in its early years in 
business had few credit losses, which are so often the 
stumbling block to new concerns eager for business. 
The result of this was that very little of their sales 
effort was lost and very little missionary and promo- 
tional work had to be done over (Turn to Page 82) 
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Fable of the Prospective Partner 


Dealing with the Necessary Qualifications 


By GEORGE’ADE 


HIGH-PRICED Detective was sitting in his 

A Lair, trying to look Mysterious, when there came 

to him a gray-muzzled old Business Man. The lat- 

ter was noted for his Probity, his Keenness and the Fact 

that he never thawed. In the Commercial Agencies he 

was Rated AA Plus Al, which meant that he had it in 
Bales. 


“I wish to enlist your Serv- 


other Customers that all the Tables are reserved. He 
owns the Place because he passes it out with both Hands. 
On a busy Night he can get rid of what it took his re- 
spected Parent three months to save.” 

“My! my!” said the staid old Business Person, as he 
shook his silvery Head. “He must be a Dinger if he can 
hold to that Gait. I suppose he has Friends who touch 

him up. 


> 











ices,” said the Great Merchant. 
“A Young Man who lately has 
come into a World of Money 
desires to be admitted to Part- 
nership in our Large Business. 
We are an old and reputable 
Concern, and before associat- 
ing ourselves with this Strip-. 
ling we wish to know all about 
his Character and Habits. We 
want you to camp on his Trail 
and give us a straight Line on 
his Daily Life.” 

So the Main Detective called 
in a couple of Ferrets, who 
drew fifteen a Week, and they 
began to Shadow the Young 
Man at fifteen a Day. They 








“T regret to say that he has,” 
replied the Eminent Sleuth. 
“All the Tin-Horn Sports and 
Shoe-String Gamblers speak of 
him as their Meal Ticket. He 
is put against a new Brace 
Game every Week. He is so 
Soft that sometimes even the 

Touts feel that it is a Shame 
| to take it away from him.” 








“While he is giving these 
Parties, does he touch the 
Harp lightly or fly at it?” 
asked the highly respected 
Member of the well-known 
Firm. 

“He climbs as high as he can 
and then dives in head first,” 





put on Gum Shoes and cov- 
ered their Faces with black 
Muffs, such as are worn by the 
Train Robbers in one of those 
Bang-Bang Movies. They 
peeked over Transoms and 








replied the Sleuth. ‘Getting 
lickered up is his favorite 
indoor Sport. By the time he 
lands into his Happy Clothes 
of an Evening he is fairly well 
Corned, and he sees the Dawn 














shinned up Fire Escapes and 
behind Bill-Boards, and every 
time the Young Man made a 
Move they were Hep. At the end of a Week the Cele- 
brated Detective made a Report to the Pious Patriarch 
who had employed him. 

“T regret to tell you that the Young Man who seeks a 
Connection with your well-known House is a Night Hawk 
and a Spender,” said the Superintendent. ‘He is trying 
to dim the Record of Coal-Oil Johnny. He buys Bootleg 
Hootch for Untamed Feminines almost every Midnight, 
and he is having Diamonds set into the Teeth of Nine of 
the Peroxide Cuties.” 

“You are confirming my most horrible Suspicions,” said 
the dignified and elderly Merchant. “If he is trying to 
gratify every Desire of the Thirst Sisters, I have no 
doubt he is putting right smart of Jack into Circulation.” 

“You said it,” replied the Detective. “He acts as if he 
dipped his Money out of the Crick with a Bucket. When- 
ever he goes on the Warpath he takes with him a bundle 
of Coarse Currency that you couldn’t get into a small suit- 
ease. As soon as he appears in an all-night Dump the 
Band begins to play and the Head Waiter begins telling 


Six O’clock Breakfast 


through a Purple Haze. In the 
Afternoon when he arises, he 
has a Hang-Over which _ is 
made the Foundation of something very Tidy in the way 
of a Brannigan. He begins to push the Button and ab- 
sorb tall Pick-Me-Ups. For a 6 o'clock Breakfast he has 
a few Cigarets. Thus he contrives to be the Custodian 
of a Continuous Bun and Stave off the Bust-Head, his 
Life resolving itself into one long Honolulu Sunset.” 

“He has no reputable Associates?” 

“Not if he can help it. He has started out to be a real 
Sport and his Idea seems to be that he will compromise 
his Position if he associates with anyone who has not 
committed a couple of Burglaries. So he surrounds him- 
self with Rough-Necks and Rowdy-Dows and _ these 
fibrous little Flappers who break Glassware when they 
become temperamental.” 

“T dare say he owns a Car,” said the inquiring Mer 
chant. 

“It looks like two or three Cars welded together. It 
will hold an entire Chorus at one load and will run a full 
Mile on a gallon of Gas. The Driver is an Ex-Convict 
and the Traffic Cops are said to (Turn to Page 84) 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 
Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Service Uppermost at Schim- 
mel Meeting 

Four states and 15 cities were rep- 
resented at the anuual Shelby dinner 
given on Wednesday evening, No- 
vember 12, at the Hotel Adelphia, 
by the Schimmel Electric Supply 
Co., Philadelphia, Pa. 

As in the past, the dinner was a 


great success. ‘Two menus were 
served; the first was a turkey din- 
ner, the kind that would be good 
enough for any Thanksgiving day. 
The other menu full of 
thoughts and ideas that will mean 


heaps of profits to all those who 


was a 


were present. These ideas when 
carried out, the men agreed, would 
more than fill the dinner pail in 


1925. 

“If there is anything that charac- 
during the past 
S. Schimmel, presi- 


terized business 
year or two,” 
dent of the company declared in his 
words of welcome, “it is the very op- 
spirit of 
friendship and good fellowship which 
To 


way of thinking, business generally 


posite of the fine jovial 


animates us here tonight. my 


has suffered because there has been 


too much of the ‘dog eat dog’ policy 


ly 
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in business. Much of the chaos and 
the demoralization business I 
attribute to this unhappy state of 
It seems to have taken hold 
of everybody and everything. Even 
at the danger of being called old 
fashioned, I still maintain that the 
basis for, and the backbone of all 
sound and permanent merchandising 
is Service. 


in 


affairs. 


“More than ever has the need for 
business demon- 
strated to us in the last several years 
since the war has left us as one of its 
many heirlooms, a form of compe- 
has made business at 
times, to say the least, unpleasur- 
ble. Business will not be what it 
should ; it will not be as profitable as 
it should, it is conducted 
strictly and solely on -a 
That is true of every phase 
of business, whether it be on the 
part of the manufacturer, the dis- 
tributor, the jobber, or the retailer. 
In the final analysis all have the 
same objective—the consumer. Un- 
dealer serves his customer 
right he will lose him; unless the 
and the distributor serve 
their dealers right they will lose 
them, and so on all along the line. 


Service in been 


tition which 


unless 
service 


basis. 


less the 


jobber 





Annual Shelby Dinner Given By Schimmel Electrical Supply Co. 


“Ours is not and should not be a 
game of ‘catch as catch can’, but 
rather a game in which Service is our 
trump card. The only difference is 
that in service there is no element of 
gamble, and this precious card may 
be held by any number. It helps to 
make honest competition keener, and 
much more interesting. We have 
outgrown the stage where what 
counted most was—‘How cheap?’ to- 
day our problem is ‘How well satis- 
fied will our customer be?’ In other 
words what kind of Service are we 
in a position to render. An evening 
such as this affords us an opportunity 
to know more of each other, to 
understand each other better, and to 
clear up any differences which might 
exist in the minds of any of us, as 
well as to set ‘our sails right for a 
winter of smooth commercial sail- 
ing. I might add sailing, and sell- 
ing.” 

There were also brief addresses 
by E. F. Strong, manager of Shelby 
Lamp Division, H. F. Viot, western 
representative, Shelby Lamp  Di- 
vision, E. D. Stryker, publicity de- 
partment, National Lamp Works, 
G. R. Lawall, engineering depart- 
ment National Lamp Works, and 
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Ceiling Fixture No. 505 


VITRIFIED POTTERY LIGHTING FIXTURES = r""—7"—#e# 2" 


(Patents Pending) 


They do not tarnish or corrode 
Always easy to clean 


HESE fixtures have the beauty of the Potter’s Art 


combined with their utilitarian value. 


The fixtures are finished in a brilliant white glaze and 
beautiful, endurable colored pottery glazes: 





White Blue 
Gray Golden Brown 

Old Ivory Bronze Green Nickel plated fastening screws; fit- 
Black ted with adjustable bridge to fit any 

- : standard outlet box. 

They are: 

Ornamental Sanitary eigen — in 
Decorative " acke to the carton. xcellent 
Moisture Proof for the outside porches; fine for 


Washable 


—soap-lye-acid 
will not mjure 





Wall Bracket No. 510 
Height 7” 
Width 4” 
Projection 3%” 
(without bulb) 








Shock Proof 


HEATH LANSDALE 


bathroom, small kitchen, hall ‘or 
Weatherproof bedroom. 


No. 505 as a ceiling unit, in any color mentioned above, and 
a pair of No. 510 WALL BRACKETS make an unsurpassable 
bathroom fitment. They agree in design and can be selected 
to match in the Pottery finishes. 


“Standard package 
quick moving lighting fixtures for 
the jobber and retailer’ 


WALL BRACKET No. 510: 


Pull chain socket. If keyless is desired chain can be fastened 
inside so it is not visible or hole objectionable. 


All fittings heavy nickel-plated. Equipped with adjustable 
bridge or strap to fit any standard outlet box. 


Two color No. 18 stranded wire pigtails. Packed in individual 
boxes; 12 to the carton. 


FRANKLIN POTTERY 


( A CORPORATION) 


PENNSYLVANIA wus 
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Albert Wahle, Albert 


Wahle Co. 


president, 


* * * 


West Virginia Jobber in Legis- 
lature 

To start out as mining engineer 
and wind up as the head of a great 
electrical jobbing institution is in it- 
self a distinction for any man. But 
when he carves out in addition a legal, 
financial and legislative career, it is 
worthy of especial notice and detailed 
treatment. The accomplish- 
ments sum up the life of Edwin Miner 
Keatley, president of Virginian Elec- 
tric, Inc., Charleston, W. Va. 

Whether his 
influence 


above 


name wielded 
of 
a happy coin- 
The fact re- 
a mining eng- 


middle 
a potent in his choice 
vocation or was merely 
cidence, we know not. 
mains that he became 
ineer, continuing at the work until his 
ability so broadened the scope of his 
activities as to carry him through a 
range of experiences enjoyed by few 
men. 

Mr. Keatley was born at Barton, 
Tioga county, N. Y., May 12, 1868. 
His boyhood days were at 
Wilkes-Barre, Pa., where he attended 
the public schools. Later he entered 
Wyoming Seminary, at Kingston, Pa. 
Migrating to West Virginia in 1891 
he engaged in the prospecting and 
surveying of large tracts of land for 
J. P..Morgan & Co. Some time later 
the urge for a wider field seized him 
and he studied law. His admission to 
the bar was followed by his entry into 
public life. 


spent 


He was assistant attorney general 
of the state, Clerk of the U. S. Circuit 
Court and Clerk of the U. S. District 
Court. During the war he served for 
two years without compensation as 
Clerk to the Federal Board, Southern 
District of West Virginia.. In 1921, 
long after he had solidly 
identified with the electrical industry, 
he was elected Speaker of the House 
of Delegates. A month ago he was re- 
elected to the legislature, with the 


become 


honor of having a large part in carry- 
ing the state for Calvin Coolidge by 
32,000 votes. 

of 
1909, 
stands out as combining devotion to 


the 
he 


Having been president 


Virginian company since 
business with civic activity in a re- 
markable manner. First the engineer, 
planning, creating and blazing new 
Then the judicial and ad 


ministrative expert, acquring a store 


trails. 


of valuable knowledge. From these 
came the finished executive, holding 
the reins of various organizations and 
directing their activities as the skilled 
tally-ho driver of old “tooled” an 
eight-horse coach. 

As a jobber, Mr. Keatley is an ex- 
ponent of quality merchandise and 
sensible methods of distribution. 

* * * 


Art Cole Back in Harness 

A. J. Cole, vice-president and gen- 
eral sales manager of the McGraw 
Co., Omaha, Sioux City and St. 
Louis, returned to his office Novem- 
ber 5, after a serious illness of several 








weeks. It was difficult to picture the 
hale and hearty A. J. in a hospital 
and it is gratifying to know that he 
is making excellent progress in re- 
gaining his strength. 


* * * 


Dallas Jobber Hires Dyers 


Sales Manager Harry C. Greer, 
Electric Appliance Co., Dallas, Tex., 
announces the return to the fold of 
two of his former salesmen, O. E. 
Dyer and G. C. Dyer. He reports 
business increasing and states that 
October sales showed a worth while 
margin over the same month in 1923. 








Edwin M. Keatley 
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There IS a Difference! 


Even tho’ all Non-Metallic Conduit may 
look alike on the outside, with its 
silvery mica finish, there is a vast dif- 
ference, as the Contractor finds out 
when he starts using it. 


DURADUCT 


Reg. U. S. Pat. Off. 








with its Single Walland Roller- Bearing 


Wireway is so much easier to fish, 
makes a so much cleaner cut, and is so 
much less trouble to install that the 
best contractors see the difference 
right away, and on future orders to 
Jobbers instead of ordering just 
‘““Loom”’ they 


Specify DURADUCT 


Tubular Woven Fabric Co. 
Pawtucket, R. I. 
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Jobber “Winners” 


Recently the Bee-Vac division of 
the Birtman Electric Co. offered 20 
grand national prizes in cash to the 
20 jobber salesmen who would sell the 


Salesman 








H. C. Hershey 


greatest number of vacuum cleaners 
in a three-month period. 

The first prize of $300 was won 
by H. C. Hershey, an aggressive 
salesman of Jones-Beach & Co. of 
Philadelphia, Pa. His record during 
this period should be an incentive to 
other jobber salesmen to push this 
end of the appliance business for he 
is said to have sold more cleaners of 
this type than have ever been sold by 
a jobber’s salesman. 

The vacuum cleaner industry 
amounts to upwards of 65,000,000 
dollars annually, and the bulk of this 
big business could be gradually taken 
over by the jobbers, if all had .the 
same enthusiasm and “stick-to-it-ive- 
ness’ that have been demonstrated by 
Mr. Hershey during this recent cam- 
paign. 

The second prize of $150.00 was 
awarded to L. A. Spencer of C. S. 
Mersick & Co., New Haven, Conn. 
Other prize winners were J. M. 
Beach, of E. B. Latham & Co., New 
York, N. Y., and E. A. Ross, of the 
Pioneer Appliance Co., Chicago, III. 
Twelve other energetic jobber sales- 
men won substantial prizes. 

In addition to the grand annual 
prizes awarded to these men, each 
prize winner also received a very 
handsome bonus for the sale of every 
cleaner sold during the three-month 
period. 








News of the Salesmen 


Louie Hoffman, formerly with the 
Gillett-Hoehler Co., has been ap- 
pointed lighting sales manager of the 
Commercial Electric Supply Co., To- 
ledo, O. 

The Eastern Electric Supply Co., 
Portland, Me., has acquired the serv- 
ices of. E. C. Litchfield, who arrived 
just in time to get in on the com- 
pany’s Simplex heater campaign. 





L. A. Spencer 


The Greensboro branch of the 
Piedmont Electric Co., Ashville, 
N. C., has a new man in its territory. 
He is E. J. Ireland, who used to be 
with the Winchester Electric Co. 

T. C. Worthington left the Shep- 
herd-Fluherty Electric Co., Balti- 
more, Md., to go with the H. C. Rob- 
erts Electric Supply Co., of the same 
city. 

R. M. Shaeffer and E. W. Williams 
are new salesmen with the Colonial 
Electric Co., Philadelphia, Pa. 

The Champlain Electric Supply 
Co., Burlington, Vt., has a new sales- 
man, A. J. Davis, and a new counter 
man, Richard Shephard. 

C. Pettipas is the latest addition 
to the sales force of’ the Sager Elec- 
trical Supply Co., Lynn, Mass. 

D. W. Fuller goes from Triangle 
Electric Co. to the Revere Electric 
Co., Chicago, as city salesman. 

The Globe Electric Co., Seattle, 
Wash., sends the name of A. F. 
Douglas as the latest addition to the 
sales force. 

The Westchester branch of the 
Gertler Electric Co., Inc., New York, 
N. Y., has two new salesmen, Wm. 
C. Guilford and Samuel Goler. 

E. G. Guy is a new salesman ‘for 
the Sterling Electric Co., Minneapo- 
lis, Minn. His headquarters are at 
Spencer, Ia. E. L. Hughes comes to 
the Sterling city counter. 











Florida Jobber Has Large 
Building 

Very likely the Robertson Supply 
Co., Orlando, Fla., of which L. M. 
Robertson is president, enjoys the 
distinction of owning and occupying 
the largest building of any electrical 
supply jobber located in a city of less 
than 20,000 population. The com- 
pany just recently purchased the 
property, although housed there for 
some little time. The building is of re- 
inforced concrete, five stories and base- 
ment, with a total floor space of ap- 
proximately 45,000 sq. ft. High up 
on the water tank, in easy view from 
“up town” and the railroad station, 
now appears the name “Robertson.” 
e-e 4 


Greenfield Organizes Com- 
pany in Baltimore 

Sidney Greenfield, formerly sales 
manager of the Baltimore branch of 
the Western Electric Co., has re-en- 
tered the electrical jobbing field as 
president of The Greenfield Electric 
Co., Inc., 17 East Lombard street, 
Baltimore, Md., where the company 
has leased a four-story building with 
adequate facilities to conduct a whole- 
sale business in the electrical mer- 
chandise. 

Mr. Greenfield is fortunate in be- 
ing able to bring to his new company 
the experience of eight years in the 
local field, where he is not only thor- 
oughly familiar with trade conditions, 
but has established a host of friends 
through business contact, and the 
considerable public spirited work with 
which he was identified, and to which 
he has given his time and energy. 





Sidney Greenfield 














Where Good Jaste 


Predominates 





HERE is no clash of gleaming metal 
or atmosphere of cheapness to 
mar the beauty of the most ex- 

quisite decorations. 

Instead, a feeling of pride and content- 
ment is derived from the perfect appearance 
and action of Connecticut toggle switches 
and unit receptacles. 

The rich, egg-shell finished plates of 
genuine Brown Bakelite and the positive, 
“dead-front” construction are the out- 
standing features of “Connecticut-Bakelite 
Devices.” 


Selected for homes of character and refinement 


“WHERE GOOD TASTE PREDOMINATES” 


THE CONNECTICUT ELECTRIC MFG. CO. 
© © 


MAIN OFFICE AND FACTORY: BRIDGEPORT, CONN. 


New York 


Chicago 


CONNECTICUT “A-1” DEVICES 




















Unit Receptacle 


Toggle Switch and Plate 
with Luminous Button 


San Francisco 
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OLD WEATHER IS HERE — people have closed their 
& doors and windows — now’s when they need ventilation 

the most. Every store, office, restaurant, factory, home 
and public building is a ‘‘red hot’’ prospect: Get busy—teature 
ILG Ventilating Fans—display them, push them and don’t for- 
get that the ILG Portable Ventilator isan ideal Christmas present 
for the whole family. Order now forthe big winter business 
that is just around the corner. 


Ilg Electric Ventilating Company 
2854 North Crawford Avenue tet Chicago, Illinois 














O 


For Offices, 

Stores, Factories, 
Public Buildings. Theatres 
Restaurants, Houses, Etc. 
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American Electric Sales 
Meeting 

The American Electric Co., St. 
Joseph, Mo., held a sales conference 
October 29 to November 1, which 
demonstrated the strength of the 
organization and the progress made. 
This company has been in business 30 
vears, covering all of Kansas, northern 
Missouri, southern Iowa, southern 
Nebraska and northern Oklahoma. 
The major lines are G. E., Hotpoint, 
Wagner motors, Emerson fans, San- 


gamo meters, Moloney transformers, 
Maytag and 


Edison Mazda lamps, 
Woodrow washers. 

The officials of the company 
I.. E. Reid, president; E. L. Platt, 
secretary-treasurer; C. I. Echols, sales 
manager, and J. R. Steele, purchasing 
agent. This company has an enviable 
reputation with the trade it serves 
and stands high with the manufac- 
turers. 

One of the photographs reproduced 
here shows the American forces in 
attendance at the conference. Unfor- 
tunately the names can not be given 
in order but some of those who will be 
recognized are: L. E. Reid, president ; 
C. I. Echols, sales manager; J. R. 
Steele, purchasing agent; H. M. Wil- 
liams, manager fixture department; S. 
W. Beale, manager credit department; 
Arlie Snyder, Oscar Vey, J. W. 
Blough, C. R. Creekmore, Oscar 
Shaefer, S. B. Wilhoite, Jr., F. J. Wil- 
liams, E. H. Baber, Percy Briggs, W. 
W. Dearth, Paul F. Dwinnell, F. B. 
Eckles, W. D. Harold, Robt. H. 
Shumate and Harry White. The 
other photograph shows Harry White, 
lamp specialist, addressing the men on 
the subject of putting over lamp con- 
tracts, Mr. White was formerly with 


are: 











Harry White Tells ’em How to Sell More Lamp Contracts. 


the Crescent Electric Co., Dubuque. 
la., on Westinghouse lamps. Last 
year, with a Kansas City jobber, he 
was one of the winners in the On-to- 
Nela contest. 

Mr. Reid and Mr. Echols had been 
considering a long while the advisa- 
When 
sold on the idea they wisely decided 
to give it the acid test. Mr. White 


was sent into the poorest lamp terri 


bility of a special lamp man. 


tory on the supposition that success 
there would prove the value of the 
specialist and in addition fill the sales 
force with enthusiasm on lamps. 

Mr. White 


brought in 21 lamp contracts, from 


in two week's time 


Representatives at Sales Meeting of American Electric Co., of St. Joseph, Mo. 


$1200 down. 
the expense of the specialist, but re 


This not only justified 


paid the courage of the officials in 
picking the hard ground for the first 
seed. There was a lesson for all in 
this trial and Mr. White pays a glow- 
ing tribute to the way in which the 
buckled to the task 
of increasing the company’s business. 
* * * 
Avery & Loeb News 

A. E. Loeb, vice-president of the 
Avery & Loeb Electric Co., Colum- 
bus, O., was elected treasurer of the 
local Home Lighting campaign. 

The added C. 


Campbell to the store forces. 


entire force has 


company has S. 
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Congratulations in Order for 
Laird 

Everybody at the jobbers’ conven- 
tion in Cleveland was congratulating 
R. M. Laird of Minneapolis, upon his 
marriage, which took place Novem- 
Mrs. Laird Eleanor 
Barbara Johnson. She is also, by 
the way, from and of the electrical 
industry, having been private secre- 
tary to Mr. Demain of the Northern 
States Power Co. of Minneapolis, one 
of the Doherty companies. The happy 
on their honeymoon, hav- 
New York, Philadelphia, 


and other eastern points. 


ber 1. was 


couple were 
ing been to 
Washington 

-  ae 


Kansas City Jobber’s Healthy 
Growth 


The Missouri Valley Electric Co., 
Kansas City, Mo., has for some time 
occupied a much larger building at 
1426 Walnut street. The growth of 
the company was briefly outlined in a 
previous issue, but the accompanying 
photographs portray more graphically 
the casting of the old shells one after 
another. 

The first set of photographs shows 
the progress of the company as to 
quarters from 1912 to 1917. In 1912 
the firm was founded by H. A. Esler 
at Independence, Mo. The first home, 
now occupied by a hardware dealer, 
boasted all of 350 sq. ft. 
boosted in 1914 to 2450 sq. ft. 

In 1917 the business moved to Kan 


This was 


sas City, taking possession of a more 
spacious structure of some 10.000 sq. 
ft. This home did rather well until 
September of this when the 
young giant again became cramped 
for room the modern 
building shown in the separate photo- 
Here the impressive total of 


year, 


and moved to 
graph. 
floor space is 16,500 sq. ft., and now 
everyone is wondering when Missouri 
Valley will push out again and in 
what direction. 

A special conduit loading dock in 


corporated in this building is de 
scribed under “Purchases and 


Stocks.”’ 


The Daddy of ©. >em All 

On May 19, 1863, while the Federal 
Army was putting logs on the track 
and blowing up roads to stop Robert 
E. Lee’s northward journey, a young 
New Englander came into the world 
at Salem, Mass. After yelling his 
head off because he was too young to 
fight he quieted down and decided that 
the electrical business was more fun 
Of course he did not men- 
yas grown, 


anyhow. 
tion it to a soul until he 
but his mind was made up just the 
same, 

The name of this welcome addition 
to the ranks of the electrical industry 
is W. A. Peterson, who entered the 
employ of the Pettingell-Andrews Co., 
Boston, Mass., in 1893, at the age of 
In 1924 he stands 
accused, 31 
years of faithful service with the same 
firm in the same position. If, as they 
say up there, “the proof of the pud- 
ding is in the eating,” then he must 


30, as a salesman. 


tried and convicted of 


be an exceptional man to hit the ball 
continuously for almost a third of a 
century. 

Mr. of Pet- 
tingell-Andrews salesmen and_prob- 
ably the oldest jobber’s salesman, in 
point of service, in the industry. He 
is a typical Yankee with all the lov- 


Peterson is the dean 


able mannerisms that have endured 
since the time of the Pilgrims. He is 
a “mixer” in the true sense of the 


word, that is, people like him instinc- 


tively and he is at home in all kinds 
of gatherings, business or social. 
When he began his career a jobber’s 
stock consisted mostly of wire, porce- 
lain, snap-switches, rosettes, outside 
Most of the sales 


were made to light and power com 


line material, ete. 
panies. The electrical business being 
comparatively young then, things were 
on a more personal basis. Conse- 
quently Mr. Peterson was not only a 
friend to his cus- 


salesman, but a 








W. A. Peterson 


tomers, often being invited to their 
homes. 

His hobby is astrology. . He is him 
self a good subject for this interesting 
study, having been born under the 
sign T'aurus, the Bull. The very good 
likeness of him, shown here, furnishes 
almost as good a medium for character 
study as his horoscope. 

* * * 
Electragists Get Second Mem- 
ber on Committee 

The Association of Electragists, at 
the request of the National Fire Pro- 
tection Association, has appointed an 
Electrical 
Committee which has charge of all 


additional member on the 


Code revision. 

The new member is Allan Cogges 
hall, first vice-president of Hatzel & 
Buehler, Inc., New York, N. Y. He 
will be associated on this committee 
with A. Penn Denton, senior member 
from the Association of Electragists. 

Mr. Coggeshall is an electrical engi- 
neer and contractor of many years ex- 
perience. For some time he has been 
associated with “The Electragist’’ as 
advisory editor on construction prac- 
tice. 





Three For- 
mer Homes of 
Missouri Valley 
Electric Co. 
Right: Present 
Modern Building. 


Left: 
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IF IT’S MORE THAN 
PARANITE CODE REQUIRES 
IT’S RIGHT fl 
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SATISFACTION 
with 
PARANITE 


‘Satisfaction with this cord’ —appliance salesmen speak this truth 


when selling PARANITE equipped appliances. 


They know that twisting, knotting and strains of all kinds form a part 
of the life of an appliance cord. Experience has taught them that 
PARANITE appliance cords are built especially for this type of service. 


PARANITE appliance cords are extra flexible and unusually durable. 


PARANITE vacuum cleaner cord No. 18 has a conductor of 41 
strands of No. 34 gauge copper, giving it extreme flexibility. Ordinary 
cord has but 16 strands of No. 30. Truly, PARANITE is “more 


than code requires. 


Every electrical appliance should be equipped with PARANITE. 


There's satisfaction in every foot. 


INDIANA RUBBER & INSULATED WIRE CO. 


JONESBORO, INDIANA 
CHICAGO NEW YORK ~~ 


811 MARQUETTE BLDC. THE THOMAS & BETTS CO. 
63 Vescy St... ~:>. 
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How Getke Gets Dealers In 


Edmund W. Getke, president of 
the 
Co., Chicago, IIll., recently put over 
another of his ideas of co-operation 


Metropolitan Electrical Supply 


with his dealers in preparing for big 
fall and holiday appliance business. 

On October 18 he mailed to 1150 
dealers a letter announcing “‘Metro- 
politan Hot Point Week,” October 20 
to 25 inclusive, inviting the trade to 
attend and enumerating the special 
features of the exhibit. First, there 
was an elaborate display of the entire 
line, (see photograph) including 11 
new devices. To assist the Metropo- 
litan salesmen in discussing and ex- 
plaining the line Lawrence M. Kean, 
of the Edison Electric Appliance Co., 
was in constant attendance during the 
week. 

Mr. Getke also pointed out in his 
announcement the opportunity for the 


dealers to select and order their 
Christmas window display material 
and miscellaneous sales helps. They 


were later verbally invited to describe 
and discuss their windows as to size 
and receive valuable suggestions for 
striking displays. ‘They were thus 
enabled to consider and decide on a 
lot of these features at the exhibit 
unhindered by pressure of business 


and with samples of everything be- 


fore their eyts. 
Waffles, coffee and cigars were on 


the but while the smokes 
went big, it was stated that interest 
in the merchandise promoted so much 
conversation there was not much time 
for the cooking or eating feature. 

The objectives of the campaign 
were all attained. The merchandise, 
new items and old, was fully covered. 
Each customer left with a definite 
knowledge of the “complete merchan- 
dising assistance” offered, and how to 
cash in on it. Sociability was intro- 
duced to just the proper degree, mak- 
ing the affair something more than an 
exhibit without sidetracking the busi- 
ness features. 

Mr. Getke is an able exponent of 
the art of making the most of limited 
space and facilities. At that he has 
been forced to move his general of- 
fices upward taking in the second 
floor at 180 W. Lake street. His es- 
exceptionally _ lively 
and perpetually busy. His appliance 
business is large but other depart- 
ments receive the same special cam- 


program, 


tablishment is 


paign assistance. 
* * * 
Sell More Heaters 

Every electrical appliance when 
first placed on the market meets a 
great amount of resistance. The 
public is slow to adopt something 
new. After several years of gradual 
increase in popularity, the electric 
heater today is one of the appliances 





Metropolitan’s Hotpoint Display. 





which needs but little sales argu- 
ment. The price of coal is still high. 
People put off starting their furnaces 
until the weather makes it absolutely 
necessary. Chilly mornings and cool 
nights are made bearable by the use 
of an electric heater. If every dealer 
lets his customers know that he is 
selling a_ reliable electric heater, 
he will have no trouble in moving a 
surprising number of them.—O. Fred 


Rost. 
* * x 


Interesting Dealers in Electric 
Refrigeration 
By Lloyd A. Pixley 

Erner & Hopkins Co., Columbus, O. 

Naturally, when a jobber stocks 
and sells electric refrigerating units, 
the first and most important problem 
is the dealer as an outlet. We sell 
“Kelyinators” and although the aver- 
age dealer is not yet showing as de- 
cided an interest as he should, there 
are many reasons for this. The situa- 
tion is working out satisfactorily as 
a result of work with the contractor 
and his men. Right here I should 
state that the biggest help the jobber 
can extend to his dealers is to sell the 
latter’s salesmen the complete idea 
and help train them to sell this line 
intelligently and effectively. 

Some of the better established deal- 
ers get their own prospects, sell the 
and install them. Some- 
times we are called in to close a tough 
We advertise for the dealer as 
much as possible because this class of 


machines 
deal. 


material is still more or less a mys- 
tery to consumers and must be kept 
before them constantly. 

Advertising on our part is of course 
backed by national advertising by the 
factory. This advertising and the 
maintenance of a district sales man- 
ager constitute the only assistance we 
receive from the makers. 

The greatest obstacle to overcome 
in the sale of electric refrigeration is 
the initial cost. This is overcome by 
selling it on the basis of convenience, 
freedom from trouble, cleanliness, 
etc., instead of economy. The pic- 
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THE 
SEASON’S 
GREETINGS 


{As we trace the record of the clos- 
ing year there comes the grateful 
recollection of the Good Will which 
you have manifested towards us. 


{We deeply cherish our associations 
and the friendships into which they 
have ripened. 


May your Christmas be merry, and 
the New Year hold for you a rich 
abundance of happiness and pros- 
perity. 


Lawrence J. Efferth 


Director of Sales 


me Liberty 


Gauge and Instrument Co. 
(World’s Largest Exclusive Makers of Electrical Hot Plates) 


Cleveland, O. 
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Our Fans are as reliable as 
our Motors. This is your 
guarantee of Quality. 





Wait For January Announcement 


We are ready to announce our Better Merchandising Plan. Backed by 
15 years of Selling and Manufacturing Experience. Write for this 
Plan today. 





10-in. es A.C. . 
1-Speed 

10-in. Oscillating Universal Smaller Stocks 
3-Speed 


14-in. Oscillating A.C. 3-Speed Larger P rofits 
14-in. Oscillating D.C. 3-Speed 








GALVIN ELECTRIC MANUFACTURING CO. 
3320 So. Broadway, St. Louis, Mo. 





Export Department: 149 Broadway, New York, N. Y. 











A stunt so good it was written up in 


| the local papers was staged by H. D. 


Kulow, (left) counter salesman for the 
Langdon & Hughes Electric Co., Syracuse, 
N. Y. His friend, V. A. Rickard (right) 
is an air pilot and the two went on a va- 
cation flying trip in northern New York. 
First they placed a sign on the plane as 
shown, then visited electrical dealers in 
various towns taking a large quantity of 
manufacturers circulars with them. After 
having each dealer stamp his name and 
address on a quantity of circulars, they 
set sail in the plane and dropped the 
literature over the various towns. Clever 
stuff. 








| ture to be painted for the prospect is 


one of permanent benefit to be de- 
rived. 

We have found the dealer with a 
good display floor and an efficient or- 
ganization of sales people to be the 
best outlet for Kelvinators. 

Time payment sales of this line 
have been very successful so far, al- 
though we have had our hands full 
supplying cash buyers. The install- 


| ment plan is very effective in over- 


coming the initial cost sales resistance 
mentioned above. 

We believe there is almost as pro- 
nounced a future for electric refrig 
eration as for radio, It is taking its 
turn as other electric innovations have 
done and when it reaches a certain 
point it will sweep the country. Al 
ready it is fast becoming standard 
equipment in apartment houses, while 
many builders are selling the idea. 
New homes and apartments are, of 


course, better prospects than old ones. 
* # % 


Chicago Jobber Breaks Record 

The Illinois Electric Co., Chicago, 
Ill., announces that its November vol- 
ume of business surpassed all previous 
records. 

R. H. Howig, who formerly trav- 
eled Wisconsin for the company, has 
been appointed radio specialist for the 
city of Chicago and the state of IIli- 
nois. 
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Put this one thought up to the retailers you call on 
and you can double your sales between now and the 
middle of December:— 


“Mr. (Retailer )—What other article in your stock has such a big field 
for Christmas sales as the Clamp-o-Set? 


“You can see that it is something everybody would welcome as a gift— 
man, wcman or child. You can realize that its low price puts it within _ y 
the reach of everyone who has gifts to buy. You know that its beauty 
and unusual value will attract more buying attention to your windows 
than any gift suggestion you could feature. The ‘ox it comes in is 
ready for mailing it without further wrapping. 


“And everyone sold makes you a full profit. 


‘“‘NORAL: Don’t underestimate what you can sell between now and 
Christmas. Give me your order now (Mr. Retailer) to make sure of 
delivery for sales in the last two weeks’ Christmas rush.” 


Bussmann Mfg. Co., St. Louis, Mo. 
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Clamp-o-Set 
The Handiest Light in the World 
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This is Going to Be Hard on 
Golf Widows 


As a new field where the jobber’s 
salesman can sell large, profitable in- 
stallations, golf courses bid fair to 
yield startling results. There is 
hardly a player who has not given a 
thought to this subject or suggested 
that golf course lighting be given a 
trial. Live salesmen are already arm- 
ing data on the 
proper equipment and going after the 


themselves with 
country clubs. 
the 
business man can enjoy his game of 
golf without neglecting the office was 
solved recently for guests of the I]- 
luminating Engineering Society con- 
vention at Briarcliff Lodge, Briar- 
cliff Manor, N. Y. Twenty X-Ray 
floodlight projectors, each equipped 
with a 1,000 watt Westinghouse lamp 
lighted the fairways and the air for 
a distance of 246 yards from the first 
tee to the green. 
course lighted that balls driven from 
the tee were visible during their en- 
tire flight, and could be plainly seen 
whether in the air, on the fairway or 
on the green. It was found that the 
artificial lighting served quite 
well as natural daylight for playing 
golf and that no difficulty was expe- 
rienced in detecting the ball any- 
where within the lighted area. 

“The tests proved that the light- 
ing of golf courses for night playing 


This problem of how busy 


as 


{ 





So clearly was the 


is entirely practical,’ states S. G. 
Hibben, illuminating expert of the 
Westinghouse Lamp Co. “The lights 
are so installed that they do not in 
the least interfere with the daytime 
golf games, as they are placed on 
telephone poles and trees. The cost 
of such an installation is insignifi- 
cant, particularly on golf courses 
where a large number of people play, 
as the playing revenues will more 
than compensate the club for the ex- 
pense. This innovation promises to 
revolutionize golf, since people who 
cannot play during the day can now 
do so at night. The amateur who is 
anxious to perfect his game can prac- 
tice driving or putting at night, with- 
out neglecting his business. No more 
will it be necessary to break up a 
game because darkness settles, as by 
the electric light method, daylight 
can be prolonged and the game 
brought to a successful finish at the 
eighteenth hole.” 

It is estimated that a 
could be illuminated four 
hours a night for a total cost of ap- 
proximately 50 dollars per night, fig- 


nine-hole 
course 


uring the course to be about 2,400 
yards in length. 
trivial charge for a golf club that is 


This is really a 
fairly popular. The lighting intens- 
ity required is about that of a well 
Part of the 
light is directed down on the greens 


lighted store window. 


and fairways and part in the air, so 









that the course of the ball can be 


followed at all times. On page 19 of 
this issue, in the Pictorial Review 
section, Gene Sarazen is shown about 
to drive off by artificial light. 

Side by side with the above illumi- 
nation demand is the need for inten- 
sive light application in preparing 
greens for early use. The accom- 
panying photograph shows players 
using a green in daytime with the 
lights swung out of the way in the 
background. The reflectors do not 
show as clearly as desired. In the 
Pictorial Review section of this issue 
is a better picture showing the lights 
hard at work. These photographs 
were taken at the Bradley Beach 
Golf Club, Bradley Beach, N. J. 

In order to perfect the turf on the 
greens in one-fourth of the usual 
time, this club uses electric lights to 
grow grass. Twenty-four reflectors, 
each containing a 1,000-watt lamp 
were installed over the practice green. 
The green was seeded by Peter 
Henderson & Co. with “creeping 
bent,” the best but most difficult golf 
grass to grow in this country be- 
cause of its slow growth and our 
short season. Two 
months after the seed was put in, 


comparatively 


the green was ready for use, thus 
saving six or seven months of the 
ordinary growing time required, and 
securing a more perfect turf than 
could otherwise be obtained. 


Lights Used to Hasten Growth of Grass on Greens at the Bradley Beach Golf Club. 
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everywhere by the Benjamin Electric Mfg. Co. 








Chicago, December, 1924 







ublished in the interest of a more complete fellowship with Jobbers’ Salesmen 





























A Holiday Message to You 


For more than a score of years the Benjamin Electric Mfg. 
Co. has served the Electrical Industry of this country. In 
all those years the company has never swerved from the 
policy on which it is founded. 


Merchandise of Highest Quality and Greatest 
Utility. 

Distribution of electrical goods through the 
Electrical Supply Jobbers. 

Real Service to distributors and their cus- 
tomers. 


Prices which are always fair. 


A constant Loyal co-operation with the entire 
industry in building for bigger and better 
things. 


World wide distribution is proof of the acceptance of Ben- 
jamin Products and the friendships which have grown out 
of the knowledge that the Benjamin Organization may al- 
ways be depended upon. For all of this we owe much to 
the distributors’ salesmen. 3 


I wish that I might personally know everyone of you men 
who are carrying the name of Benjamin to every corner 
of this country in order that I might tell you how much 
the Benjamin Company appreciates the splendid co-opera- 
tion you have always given us and to wish for each of you 
a happy, wonderful Christmas and a New Year of ever- 
growing success and prosperity. 
W. D. Steele, 


Vice-President, 
In Charge of Sales. 
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The Benjamin Reflector 


BRINGING HOME THE BACON 


Little Stories of Sales Stunts Successfully Used by 
Jobbers’ Salesmen 


STARTED A NICE LAMP 
SALE 


Having called on a certain con- 
tractor-dealer for some time without 
getting an order of any size I began 
to watch for a chance to do him a 
good turn that would move me to the 
inner circle of his suppliers—a very 
desirable position. At last while call- 
ing on him I learned he really needed 
a quantity of Benco sockets. Although 
he did not say so I was convinced he 
was saving the order for someone else. 

Seeking a way to help him move 
some stock I hit on the famous White 
Mazda to which he was not paying 
much sales attention. I suggested a 
sign we had once used ourselves, fea- 
turing the new lamp as compared to 
the old carbon, tungsten and tantalum. 
We made this sign the center of a win- 
dow display and the whole thing 
pulled so strong my customer sold 
»ver a hundred lamps in two days. 
The order for Bencos—given to me 
was the first of a long string of “re- 
peats”. 

W. C. Morrell, 


Graham-Reynolds Electric Co., 
Los Angeles, Calif. 
ie | 
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There will be more than 2500 Benjamin 
Window Trims used during November and 
December. One dealer says that as a result 
of using Benjamin Dealer Helps they have 


“Purchased more than $200.00 worth 
of Two-Way Plugs in two months.’’ 


Benjamin Two-Way Plugs and Dealer helps 
are profit makers ALL the time. 


+ > > 


FOUND HIM SOME SALESMEN 


It is generally good policy when 
seeking to start a customer off on a 
specialty to prime him with some real 
assistance that will bring him extra 
business. That was my thought as I 
worked on a good prospect for “Cle 
Ra-Tone” Radio sockets. I wanted to 
have him well on my side before ! 
started the fireworks. He was doing 
a nice appliance business but wasn't 
satisfied—in fact he was crabbing a 
bit. 

[ put up to him the idea of enlist- 
ing a crowd of schoolboy radio fans 


as appliance salesmen on commission 


and paying them in radio material in- 
stead of cash. As the only risk he had 
to take was the advertisement in his 
local paper, he took to the idea more 
readily than I had expected. A great 
deal depended on the selection of the 
boys. Preference was given to those 
wanting radio material but who did 
not feel justified in spending the 
money if they had it, or asking their 
parents for it if they lacked it. 

The lads worked so hard and sold 
so many appliances I had no trouble 
in getting the right kind of an order 
for the Cle-Ra-Tone sockets along with 
the dealer’s other requirements. 

Wm. J. Gaffney, 


Wetmore-Savage Co., 
Boston, Mass. 
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B. G. Kodibanoff, Sales Manager of the 
Benjamin Eastern Sales Department, was at 
the Home Office November 17 and 18 for a 
Sales Conference. 


BROUGHT THE MOUNTAIN 
TO MOHAMMED 


Many contractors really go out aiter 
work in a progressive manner but run 
into a series of tough breaks. This 
makes them discouraged and unwilling 
to take on good lines, in fact they 
con't want to talk orders at all. Call- 





ing On one of my good customers once 
I found he was in the middle of one 
of those slumps. As I listened to his 
complaint I noticed he had been study- 
ing the Ben-ox line, as the circular 
was lying on his desk. 

I managed to get him on that sub- 
ject and found him very much in- 
terested but not inclined to even 
Without 
saying anything about an order for Ben- 


mention buying the units. 


ox, I proposed to help him get some 
wiring prospects that would be real 
prospects. He was skeptical but at- 
tentive and hinted broadly that if | 
made good I would not be sorry. 
After a whole evening spent in spot- 
ting poorly lighted stores, porch light 
prospects, ete., I explained just how | 
had gotten them and helped him de- 
sign an advance card advising pros- 
pects of an intended visit. Whenever 
possible he aimed to see the man and 
wife together in the evening. He 
called me up a few days later and said 
to drop around. As soon as I learned 
from him that the plan had worked, | 
got on Ben-ox and_ several other 
things, securing both present and fu- 


F. E. Murray, 


ture business. 


Commercial Electric Supply Co., 
St. Lou's, Mo. 











M.F.Steel, Benjamin’s Peppy Pacific Coast 
Manager, was in Chicago and Cleveland the 
week of November 16-22. 


Carlton Ostrom, Benjamin Representative 
in Pittsburgh, recently landed an order for 
over 1400—14-18 inch refiectors. What 
price quality? 








cepted for publication. 


Address all stories to 








Here’s $5.00 for You! 


The ‘Benjamin Reflector” will pay $5.00 in cash each 
month to the Jobbers’ Salesman who sends us the most inter- 
esting story of his selling experience during the month. 

And $1.00 each will be paid for every story which is ac- 


You can tell of some selling experience of your own where 
you were called upon to use tact, think straight and act quickly 
to get your prospect’s name on the dotted line, or you may 
tell cf some selling stunt put on by your customers which 
helped to sell Benjamin goods. 

The story must not exceed 200 words in length and must 
be signed with your name and company. 


The Editcr, The “Benjamin Reflector’ 
120 South Sangamon Street, 
Chicago, Il. 
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4 NEWS FROM THE Electrical Supply Co., St. Louis, Mo., 
: is an authority on apparatus. The 
: company does a tremendous motor 
é / > 
¢ BIG LEAGUERS Men You business and has exceptional facilit’es. 
‘ * * 

[he radio appliance and lamp de- Ought to Know The Rumsey Electric Co., Philadel 

partments of the Alexander & Laven- phia, Pa., has promoted B. S. Bristow 
Peace es Se hewn. 
son Electrical Supply Co., wa Fran to travel the southern New Jersey tet 
cisco, California, have igs by ritory. His promotion came as a re- 
2c z 4 4 anlo . : 
recent additions. Lloyd R. Hanlon is ward for the specially good work in 
> ws radi cialist; Chas. G. 
: the new radio speci alist; Chas. G the Rumsey store. 
. Hearley will sell appliances and R. mg as 
Travers will concentrate on lamps. . 

: i J. Eichmarn has been promoted to 

i G O. Rolf S Listenwalter & manage the radio department of Mc 
bd 1€0. 5 oite oOo iste c © w “ . ag a 2 

¥ CG 4 \ | Californi a Carthy Bros. & Ford, Buffalo, N. Y. 
PS sugh, Los Angeles, California, wo 
el sough, Los 8 , * * * 

: a prize for selling 72 Royal cleaners 

2 nip rey ae A very interesting baseball game 

rs ) ays. vigas : 

i aa was staged during the recent meeting 
& Pe ' : , of Electragists at West Baden, Ind. 

, The radio department of the Gra- se é _In 
i ham-Reynolds Electric Co Los Che opposing teams consisted of job 

i: ; OR ae ae : bers and manufacturers one side 
Angeles, California, recently installed, " es aie nt jae : ~ 

x nye of , my and contractors on the other. he 

2 is in charge of C. W. Arthur. C. B. HARLOW ; : 

: * * # Sales Mgr. Central Department final score Was 16 to 10. 

a ; f ; * * 

% Warner Sayers, secretary of the F. ; ; ti ; : ; 

i ae _ : hia: ; Everybody in the electrical indus- Store Manager W. D. Jackson ot 
3 D. Lawrence Electric Co., Cincinnati, try knows C. B. He's generally : hale ER. Si age 

& Ohio. is holding his nin the maze described as a cross between a bolt the Milnor Electric Co., Cincinnati, 

= 10, 18S holding his own 1n € aze of lightning and a stick of dynamite hie finn horn pe ee iia 

a of activities heaped on him. One of and his big hobby in business is ’ — = putting imto eltect 

a x Q : 5 * helping the Jobbers’ Salesmen put some very interesting and yrogressive 
$ his latest jobs is chairman of the over Benjamin. Out of business his hy Se ee wails = 

5 speakers committee in the Home idea of a good time is trying to play ideas of advertising wiring devices and 

ES oer 3 Cc am golf. specialties to the trade 

E Aghting a eri . C. B. has been with the Benjamin * * * 

iy . Company for ten years and has 

¥ J. M. Perlewitz is settling down in been manager of the Central Sales The Tel-Electric C H i 

31 aia . Department over six years - arene as PR, AEs, 

& a pond ati ae sane ee ety If you don’t know him you should. has added George L. Freeman to the 

¢ the Western Electric branch at Salt He’s a real sales manager, and you sales force. # @& @ 

3 Lake City, Utah He has been with should hear him broadcast. There’s 

4 + ve ae no limit to his range. S. R. Yundt now heads the city sales 

Bi qe nouse since JOS. . - . . , 

7 ree a department of the Electric Appliance 
a J. B. Trescott of the Commercial Co., New Orleans, La. 

c ——— —— — ————— 
rs 





WHO USES BENJAMIN REFLECTORS, ANY WAY? 


Well, here’s a fine example of Ben- 
jamin illumination in the Auto Body 
Plant of the Ford Motor Company. 

This Plant is devoted entirely to the 
assembling and finishing of coupe and 
sedan bodies. 

It is necessary to have as nearly per- 
fect illumination as possible, so that 
any blemishes may be detected. 

Benjamin R L M Reflector Sockets, 
mounted 10 feet above the floor, 
apaced 10 feet apart, are used, sup- 
plemented by lighting from the side 
by Benjamin Elliptical Angle Reflec- 
tors, mounted on each side of the con- 
veyor system, 7 feet above floor, spaced 
4 feet apart. 
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No. 122 
Duolet 





No. 77 
Localet 


Dealers everywhere report big 
sales. The Piedmont Electric and 
Hdwe. Co., Oakland, Cal., says: 
“We have already ordered over 
$200 worth of Benjamin Two- 
Ways assorted in the last two 
months.” 








The $1000 for Windows is Going Big Along with 
Record Sales of Benjamin Two-Way Plugs. Here’s the 
December Announcemt in the Electrical Trade Papers. 























There is still another chance to cash in big on 
Christmas Sales of Benjamin Two-Way Plugs 
and other appliances and win one of the fine 
merchandising prizes in the 


Benjamin 
Two-Way Plug 
Prize Window Contest 


Every dealer is eligible. Send now for your Christmas 
Window Trim. It will help you make December 
the biggest month of the year in sales of Benjamin 
Two-Way Plugs and other appliances. 


Benjamin Electric Mfg. Co. 


120-128 So. Sangamon St., Chicago 
247 W. 17th St., New York 448 Bryant St., San Francisco 
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Makers of Things More Useful 
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Cleveland, Ohio, presents E. J. Bonswor, 
secretary and sales manager, M. C. Ripple, 
»resident and treasurer and F. J. Hopper- 
‘on, manager of the machinery department 
of Elliott Electric Co. 





The reflectors on the golf green 
were suspended from cables at a 
height of about four feet from the 
cround, and about seven feet apart, 
furnishing an even light over the 
whole area so that the grass would 
vrow evenly. The grass seed under 
the lights came up in five days while 
on the rest of the course it took two 
days longer. At the end of six 
weeks, the grass under the lights had 
reached a growth of four inches, 
while that outside the lights was only 
one inch high. It was also found 
that the grass under the lights was 
much thicker, and there were not 
nearly so many weeds on the green, 
probably because the grass was 
sturdier and heavier. 

In forcing the growth of the grass 
by artificial light, the illumination 
was kept on for five hours every 
night, allowing the rest of the night 
for rest, as plants must rest just as 
human beings do. All plants, in- 
cluding grass, assimilate and digest 
“food” from the air and earth only 
under the stimulation of light, so that 
by giving them several hours more 
“daylight” they are enabled to ob- 
tain more nourishment and _ there- 
fore grow much faster. 

As every golfer knows, the turf on 
putting greens represents a large in- 
vestment in seed, time and labor. 
The best grasses are hard to grow 
nd a period of one year is generally 
required before a newly established 
creen is ready for play. Meanwhile, 
the green produces no playing rev- 
enues and requires a great deal of 
care in order to produce a satisfac- 
ory turf. 

It is estimated that about 400 new 
rolf clubs open every year in this 
ountry, and the saving that can be 
made by applying this use of electric 
ight is tremendous. Members will 
not join a golf club and pay dues 





until the course is ready for playing, | 
so speeding up Nature in this way 

assures 
months’ additional dues and playing 
revenues, besides producing a better, 


closer turf than is otherwise possible. 
~ + © 


Checking Up Commercial 
Lighting Prospects 

For the weightier lighting problems, 
exhaustive study and tests with a 
foot-candle meter are required but for 
getting after the minor changes and 
ordinary problems the following check- 
up is valuable: 


Are there any bare lamps? 


Bare lamps are wasters of light. | 


They cause glare and eye strain and 
should not be tolerated. 
Are old-fashioned drop cords used? 
Drop cords are 
Lamp cords are liable to be caught in 
belts, gears, or entangled in shafting 
or pulleys. They have no place in a 
modern lighting system. 








the club of at least wad Li 
| 





lamp breakers. | 





Are units too far apart? 


Units placed too far apart cause | 
“spotty” lighting—bright under the | 


lamps, with dark spaces between. In 
most factories, good results can be ob- 
tained if the units are not more than 
ten feet apart, and equipped with 
suitable reflectors. 


Are clear lamps used in open shades? | 


Clear lamps should not be used with 
shades or reflectors open at the bot- 
tom. Replace with bowl-enameled 
lamps. 

Are the lamps too small? 

Are any of the lamps used for 

general overhead illumination less 





than the 200-watt size? You can fur- 
nish good lighting with smaller units, | 
but the cost for installation, reflectors, | 


ge 
lamps and current would be excessive. | 


Are there sharp black shadows? 
Your hand, held over a white piece | 
of paper on bench or machine, should | 
cast only a faint, hazy shadow. Shad- | 
ows are the cause of many accidents. | 
Is the shop gloomy and cheerless? 

The fundamental thing is to have 
plenty of light everywhere. Nothing 
contributes more to contentment and 
satisfaction of workmen than a cheer- 
ful workplace. 

Are shades and lamps dirty? 

Dirt on reflectors and lamps is re- 
sponsible for a loss of as much as 
40 per cent to 60 per cent of the light 
paid for. A regular monthly cleaning 
schedule is a most profitable bit of | 
shop systematizing. 











Steel City € 


PITTSBURGH 


ne Up 


With The 
‘Steel City Line 


S, Electric Co 









Get in the line of 
profit makers — 
line up with the 
Steel City Line 
and talk it to 
every one of your 
contractor cus- 
tomers. 









































Every Steel City 


product does a 
better job and 
costs no more 


than others. 


The newest addi- 
tions to this 
famous line of 
wiring devices are 
the “Universal” 


Conduit Coup- 
lings. 

They save your 
contractors time 


and labor on con- 
duit jobs and 
eliminate the ex- 
tra threading of 
pipe ends. The 
alignment of con- 
duit is not neces- 
sary. 


These couplings 
are made of mal- 
leable iron and 


galvanized by the 
sherardiz- 
ing Process which 
protects’ the 
threaded parts as 
well as the outside 
surface. 


“Universal” Con- 
duit Couplings are 
approved by the 
Underwriters’ 
Laboratories. 


For more sales 
and profits you 
should have our 
Catalog No. 34-F. 
Send for a copy 
and get posted. 


PENNSYLVANIA 
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Have you ever carried 
a snappy letter of intro- 
duction in your pocket 
you called on a 
prospect who was __par- 
ticularly hard to approach? 
If you have, you will recal! 
what a feeling of assurance 


S- STO. tH it 
Rit onc i 














when 


gave you. 


That same feeling of confidence 
is yours when you go out to sell 


‘UNION’ 


Renewable and 
Non-Renewable 


FUSES 


-~Because every “Union” Fuse is backed—not by 
one letter—but by thousands of letters in the form 
of clean-cut, convincing advertisements in leading 
trade and technical papers. Every one of these 
advertisements paves the way for you and makes 
selling easier. 

When you approach a retailer with the “Union” 
line you don’t have to make explanations. Our advertising 
has created a prestige for “Union” Fuses that gives you a 
ready entree. You are sure of a warm handshake and a 
courteous reception. It’s just like carrying a letter of in- 
troduction—you are properly accredited! 

You'll soon find that sales “go” much easier when you 
tie up with “Union” Fuses. And you'll also find yourself 
doing a bigger volume of business. 























A postcard brings our sales suggestions and interesting 
fuse booklet. Write for both today. 


HICAGO FUSE MFG. Co. 
MANUFACTURERS OF @ 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


LAFLIN & 15TH STREETS 


CHICAGO 


DMNA 



























Are there any dead lamps or 
empty sockets? 

The value of even the most car 
fully planned lighting system can bi 
nullified by dead lamps and empty) 
sockets. 

The defects listed above are easil; 
detected and are talking points fo: 
immediate sales. With this list in his 
pocket the jobber’s salesman can in 


| terest the buyer and lead him to mor 


exact tests if necessary. 
*# * * 


Sell Your Dealers on Store Win- 
dow “Circulation” 

E. Cantelo White in his little man 
ual on Tork time controls treats of th: 
matter of store window lighting from « 
little different angle, which gives you 
an opportunity to furnish your dealer 
with a new line of approach. 

Have the dealer request that his 
storekeeper prospect count the people 
who pass the store during five-minut: 
periods at seven, eight, nine, 10 and 11 
Add 


Assum 


o'clock on a mid-week evening. 
the total and multiply by 12. 
ing that all of the people pass twice, 
divide the total by two. 
a conservative estimate of the averag 


This will giv: 


evening window “circulation” through- 


| out the year. 











As a window display of actual goods 
has a greater value per window-shop 
per, than a page advertisement has per 
reader, multiply this number by the 
lowest page rate in any magazine or 
newspaper per copy, which is approxi- 
mately $0.003. The result will indi- 
cate what the storekeeper can profit 
ably afford to spend per night on the 
lighting of each 10-foot window. 
Example: 

Number of persons passing window 


from— 
MOO RO CeOO UD MINS vsccscpsncccuniasssvaice 20 
coir |e 0 |) a | | a 35 
9:00 to 9:05 Pe OX. ceecceeecceeeseeeeeeeeee 10 
10300: to “10:06: p.m. ..:....... im - af 
BOO CORSO Dey a accceccckicceseceses 15 
Total for five 5-minute periods.......... 10 
Estimated total for five hours 
CUTS ©) ec ne ann ae ne ee ee one 1,20 
Assuming all people pass twice, di- 
WIE Wy (2) IG RWIR Sonne eccecc ec cceed 600 
Multiply by lowest page advertis- 
INS TALC DOT CODY <.cecccccenesncsecsccscesiscseed $0.003 
Budget for lighting per window per 
oS) apa cee ne oe RE eee ee eee $1.80 





If electricity costs 10 cents per kilo 
watt hour, and he burns window lights 
five hours every night, this will pay for 
the use of 36 100-watt lamps or seven 
500-watt lamps in each 10-foot win 
dow. 

One-quarter of this amount of light 
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“Here 






is being cat- To the publi 


cit says: 
Jectrical d 





THis MESSAGE 

ried into every town and city is a quality © 

by the advertising of Edison This store is headquarters 
Mazpa Lamps- The sign, for good lighting. 
designed by Maxfield Pat- or Marticulare, write Bases 
rish, is the new and peauti- Lamp orks of General 
ful emblem of the Edison Fiectric company, Harrison 

N.J. 


Mazp4A Lamp Agent. 


ee 
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ee 


Tue 
ps ADVERTISEMENT 
a uced above is one of 
a fl 
i ess Minar : 
» ‘Re 
read by en _— 





To Jobbers’ Salesmen 


ECAUSE of i i 
B sho — — advertisin 
seen se tatiet e new Edison ta pron 
cuuenen of a quality princes eee 
ies sd if you urge your vi store. Your 
: Ss seven 
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Rome Code Wire means— 


—uniformly, well tinned copper for easy soldering, 
—tough, live, free stripping rubber insulation, 


—tight, clean braid that cuts cleanly and does not 
slip, 


—a smooth wax, with no lumps, that makes fish- 
ing easy. 
A uniformly good wire 


An eighteen acre unit controlled plant 
insures uniform quality and real service 


Mills and 
ROME WIRE CO.,, grecutive Ofices: ROME, N.Y. 
Diamond Mills, BUFFALO, N. Y. 

NEW YORK BOSTON CHICAGO CLEVELAND 
50 Church St. Little Bldg. 14 E. Jackson Blvd. 1200 W. Ninth St. 
DETROIT, 25 Parsons St. 

LOS ANGELES, J. G. Pomeroy, 336 Azusa St. 























































_ing will stop as great a percentag: 


of passersby, as the percentage ot 
“readers” who read advertisements 
This means that with ordinarily gooc 
window lighting, used every night, h« 
is buying the best advertising any stor: 
can get for less than one-quarter the 
cost of other advertising. 


Then why not buy it on the basis o! 
cold calculation? Count the passers 
by. Use the actual rate he pays fo: 
electricity, and find out how much pe: 
night he can safely afford to invest 
Then make sure he invests it, and re 
member that the use of 3,000 watts in 
lighting a 10-foot window will kill al! 
window reflections by day and will 
make almost twice as many people (out 
of the same number of passersby) stoy 
to look, as the use of 900 watts. 

* * * 


Efficiency Test in Hiring 
Salesmen 

“When hiring a salesman,” says 
Colonel Cadwallader, “request thi 
applicant to remove his coat and lic 
face down on the floor. Then observ: 
whether the soles of his shoes show 
more wear than the seat of his pants 
and be guided accordingly.” 


* + 


Delinquent Accounts Increase 
Slightly 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso 
ciation by member manufacturers and 
jobbers during September, 1924, and 
October, 1924, as compared with the 
same months the previous year, to 
gether with the total amounts and 
average amounts of the delinquencies 


Branch Number of 
and Accounts Total Average 
Month Reported Amount Amoun 


Central Division 

September, 1923...760 $ 95,252.94 $125.53 
September, 1924...971 106,842.84 110.08 
October, 1928........981 117,65805 109.74 
October, 1924........ 882 95,059.06 106.78 
New York 

September, 1923....365 61,731 00 169.0) 
September, 1924....838 55,652.00 165.0 
October, 1923........ 442 77,479.00 175.0 
October, 1924........ 882 34,083.00 = 1138.0 
Philadelphia 

September, 1923....246 27,955.15 113.6 
September, 1924....248 28.28173 116.15 
October, 1928........ 326 82,547.98 99.8 
October, 1924........ 217 23,777.28 109.5 
New England 

September, 1923.... 56 8,156.49 145.6 
September, 1924.... 62 6,385.51  102.8° 
October, 1923........ 51 8,808 88 74.65 
October, 1924........ 14 8,788.88 135.2) 
Pacific Coast 

September, 1923.... 26 6,998.20 269.1 
September, 1924.... 25 8,187.67 125.50 
October, 1928........ 23 5,804.78 252.3 
October, 1924........ 5,578.65 128.9 
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Here’s your opportunity for profitable business. 


Fixture manufacturers and central stations are selling 
thousands of Hubbell Switch-Plugs. Point out to your 
customers how they, too, can get their share of this at- 
tractive business. 


Show them how the Hubbell Switch-Plug increases the 
desirability of Kitchen, Store and Industrial Lighting 
Units, by providing an independent switch for the light 
and an outlet for any appliances—how Hubbell Switch- 
Plugs can be easily wired to fixtures already installed 
or sold along with new ceiling lighting units. 


Sell your customers on this profit-building opportunity— 
and watch your Switch-Plug sales grow! 


HARVEY HUBBELL 


ELECTRICAL WJRING DEVICES 


BRIDGEPORT CONN, U.S.A. 


al nas 


a 




















An Outlet 
for any appliance 





A Switch 
for the light 
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Conduit Loading Platform 

The Missouri Valley Electric Co., 
Kansas City, Mo., has incorporated in 
its new building a fine arrangement 
for handling conduit, both incoming 
and outgoing. A photograph of this 
loading platform is shown below. 

Fortunately the alley in the rear 
of the building is about four feet 
above the first floor Advan- 
tage of this was taken by building a 


level. 


“dock” in the center and_ providing 
side-folding doors. When these doors 
are opened the trucks can back in on 
the dock and load or unload at will 
and with a minmum of labor. 

The handling of pipe is always an 
and special ar 


important problem 


rangement is necessary to save time 


and strength. No single system will 
suffice for all buildings, so it has be- 
a custom to study the lay-out 


and adapt the best available plan to 


come 


the special physical conditions. 

















AP Adi 


Loading 








possible delay. 


23-25 
ERIE 
STREET 








2 Sosa are no parking signs to bother you 
near our warehouse. The map shows you just 
how to reach us and you'll find us stocked with 
thousands of items to give you IMMEDIATE 
SERVICE. Our warehouse is situated in 

the wholesale district, enabling us to deliver 

to freight and express depots with least 


Geality Soca 
-MILWAUKEE 





5400 Everything Electrical. Always Dependab 

















This blotter was sent to all customers of the G-Q Electric Co., Milwaukee, Wis., to 
make easy the finding of the plant by out-of-town dealers, and as “reminder” adver- 


iisement. 





The capacity of the conduit racks 
shown here is approximately four car- 
loads. Underneath the dock are bins 
for elbows and couplings. At the 
rear of the dock, near the doors, is 
a trap-door leading to a chute which 
line material to the 


carries heavy 


basement. 


at the 


Fixture 


Jobber Sells Lighting 
Exhibit Intact 


An unusually large and 
exhibit of lighting fixtures was made 


attractive 


Electragists’ convention at 


West Baden by the Albert Wahle Co., 
New York, N. Y._ It 


Ine., was 


Dock and Conduit Racks, Missouri Valley Electric Co. 
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Tach-Lite 





Trip-Lite 

















HEMCO 
PRODUCTS 


are made to sell easily, to 
give dealers a_ satisfactory 
margin of profit, to bring 
new business and_ repeat 
orders, and to aid in build- 
ing up and maintaining good 
will. Further, the fact that 
HEMCO PRODUCTS are 
leaders in their field, out- 
selling others, means that 
you will realize greater sales 
by emphasizing these points 
to all your customers and 


prospects. 











Radio Sockets 











| 557 W. Monroe Street 


Tell your dealers to 
watch for the big 
XMAS broadside giv- 
ing free display helps 
for their XMAS win- 


dows. 


































Tee-Lite 





Heater Plug 


Health Pad 


GEORGE RICHARDS & COMPANY /ic 


Chicago Illinois 
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women cet 
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Your Keputation 


Take no chances when 
itcomestotime switches. 
Recommend the ever- 
reliable | 


HARTFORD 


Time Switches 


the leader for over twenty-five years. 


You can give your customers a Hartford in just 
the right type and capacity—one which will be abso- 
lutely the best automatic time switch for the purpose. 
No other line offers so wide a range. Furthermore, 
every sale nets you a worth while profit. 


Latest Bulletin gladly sent on request. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray St., New York, N. Y 




















opened to four glassware manufac 
turers all of whom sent samples o 
| the proper glassware to be used i 
the lighting of a home, which tied i 
with the Wahle educational progran 
When the convention was over th 
entire exhibit was sold through th 
Electric Appliance Co., Chicago, II] 
to the Calumet Electric Co. 
* * * 


J. D. Nicholson Leaves for 
Denver 

J. D. Nicholson, former manage: 
of the electrical department of th: 
Salt Lake City branch of The Min 
& Smelter Supply Co., has accepte: 
the position of assistant manager o! 
the Denver branch. He was an ac 
tive member of the Board of Trustees 
of the Rocky Mountain Electrical Co 
operative League and as such devoted 
a good deal of his time furthering th: 
interests of the electrical industry in 
this section. 

Mr. Nicholson was born in Colo 
rado Springs, Colo., and graduated 
from the grade and high schools 
there. At the age of 17 he entered 
the employ of the Penrose-McNeal! 
interests as office boy and in a ver) 
short time worked up to a responsible 
position. His desire to be in the elec- 
trical business caused him to resign 
and accept a position at the bottom of 
the ladder with The Mine & Smelter 
Supply Co. in Denver. Mr. Nichol 
son soon showed his ability and later 
became assistant to the manager of 
the electrical department. When the 
company decided to open an electrica! 
department in Salt Lake City, Mr. 
Nicholson was chosen. 

“Nick” has everyone’s best wishes 
and all trust that the coming years 
will bring him much success and pros 
perity. He won't forget Salt Lak 
City soon. Nick Jr. was born there. 








P. J. Hunter and Mrs. Shaffer of the 
Electric Sales Co., Columbus, O. Mrs. S 
has been shopping and just dropped back 
to the store to see how many four-tube 





sets P. J. had sold. 
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Designed for a three-wire 
cord—two wires connected to 
the main, the other to the 
lighting unit. To take either 
parallel or tandem caps. 


The switch buttons control 
the light. The double T slot & 
outlet offers an independent 
service for appliances. 
































No. 998 








The Arrow line of removable ring receptacles with Binding Posts, Clip Terminals, Thru 
Wire Channels, Waxing Wells, Concealed Contacts, Sealed-in Wire Leads, and either 
deep or shallow bodies offer a complete service. Built along modern lines with notch 
in lower side of porcelain. Pliers and wrenches are sold as aids for installation. 






THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RROW 


the a line = a Devices | 
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How the Jobber Can Influence the Location of 


Broadcasting Stations 


Placing Such Stations Outside the City Limits and Effect on the Radio Public 


By D.C. WALLACE 


Manager Radio Dept., Peerless Electrical Co., Minneapolis, Minn. 


ROADCASTING stations are as 

a rule put up for the purpose of 
giving the public the benefit of pro- 
grams and entertainment, and in this 
way do they hope to secure publicity 
and good will. This entertainment is 
furnished to the public gratis. 

It stands to reason that if a station 
has half of the public for it, appreciat- 
ing its concerts, and the other half 
does not appreciate what this station is 
trying to do for it, the station’s use- 
fulness is rather doubtful. In other 
words, half of the people wish it to 
broadcast, and the other half wish it 
would not broadcast 

Such a station should be located 
with the thought in mind that it is to 
serve everyone and serve everyone as 
nearly satisfactorily as is possible. 
of the 
will show that practically the only 


A careful survey situation 
reason there is any feeling against a 
local station is the feeling occasioned 
by those who wish to tune in on distant 

In other words, if the local 
could be tuned out satisfac- 
torily, they would not care whether it 
went or not. 


stations. 
station 


This of course, must ap- 





ply to every type of set in use—single 
tube sets, two-tube sets and sets em- 
ploying all of the different circuits sold 
today by the average radio jobber. The 
five-and six-tube sets on the market 
will tune out local stations easily, 
but to secure greater distribution, and 
a wider general usage of sets, every 
feature of broadcasting should be as 
nearly perfect as is possible. 

We of the fact that 
people in small outlying communities, 


are aware 
away from the large cities are able to 
tune out the the cities 
with no difficulty whatsoever, whereas 


stations in 


those in the cities, unless they have an 








D. C. Wallace 


tind 
siderable difficulty in tuning local sta- 


exceptional receiving set, con- 


tions out. Of course, on exceptionally 


good nights with exceptionally 


strong distant stations, this might not 


or 


always hold true, but generally speak- 
ing, the chief difficulty lies along these 
lines. 

The solution of the matter, there- 
fore, would be to take the local sta- 
tions and put them in the outlying 
communities, say 15 to 25 miles from 
the large cities, and then the bulk of 
the public can tune these stations in 
and out at will. In other words, it 
but 
stations and no more difficult to tune 


would be one of a multitude of 
out than stations many hundreds of 
miles away. 

The studio itself of course would be 
in the heart of the city where all of 
the This 
would make it easy for the artists, 
speakers, and entertainers to come to 


best talent is available. 


the studio. the city 


Everyone in 
would be favorably inclined toward 
the station out a little way, as a wider 
choice would be permitted. 

One thing should be borne in mind 

the station should not be so far out 
that the crystal set users in the ad 
joining city cannot tune in the sta 
tion very easily. 
5,000-watt 
being put up all over the country. 
there is no doubt at all but that the 
crystal set users will hear them 25 
the 
they now get the local station eight or 


In these days of thi 


new stations, which ar: 


miles and more with same ease 
nine miles away. 

Very often the jobber or some on 
in his organization is consulted when 
of 


Every influence should be exerted to 


stations this type are located 
see that the station is placed out far 
enough so that the general run of sets 
will not be interfered with. We al 
know the fine results to be obtained 
out in the country as compared wit! 
those in the city. The sending sct 
is no different in this regard. It 
far better out in the 
several miles from any form of ab 


sorption material, such as buildings 


works open. 


trees, wiring, and the other forms 
found in every large city. 

The carrying powers of a station 
such as this are much greater even i! 
the power is left the same. This ha- 
been proven time and again by actua 
test. 

The engineers of the General Fiec 
tric Co., have realized the importance: 
of getting away from absorption an 
have placed their latest station on: 
mile out in the country, beyond every 
thing in Schenectady’s suburbs. Whe: 
this station used its 107 meter wave it 
was England 


regularly copied in 
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— ofr Christmas 


or 19.25 











Radiola X 


Sensitive, selective, non-radiating Famous 
for its tone quality! With four Radiotrons 
WD-11 and Radiola Loudspeaker. List $191 


Radiola Regenoflex 


The Regenoflex circuit in a_ rich. cabinet 


with its own loudspeaker built in. With 

four Radiotrons WD-11. List $245 
Radiotrons: 
Radiola 
Loudspeaker 


Both are in line for heavy 
Christmas selling. In the fan 
magazines—and in newspapers 

big advertising for both of 
these will run straight up to 
Christmas—and after. 








Radiola 


REG. U.S. PAT. OFF. 














POR Christmas—two pages in the 
Post, full pages in a long list of 


important magazines big news- 
paper ads. For 1925. a great 


“carry-on” campaign. The sales im- 
petus of Christmas will swing right 
on through the New Year—capture 
the gift money purchases of January. 
Order ahead—keep your stocks in 
shape. Keep the sales mounting 


right up to Christmas——-and after! 


“There’sa RADIOLA for every purse” 


RADIO CORPORATION - 
OF AMERICA 


Dept. 5412 


SALES OFFICES: 
233 Broadway 10 So, La Salle St. 
NEW YORK CHICAGO, ILL. 


28 Geary Street, SAN FRANCISCO, CAL. 

















This 
symbol of 
quality 


is your 
protection 
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South 
countries. 


America, and other foreign 
We all know loud 
Hastings is, and that station is also 
located in the open. 

By following the plan of locating 
broadcasting stations as _ outlined 
above, broadcasting would increase in 
public favor, and in turn the broad- 
casting would better serve its com- 


how 


munity as well as the rest of the 
United States. Everyone would be 
highly pleased every time such a 


station took the air. 

The result of such a feeling is sure 
to be felt by everyone in the radio 
business. The broadcasting stations 
are only useful to the extent that 
people buy radio receiving sets. 
Every set that is sold adds to their 
listening clientele. By helping along 
the friendly feeling more sets will be 
sold, more people will be thoroughly 
pleased, and will recommend radio 
and the particular sets they have, to 
their friends. It is a great mutual 
proposition, The broadcasters and the 
radio merchandisers, while they seem 
to be working independently of each 
other, should really be working hand 
in hand. 

The live jobber will size up these 
situations as they arise in his locality 
and by the use of good judgment and 
diplomacy, do more for the ultimate 
good of the radio industry than much 
sales effort and concentrated activity 
would do later. This especially ap- 
plies to his own locality—no one else 
can do it for him, 

The formation of a local radio trade 


association, the working towards a 





A feature has been installed by the Westinghouse Station KYW of Chicago, IIl., 
whereby instructions in swimming are broadcast every morning at seven. 


All the 


strokes are explained thoroughly, and it is thought that by the time the beaches are 
opened next year, Chicago will have need of fewer life guards. Photo shows Miss Ruth 
Dace taking her pre-breakfast swimming instructions from her portable radio set.— 


Underwood §& Underwood. 





common goal by all of the jobbers to 
build a bigger and greater name for 
themselves through this trade group 
will place them high in the eyes of the 
community, and especially the radio 
As new stations are put 
in, as new questions arise, doubtless 
their influence will be felt throughout 
the district, with the resultant op- 
portunity of participating in discus- 
stations and 
rearrangements of broadcasting. These 
changes are bound to occur from time 


community. 


sions affecting new 


to time. 

In all of this activity and in all of 
the building for the future of radio it 
is well to keep foremost the thought 
that the radio business is dependent 














“Hypo,” the famous dog that belongs to Billy Ellerman, manager of the Edge- 


water Beach Hotel skating rink, Chicago, 


Ill., has turned out to be a radio bug. 


Billy says he thinks “Hypo” has located his former master, as he registers particular 
delight when he hears a certain voice—Underwood §& Underwood. 





upon the broadcasting that is going 
out. The more nearly this is going 
out to the satisfaction of everyone, 
the greater will be the acceleration of 
the radio business, at least for the 
next few years. As yet the surface 
is barely scratched, the radio business 
is yet before us. The proper placing 
of the stations will be one of the 
greatest factors to speed us on our 
way to more radio business. 
* * * 


Antennas Not a Lightning 
Menace 

Radio antennas are not to be re- 
garded as effective protection against 
lightning, according to the Bureau of 
Standards, but on the other hand, 
their limited extent prevents them 
from becoming a menace. They need 
not be considered as potential inviters 
of lightning strokes, being in a class 
with other metal objects normally 
found about buildings, such as metal 
gutters, down spouts, and wire clothes 
lines. 

As commonly installed, they are of 
relatively small size, both in extent 
and in the diameter of the wires used. 
If grounded, or provided with a light- 
ning arrester, they may effect gradual 
drainage of electricity as well as a 
lightning rod, but a direct stroke is 
likely to fuse them or tear them from 
their fastenings on account of their 
small diameter. Moreover, the 
ground lead of an antenna constitutes 
a lightning rod having a single down 
conductor, whereas good lightning rod 
practice requires at least two down 
conductors electrically parallel but 
as widely separated as possible. 
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New Radio Products, Illustrated 

















The Mohawk Electric Corp., 
Diversey at Logan boulevard, Chi- 
cago, Ill., has just placed on the 
market a radio receiving set which 
can be tuned with a single dial. 
The Mohawk set will tune in one dis- 
tant station after another with full 
loud speaker volume and without in- 
terference from local stations by 
merely turning the one dial a small 
fraction of a revolution. The Mo- 
hawk set can be operated with a 
long or short aerial, or no aerial at 
all, without making any adjustments 
and it ‘will give excellent results 
under varying conditions. This set 
uses five tubes. The circuit has 
two stages of radio frequency am- 
plification, a detector and two stages 
of audio amplification and is an im- 
proved modification of the tuned 
radio frequency principle. The ca- 
binet shown in the illustration is 
the “table” type. All connections 
are made in the rear of the cabinet 
and as a result the appearance of 
the set is still further enhanced. 








The “Storad” No. 4 chemical rec- 
tifier pictured above is made by the 
Cleveland Engineering Laboratories 
Co., 2104 Superior viaduct, Cleve- 
land, O. This charger will give sat- 
isfactory service for several hun- 
dred hours of constant charging if 
properly used as directed and the 
following precautions used: never 
allow any battery solution to get 
into the charger; do not use battery 
hydrometer syringe to add water 
when the solution evaporates, use a 
small glass or pitcher; always keep 
solution at proper level by the addi- 
tion of pure water; always remove 
the aluminum electrode from the 
charger when the current is turned 
off or the charger not in use; do 
not use a larger lamp than 100 
watts or attempt to charge more 
than 24 cells (48 volts) in series 
at one time. 








It will no longer be 
necessary to take out 
your tubes and _ hide 
them in a dresser drawer 
so that little sister can’t 
operate your set while 
you are away for the 
week-end. The Cutler- 
Hammer Mfg. Co., Mil- 
waukee, Wis., has an- 
nounced the “Radioloc,” 
a locking switch, which 
makes it possible to lock 
the set “off” when you 
leave it, protecting bat- 
teries from being run 
down and tubes burnt 
out by children, or even 
grown-ups who might ac- 
cidentally or carelessly 


snap on the sei, and forget it. The switch, installed in the “A” battery 
circuit, also provides a convenient means of interrupting reception with- 


out loss of station, the set being “o 
always “off? when the key is removed. 


n” when the key is in the slot and 


Broad contact surfaces assure 


high efficiency and freedom from noise. The “Radioloc” is easily installed, 


requiring only one hole in the panel. 
firm, insuring quiet operation. 


The switch mechanism is direct and 





The “Peerless” condenser-kit 
manufactured by the Peerless 
Radio Corp., Newton Lower Falls, 
Boston, Mass., includes 10 thor- 
oughly tested constant capacity 
low loss mica condensers. This kit 
has the following advantages: it 
enables the experimenter to de- 
termine the exact capacities which 
will function best in any new cir- 
cuit; it is compact, convenient, 
easy to handle; it is an indispen- 
sible utility for every dealer and 
service man, as well as to the 
radio experimenter, in detecting 
and locating trouble. 
































A beautiful and prac- 
tical combination of fine 
furniture and _ efficient 
radio receiver for the 
home and club is an- 
nounced by the Hartman 
Electrical Mfg. Co, 
Mansfield, O., in its 
Model 12A. This is a 
five tube set, similar to 
the Model 10, except that 
it has one additional 
stage of radio frequency 
which provides greater 
volume and range. The 
additional stage of tuned 
radio frequency also 
serves to prevent inter- 
ference from _ broadcast- 
ing stations at close 








range. 
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New Radio Products, 


Illustrated 




















































Herewith are featured three Para- 
gon receivers, namely: Type 2, 3 
and 4. Type 2 is a two-tube re- 
ceiver capable of giving loud speaker 
volume from stations within a mod- 
erate radius and head phone recep- 
tion over an almost unlimited range. 
Type 8 is an exceptionally sensi- 
tive three-tube set and has good 
loud speaker volume. Type 4 is 
a four-tube set capable of loud- 
speaker reception of practically un- 
limited range, having the new Para- 
dyne circuit. The three types have 
major dial control and come in a 
handsome mahogany cabinet. The 
manufacturer is the Adams-Morgan 
Co., Alvin place, Upper Montclair, 
N. J. 








The Bradleyleak placed on the 
market by the Allen-Bradley Co., 
Milwaukee, Wis., gives an adjusta- 
ble grid teak resistance range of 1%4 
to 10 megohms. A special Bradley- 
leak grid condenser is furnished for 
mounting on the Bradleyleak ter- 
minals. ‘The knurled composition 
knob has been reduced in size and is 
highly polished to match the finest 


sets. 





Sharper tuning and greater dis- 
tance may be obtained with the 
Bodine basket weave loop aerial. It 
is a complete radio antenna that re- 
places the outside aerial and ground. 
Some of the features of this aerial 
are: it reduces static and atmos- 
pheric disturbances to a minimum 
and gives clearer reception than 
that with an outside aerial; it elimi- 
nates the troublesome aerial, ground 
and lead-in wires; removes all dan- 
ger from lightning, and makes your 
radio set a portable unit that can 
be moved wherever you wish. It is 
manufactured by the Bodine Elec- 
tric Co., 2254 West Ohio street, 
Chicago. 








A conventional 4 in. genuine bake- 
lite dial capable of both coarse and 
extremely fine adjustment without 
the necessity of moving the hand 
from one knob to another, push- 
ing in or pulling out on the knob 
or changing the mesh of gears, is 
shown above. The coarse adjust- 
ment is obtained by turning the 
knob in the usual way. To secure 
fine tuning the knob is turned in 
the opposite direction when a re- 
ducing cam is brought into play 
considerably lowering the speed of 
the condenser shaft relative to the 
knob. The vernier movement cov- 
ers any ten degrees on the dial at 
10 to 1 ratio. The highly polished 
nickel plated pointer rides directly 
below the scale leaving dial gradua- 
tions visible at all times. Fits any 
condenser with 14 in. shaft. This 
dial is being offered by Chas. A. 
Branston, Inc., Buffalo, N. Y. 














To meet an in- 
sistent demand for 
a console type cabi- 
net, the Eagle Ra- 
dio Co., 16 Boyden 
place, Newark, 
N. J., is offering 
its “New Eagle” 
model B-S. The 
cabinet proper is 
built of selected 
mahogany or 
American walnut 
with fumeprdof 
compartments for 
battery and charg- 
er, completely 
wired with double 
throw, double pole 
switch, and is fin- 
ished in satin lac- 
quer. The double 
pole double throw 
switch is mounted 
on the back of the 
cabinet with leads 
all attached. The 
“B” batteries are 
provided for in the 
right-hand com- 


partment on the horn side. The speaker horn is scientifically designed in the 
proper size and shape and is permanently installed at the factory, thus insuring a 
good solid horn properly fastened. 
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No. 1562 M 
7% volts 














No. 1461 M 
- 6 volts 
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COLUMBIA Eveready Dry Batteries are more 
effectively advertised than any other batteries 
made today. In fact, the greatest advertising 
campaign ever conducted for any dry battery 
is that now running for Columbia Evereadys. 

As a result, the public is becoming wiser on 
batteries. More and more people are being 
led to insist on Columbia Evereadys. This 
makes it easy for dealers to sell Columbia 
Evereadys and, what is of more importance, 
it makes it easy for you to sell Columbia 
Evereadys. Dealers can’t afford to be without 
them, and you can’t afford not to push them. 





Columbia Hot Shot Batteries 
contain 4, 5 or 6 cells ina 
neat water-proof steel case. 


No. 1662 M 
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IGNITOR | 
DRY CELL 








INSPECTED 
TESTED 
RELiaBLe 











The tide is flowing 
toward Columbia Evereadys 


Today your sales-making question is not 
‘‘How’s your stock of dry batteries ?”’ but ‘‘How 
many Columbia Evereadys shall I send you?”’ 

You’re out to sell as much goods as you can 
as quickly as possible. Columbia Evereadys 
cut down dry battery selling time for you as 
well as for the dealers. No questions, explana- 
tions or special effort. You'll never miss out 
on a dry battery order when you offer Columbia 
Evereadys. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, INc. 


New York San Francisco 
Canadian National Carbon Co., Limited, Toronto, Ontario 


Columbia 


Dry Batteries 


-they last longer 








Firing blasts 
Heat regulators 
Doorbells 
Buzzers 


for—° engine 


ignition 
Tractor ignition 


Starting Fords porters 





Ringing burglar alarms 
Protecting bank vaults 
Calling Pullman 


Lighting tents and 

outbuildings 
Running toys 
Radio “A"’ 


Motor boat ignition 

Telephone and 
telegraph 

Electric clocks 
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What Does Good 





Material Mean 
To You? 





This high quality cord set is 
made of six feet of Rockbestos 
cord with a specially made 
black and gold braid. It’ has 
a Beaver Heater Plug guaran- 
teed to fit all makes of irons, 
toasters, percolators, etc. Also 
equipped with a_ two-piece 
Hubbell attachment plug. Price 
to jobbers 50 cents each in lots 
of 100; with switch plug 85 


cents each in lots of 50. 


A sample will be gladly 


sent you upon _ request. 





*‘Remco” Chill Chaser fits almost 
every make of portable electric 
“Elcalco” 
used exclusively. 
60 cents each in lots of 50. 


resistance wire 
Price to jobbers 


heater. 


Would you like a sample? 


We also manufacture a line of 
good box covers that you can buy 
at a price considerably under the 


market. 


Reben Electric Mfg. Co. 


32 UNION SQUARE 
NEW YORK, N. Y. 


Helping the Dealer Sell Radio 


By A. B. Barry 
Manager Sales Promotion, St. Paul 
Electric Co. 


As high as 90 per cent of some job- 
bers’ radio business is being done by 
mail. This is due to the fact that the 
average radio dealer is not stocking 
sets and supplies. 


The reason the dealer is not stock- 


|ing sets and supplies is the fact that 














he feeis that he is not able to antici- 
pate his customer’s wants. The dealer 
waits for his customer to come into 
the store and tell him what he wants. 
The dealer then writes the jobber ask- 
ing him to supply his customer’s 
wants. The description given by the 
dealer is at times somewhat vague, 
making it necessary to write for more 
definite information. This causes loss 
of time and money. 

Realizing this situation in develop- 
ing radio business, the St. Paul Elec- 
tric Co. has issued a radio catalog 
specially planned to help the dealer 
sell radio over the counter. The cover 
of this catalog has been attractively 
designed. It pictures the wonderful 
entertainment features that radio will 
bring to one’s home. It immediately 
creates interest in and a desire for 
radio entertainment. 


The sets and supplies are well dis- 
played in the catalog. Descriptions 
are untechnical and brief but complete 
and _ interesting. 


The list price is 





is provided with a separate discoun 
shown on all supplies and the deale 
sheet. In this way the dealer ma 
readily sell radio to his customer with 














Gr. Paut ELectrie 


NTINN 





out having a complete stock of sets 
and parts in his store. 

Sales promotional helps and selling 
ideas are furnished the dealer to aid 
him in promoting the sale of radio. 
These promotional helps consist of 
circulars, window displays, newspaper 
cuts, ete. Successful selling ideas on 
radio tried out by some merchants 
are handed on to our dealers to help 
them sell their sets. The dealer is 
also kept informed of the latest de- 
velopments in radio and any changes 
in price. 

The importance of carrying a stand- 
ard line of radio is strongly brought 
out to every dealer. By featuring a 
quality line of sets, well advertised, 
he will sell radio more quickly and 
his profits will be greater at the end 


of each radio season. 
* * * 


Peerless Issues Radio Catalog 

The Peerless Electrical Co., Min- 
neapolis, Minn., is distributing a 
handsome radio catalog for the 
season of 1924-1925. The text matter 
covers all sets and accessories handled 
by the company and the descriptions 
are unusually clear and complete. 
It also announces the “Peerless 
Broadcaster” issued monthly by the 
company to build up radio busi- 
ness in its territory. This company 
is engaged at present in an intensive 
direct mail lighting campaign on the 
products of the Ivanhoe line, including 
Trojans, Ivadines and home lighting 
glassware in general. The amount of 
business already secured insures the 
success of the campaign as a whole. 
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one 


one big 
talking point — 
control simplicity! 


NE of the greatest advancements of recent radio achievement. 
And besides this all-important feature of operation there are 
many other Thermiodyne advantages. 


No other receiver possesses sO many 
unusual selling points. No wonder it 
is the most talked about outfit today. 
Thermiodyne involves principles entire- 
ly new in radio reception — six tubes, 
3 stages of thermionic frequency, detector 
and two stages audio frequency — all 


with ONE CONTROL! 


Stations always come in at same point 
with the single control — selections are 
made according to the wavelengths as 
published in newspapers. Thermiodyne 


calibrations are in wavelengths instead 
of meaningless degrees. Affords practi- 
cally instantaneous reception. If it’s in 
the air Thermiodyne will get it regard- 
less of distance. 


Tuning in six to ten different stations 
in a minute’s time is no task, even for a 
child. You’ll surely enthuse over the 
sales possibilities of this newest exploit 
in the radio field. An unconditional 
guarantee backs up every sale. 





a 





THERMIODYNE RADIO CORPORATION - 


mn 


PLATTSBURGH, N. Y. 





rice $140 


u ithout accessories 








[ Ther -my-odyne ] 
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They are beginning to select Holiday Presents 














HESE are the magazines through 

which we're telling the story of Tungar 
reliability and simplicity to hundreds of 
thousands of interested readers. _ 





Tungar makes an ideal Christmas gift. 
Those of your dealers who “‘tie in’’ are go- 
ing to sell scores of Tungars this season. 
Stress this point to all your dealers and 
show them how to cash in on it. 


Be certain both 
your and your The Tungar advertise- 
dealers’ stocks are | ments in the following 
adequate to care | magazines will go into 


for 7 ungar de- 1,670,000 homes: 





mand. Literary Digest 
Popular Science 
Show your deal- Radio 
ers how they can Radio Broadcast 











localize Tungar QsT 
Tungar—a_ registered trade-mark—is ° : Wireless Age 
national advertise- 
found only on the genuine. Look for 
it on the nameplate. ments and make : 
their stores Tungar headquarters in their 
cities. 


MERCHANDISE 


GENERAL 


GENERAL RLGe eR tt COMPANY 
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Get them to display Tungars with the Christmas 
wreath and Santa Claus cutouts alongside—Tungars 
encircled with the attractive blue-and-orange bands—- 
in their windows, showcases and on counters. 


Have them use the ||! by 14 window cards to advan- 
tage in windows and on counters in their stores. 


Radio and automobile folders should be sent to every 
customer on their lists. Get them to hand these folders 
to their customers, to enclose them in packages and to 
keep a supply on their counters for their trade to take 
home. 


Tungar electros for newspaper advertising will be fur- 
nished to all your dealers. Their use in local newspapers 
will bring sales to them. 


Tell your trade to suggest Tungar as a Christmas gift 
for husband, father, brother or friend. 


Have every one of your dealers sell Tungars as Christ- 
mas gifts—show them why it means more profits for 
them. 


Stock your dealers with Tungars. 


DEPARTMENT 


ELECTR 


MBaenaewaut Biss BEF T., BRIDGET @ a T., 


Sg EERE, sae 


rs 3 Christmas Gifts 















The Guarantee of Excellence 


on Goods Electrical 
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Chicago’s Radio Show 
That the Third Annual Chicago 

Radio Show, November 18 to 23, reg- 

istered six days of unqualified success 


and  epoch-making accomplishment 
was due to several factors. 


Managing Director U. J. Herr- 
mann and General Manager James F. 
Kerr handled this affair as ably as 
they did the recent New York and 
previous Chicago exhibits. They seem 
to be able each time to go the last 
show at least one better, and that just 
ended was no exception. The manu- 
facturers and jobbers went the limit 
in co-operating for the benefit of visit- 
ing dealers. Chicago publications and 
civic officials assisted in the staging 
To 


round out the greatest radio show ever 


of various interesting innovations. 


held the interest shown by the record 
breaking attendance swept away all 
remaining doubt as to the future of 
radio. 


The 


against 


139,902 
for the 


total attendance 
New York’s 125,800 
same number of days. On Wednes 
November 19. Mar 


shal Buekley was forced to close the 


was 


day night, lire 
show temporarily with 20,000 people 


inside and 10,000 outside forming a 
line four deep and three blocks long. 
A general view of the crowd in the 
Coliseum is shown on page 12 of this 
As to 


5.000.000 worth of material on dis- 


issue, financial benefit, with 


play, the total business done by Chi 
tavo exhibitors was 46,500,000 


New York’s $5,000,000, and 


against 








for 


Donald Mix, radio operator Dr. 
MeMillan, the Arctic explorer, Miss Edith 
Bennett, the celebrated concert singer and 
J. Andrew White, noted sports announcer, 
with “Etookashoo,’” Mix’s Eskimo dog at 
the third annual Chicago radio show. 





in addition Chicago boasted 245 ex- 
hibitors. Among these were 20 ex- 
hibits by the most famous foreign 
radio concerns, chiefly from Europe 
and the O*ient. 

General Manager Kerr established 
a “Jobbers’ and Dealers’ Bureau,” 
employing a special staff of registra- 
tion and information experts, whose 
principal duty was to look after the 
interests of visiting wholesale buyers. 
The new department greatly expe- 
dited business between the participat- 
ing manufacturers and merchants. By 
arranging advance appointments, 
through the bureau, it was possible 
for one buyer to completely cover the 
Need- 


made a 


luge exposition in five days. 
say, the 
tremendous hit with the radio trade. 
11:00 
set aside 


less to innovation 


Two hours per day—from 
1:00 p. 
tor the exclusive transaction of busi- 


a: Mm: to m.—were 


ness between exhibitors and dealers. 
‘The exposition was not opened to the 
general public until 1:00 ». m. each 
day. In addition to making business 


appointments and furnishing  ad- 
vance information pertaining to the 
of the exhibitors 


“wants” of 


“offerings” various 
the the 
wholesalers, the ‘“Jobbers’ and Deal- 


and attending 


ers’ Bureau” also acted as a general 
information depot for all who patron- 
ized the show. Chicago hotel accom- 
modations were booked through the 
bureau. 


One of the many unusually inter- 


esting features at the show was a 
collection of the smallest workable 


radio devices in the world. Some of 
the tiny receiving sets are built on the 
lines of the old open style apparatus, 
while others are mounted on diminu- 
tive panels which are in turn fast- 
ened upon little cabinets. None weigh 
over an ounce but radio broadcasting 
can actually be received on all of 
them. In fact, workability was one 
of the requirements for admission to 
the “Miniature Model Exhibit.”” One 
receiver, for instance, about the size 
of a small marble, has a perfect little 
tuning coil, a crystal detector and two 
contact 
points on a Lilliputian panel. This 
set was built by Mrs. Edith Borne- 
mann of Bethany, Neb. Another, 
even smaller, built by T. L. Cranston 
of Toronto, has a flat wound coil and 


switches which touch minute 


is ineased in ivory. 

There was a perfect telephone re- 
ceiver built by E. Dickey of Dayton, 
O., considerably smaller than a shoe- 





Dressed in charming costumes, Mildred 
Bragdon, 5709 Irving Park boulevard, Chi- 
cago and “Pat” Morser, 1553 Oak avenue, 
Evanston, IIL, posed with the Claratone 
set which won wide popularity at Chicago’s 
third annual radio show at the Coliseum. 
The set is a product of the Equitable 
Radio Corp., Hughesville, Pa. Miss Morser 
is in the Equitable booth at the show 
while Miss Bragdon represents the = G. 
Boissonnault Co. 





button. A wonderful miniature loud 
speaker, weighing only a few pemuy- 


weights, made of solid gold. was the 


work of Ivan T. Nedland of Hills- 
Loro, N. D. Its magnets are wound 
with wire so fine that if a_ single 


strand were stretched out on a tabi: 
hardly be visible to the 

A battery cell not a half 
inch high, made by Patsy Cordi of 
Pa,. 


that can be measured by suitable in- 


it would 
naked eve. 
Derry, actually gives current 
struments. 

There were also crystal set entries 
in this unique department by Henry 
Dahl of Minneapolis, Minn.; Dr. 
Hugo S. Thompson of Springfield, 
Mass.; C. D. Pace of Detroit, Mich. ; 
A. Hauser of San Francisco, Calif.: 
and Helen Giles of East Orange, N.J. 
John W. Fuller, Jr., of Jersey City, 
N. J., exhibited a miniature telephone 
receiver, while Hermann Burgess of 
Washington, D. C., showed a receiv 
ing set mounted on a finger ring. 
I). L. Roberts of Corydon, Ia., en- 
tered a variocoupler, said to be the 
smallest device of its kind ever built, 
and J. H. Muldoon of Birchdale, 
Minn., entered a perfect honey-comb 
tuner, which scales only five penny- 
weights. 

Many special features in the way 
of entertainment were added by the 
r.anagement and by individual exhibi- 


tors. Naturally there was plenty of 
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24 HOUR SHIPMENTS 
ON ALL 





HOOSICK RADIO PARTS 





More Sales 


With HOOSICK 








No. 153 Plain 
Binding Post 










VW 


prea 


* 





ee al 


. = 


No. 400 Plain Condenser 


Hoosick Radio Parts give you more 
sales because _ their 
brings customers back for other Hoo- 
sick Parts. 


Once a Hoosick Part user—always one. 
This is true of practically every Hoo- 
sick Radio Parts user. 


When you stock this line of radio parts 
you put in one that is staple and easily 
sold. 


We give a 24 hour shipping service on 
all Hoosick Radio Parts. This may 
mean the saving of a large order. 


Let us give you the details of our job- 
ber proposition, our service and Hoo- 
sick quality. 


HOOSICK FALLS 


RADIO PARTS MFG. CO. 


INC, 


Hoosick Falls, N. Y. 


CARL A. STONE, CO., 
429 ee Exchange 


Bidg., 
318 W. Ninth St., 
Les Angeles, Calif. 


RUSSELL ELECTRIC 
SALES CO., 

305 Donavan Blidg., 
Detroit, Mich. 


E. N. HYDE ELECTRIC CO., 
1011 Chestnut St., 
Philadelphia, Pa. 


EDWARD J. BECKLEY, 
Suite 1501, 
Tribune Bidg., 

154 Nassau St., N. Y. C. 


CARL A. STONE CO.,, 
644 New Call Blidg., 
San Francisco, Calif. 


MR. C. C. PIERCE 
{f High St. 
Boston, Mass. 
GOLDFUS-LEWIS CO. 
301 Ne. Seventh St., 
Minneapolis, Minn. 
aimee & ALLEN 


27-29 No. Morgan St. 


Chicago, Ill. 
WATTEE 6. Ceneueen 
*s WOOD & LANE CoO., 
14th & Walnut St., 915 Olive St, 
Kansas City, Mo. St. Louis, Mo. 


CARL A. STONE CO., MR. 1. D. LIVINSON, 
1116 Minor Ave., 5335 Park Ave., Suite 14, 
Seattle, Wash. Montreal, Quebec, Canada 
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dependability 







No. 107 Single Panel 
Mounting Socket 


















No. 103WD-11 Socket 


No. 115 Regular 
VT Socket 





No. 104U-V 199 
Socket with Square 
se 





No. 116U-V 





199 Triple Panel Mounting 


Socket No. 404 Adaptor 





No. 152 Antenna Insulator 





No. 102 Regular VT 
Socket with Octag- 
onal Base 
















2”, 3” or 4” Bakelite or Compo- 
sition one-piece Dial with 
Brass Bushing 
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No. 104U-V 199 Socket with 4” Bakelite or Composition two-piece 





No. 401-V Vernier Condenser 


Octagonal Base Dial with Brass Bushing 





No. 154 New Type Engraved Binding Post 
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Wake it a 




















rahe comprehensive view of the whole radio industry 
#3 afforded by the recent important Radio Shows has made 
it possible for far-sighted dealers to choose their mer- 
chandise on the basis of rock bottom values. 
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The most rigorous comparisons favor Magnavox Radio all 
along the line—in the degree of interest shown by the general 
public for the Magnavox exhibits; their established faith in the 
good will and fairness of The Magnavox Company; the distinc 
tive appearance and unfailing operating excellence of every 
Magnavox product; and in the exceptional service given by 
Magnavox to every Registered Dealer. 
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At the height of the holiday season, it is the Registered 
Magnavox Dealer who is best equipped to take full advantage of 
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the enormous impetus which the radio business 
has received this year. 


A Magnavox Radio Product 
for Every Customer 





From the man who drops in to replace a burnt-out tube, to 


the one who calls to purchase a complete receiver with re- Magnavox 
E : x Reproducers forall 
producer built in, or as a separate unit, the Registered receiving sets 
e The first radio Reproducer 
Magnavox Dealer can supply practically every demand. ever made was the famous 
- “Ee 
Thanks to the favorable influence exerted by the Mag- __Thege instruments contain 


sensitivity and power 


navox National Advertising and selling policy, the individ- 


M4 - $25 
ual Registered Dealer soon finds his own merchandising nage: 


efforts multiplied in efficiency and results. Every Registered 
Magnavox dealer receives direct assistance permitting him 
to operate over an unusually large consumer territory. 





How to Become a 7 
Registered Magnavox Dealer Magnavox Tubes 


Can be substituted for or- 
dinary tubes to great advan 
tage in any receiver e $5 


Application for enrollment as a Registered Magnavox Dealer 
should be made on the regular form provided for that 
purpose by representatives of Magnavox Distributors and 





Jobbers. 

In passing upon these applications, an exceedingly high Magnavox 
standard for qualification is required by the Magnavox —— 
Company consistent with the degree of service given each quency receiver with Uni 
Registered Dealer, and the great value of the Magnavox nen 


franchise. As the number of dealers will be limited to the 
point where each dealer can be assured a large volume of 
Magnavox business, application should be made promptly. 





Magnavox dealers are among the most profitable accounts a 


’ radio salesman can have, and the value of every Magnavox Magnavox 
ie ; ; iS ; Receiving Set 

franchise is reflected in constant repeat business secured with min- TRF-50 
l l ( entical with the above 
imum time and effort. Make sure your dealers are acquainted ee ae 
M . encased in carved mahogany 
with the advantages offered by a Magnavox connection. period cabinet with built-in 
Magnavox Reproducer: 
shown large on facing page) 


THE [MAGNAVOX COMPANY 


OAKLAND, CALIFORNIA 


NEW YORK: CHICAGO: SAN FRANCISCO: 
350 West 3 Ist St. 162 N. State St. 274 Brannan St. 


Canadian Distributors: Perkins Electric Limited, Toronto, Montreal, Winnipeg 
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DAYTONIA 
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theré is more value 
in DAY-FAN Radio 


® All essential parts of DAY-FAN 
sets are made in our factory. 
These sets are not merely an as- 
sembly of parts made by others. 
All parts are designed and manu- 
factured to work in unison and 
make possible extreme accuracy. 


Q) The appearance of DAY-FAN 
sets suggests a quality entirely in 
keeping with their accuracy of 
manufacture. Made of the finest 
materials they have a finish and 
design which harmonize with the 


surroundings of the most taste- 
fully furnished homes. 


@ Their volume is such that on many 
stations it must be dampened for 


the ordinary room. 


@ Their selectivity can be varied at 
will from broad tuning to extreme 


sharpness. 


6) Manufacturing accuracy and the 
use of rivets instead of screws re- 
duce servicing to the lowest point 
yet obtained in radio manufac- 


turing. 


These are a few of the 
remarkable DA Y-FAN 
qualities. A demonstra- 
tion will add many more. 


“he DAYTON FAN & MOTOR CO. 


Manufactarers of 


“apna aout ae 
DAYTON. OHIO. 
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music, both from the air and from 
artists present at the show. Miss 
Edith Bennett, famous singer, was 
1ouch in demand during the week and 
had the honor.of opening and closing 
the show. Miss Paddy Alspaugh in- 
troduced the great auction for the 
benefit of the blind with a piano se- 
lection. Mrs. W. D. Reynolds, wife 
of “Doc’’ Reynolds, the radio pioneer 
in the Rocky Mountain region, was 
bonored by being asked to broad- 
cast some of her finest piano num- 
bers. 

MeMillan’s original Zenith set, 
used in the Arctic, was a center of 
attraction, especially when attended 
by Donald Mix, MecMillan’s operator, 
and his Eskimo dog. 

A set building contest for school- 
boys kept interest at fever heat 
among the youngsters in attendance. 
In addition to the more serious at- 
tractions comedy was _ introduced, 
guessing contests staged and souve- 
nirs were freely distributed. 

One feature that went straight to 
everyone’s heart and which received 
hearty support was the collection and 
auction sale for the benefit of the 
blind. Over $6,000 worth of radio 
material was donated by exhibitors 
to be auctioned off at the end of the 
show. However, the crush and the 
excitement was so great that the auc- 
tioneer never finished, but the sale 
was completed later. 

Visitors from far and wide voted 
the show the “greatest ever.” Wom- 
en from all vocations and walks of 
life were much in evidence and proved 
their interest during lengthy discus- 
sions. Merchants from all over the 
United States and Canada praised 
the manner in which information and 
assistance was offered by exhibitors 
and jobbers. The Middle West bene- 
fited greatly in the way of publicity 
and offers of millions in capital. 
* * * 


Stubbs Doing Fine Radio Job 

The Stubbs Electric Co., Portland, 
Ore., is more enthusiastic about radio 
than ever, particularly as concerns 
the immediate future. Two days be- 
fore the presidential election Stubbs 
enjoyed the highest radio volume in 
the history of the firm. 

The rest of the company’s business 
must be keeping step as it has added 
two counter men, two in the shipping 
department and one at the receiving 
end. 
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ell the New 
en-Bradley Line 


Your radio dealers are keenly interested in the new Allen-Bradley 
Line of Radio Devices, because they are getting daily calls for these 
nationally-advertised parts. 

















Distinctive Features 
J — Extremely compact with The demand for Allen-Bradley parts has constantly increased since the 
out loss of control. first Bradleystat was introduced, and, today, with the Bradleyleak, 


F ate agg A vgui R Bradleyohm, Bradleyometer, and Bradleyswitch, the turnover of 
panels. Table mounting i ae ; 

if desired. Allen-Bradley parts is surprising every dealer. Talk Allen-Bradley 
3—Noiseless, stepless con Radio Devices to your trade, and book a lot of easy, extra business 


trol, due to graphite discs. 


that will repeat throughout the radio season. Try it, right NOW! 


Bancley Co. 


Electric Controlling Apparatus 


—Guaranteed against 
defects in material and 
workmanship. 

5 —Sold in distinctive check- 
ered cartons by leading 


radio dealers. General Office and Factory: 492 Clinton Street Milwaukee, Wisconsin 

























These are the distinctive checkered cartons 
which identify all Allen-Bradley Radio Devices. 
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The New 
VARIOMETER 





















The outstanding features of this instrument 
are its compactness and efficiency of operation. 
It covers a range of wave lengths from 150 to 
600 meters and has a maximum to minimum 


inductance ratio of 10 to |. 






In addition to its electrical and mechanical 
advantages this instrument has a very pleas- 
ing appearance. The stator and rotor forms 
are of genuine moulded bakelite, wound with 
green silk covered wire. All metal parts are 


brass with nickel finish. 





Radio dealers and experimenters will be 
quick to recognize the points of superiority of 


this variometer. 






Place your orders now for Immediate De- 


liveries. 



























GENERAL RADIO Co 


Cambridge, Mass. 


GENERAL RADIO Co 





Cambridge.Mass 





























duced to the minimum. As the voltage 
supplied to the set by batteries or 
lighting circuit is constant, minimum 
resistance means maximum current. 
With the maximum current flowing 
through the set, you have reached the 
point of resonance—the point at which 
signals are strongest. 

Attempts have been made to elim- 
inate body capacity by various meth- 
ods, but the most effective has been 
the protection of the panel, or in 
some cases of individual parts of the 
set, with a metallic shield. The shield, 
until recently, had to be applied 
either by the user or by the dealer, 
but an “‘anti-capacity” panel of hard 
rubber* is now being made with a 
shield vulcanized in place. Shielding, 
while decreasing the effects of body 
capacity, does not detract in any way 
from the quality or volume of the 
tone. 

In order to make shielding thor- 
oughly effective, care must be used 
in making connections in the circuit. 
The grid and plate terminals are most 
sensitive to body capacity effects. 
Keep the parts of the coil or appar 
atus to which the grid or plate is con- 
nected as far as possible from the 
panel. The filament circuit must be 
properly grounded. When variable 
condensers are mounted on the panel. 
connect the rotor plates to the ground 
or filament side. There are variable 
condensers on the market with end 
rotor plates, which can therefore be 
termed self-shielding. With a series 
condenser in the antenna, the rotor 
plates should be connected to the an- 
tenna; with the condenser in the 
ground circuit, the rotor plates should 
be connected’ to the grounded side. A 
condenser across the secondary should 
have the stationary plates connected to 
the grid. 

With a variometer in the secondary 
circuit, the stator end is connected 
to the grid; in the plate circuit, the 
stator end is connected to the plate. 
Where a tickler is at the end of an 
inductance, which is the case with 
many variocouplers, the end of the 
coil farthest from the tickler end 
should be connected to the grid. 

In locating the sockets, keep the 
grid and plate terminals farthest from 
the panel, and place the filament leads 
toward it. as they are not affected 
by body capacity. It is helpful to 
shunt the phones with a fixed con- 
denser of .001 or .002 mfd. capacity, 
or if amplification is used, to con- 
nect a fixed condenser across the 
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‘Experience is the Vital Factor in Excellence 


GHOMPSOD 
ADIO 


HE THOMPSON COMPANY is the only 

organization that has been manufactur- 
ing radio apparatus exclusively for fifteen 
years. During this time its re search labo- 
ratories have perfected developments 
which have contributed largely to the 
advancement of the radio industry 


This wide experience, now available 
in the Thompson apparatus, means 


A critical investigation of each model 
will disclose outstanding features of 
genuine excellence—in artistic appear- 
ance, naturalness of tone, simplicity of 
operation. 

Radio in the home broadens the scope 
of human happiness. Every day the 
broadcast program carries something for 
every member of the family. 

The 5-tube GRANDETTE is $125 The 





Receiving sets and Speakers 
that embody the latest and 
best practice in Radio Engi- 
neering. 





5-tube PARLOR GRAND, (shown above) is 
$145. The 6-tube CONCERT GRAND is 
$180. Prices are without tubes or batteries 
The Thoinpson Speaker, with conical dia- 
phragm and other special features, is now $28 








Write for attractive lnteraturc 


R. FE. THOMPSON MANUFACTURING CO. 


FACTORY 
JERSEY CITY.N J. 









































30 CHURCH STREET 
NEW YORK, N. Y 
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NATIONAL REGENAFORMER KITS 


After months of research work F. H. Drake and G. H. Browning, both of 


Harvard University have developed a special form of Transformer known 


as the Regenaformer. 


When this unit is embodied in a two-tube broadcast receiver it has the fol- 
lowing properties: Extremely sensitive, selective enough to cut out local 
broadcasting, no radiation. Stations come in at definite points on the sec- 
ond dial and may be logged. 


The principal units for constructing this two-tube receiver have been em- 
bodied in a kit consisting of 

1 National Antenna Coil mounted on 1 .00035 National DX Condenser with 

1 .0005 National DX Condenser with 1 4 in. Velvet Vernier Dial 


1 4 in. Velvet Vernier Dial 1 Blueprint of Wiring Diagram 
1 National Regenaformer, mounted on 1 Set of Hardware for Mounting 


The kit retails for $22.00. National Regenaformer and coil only $7.50. The National 
Company has an exclusive license for the manufacture of the Regenaformer. JOB- 
BERS WRITE FOR FULL DETAILS. 


NATIONAL COMPANY, INC. 


CAMBRIDGE 39 BOSTON, MASS. 
Mfrs. of National DX Condenser and Velvet Vernier Dials. 








WINS 


THE LOUD SPEAKER 
THAT SATISFIES 


Of distinctive design. Flare of 
Horn of polished black pyralin or 
of mahogany tinted semi-trans- 
parent pyralin. 


Gives a remarkable volume of 
tone without sacrifice of clearness 
or naturalness—equal to hearing 
the original tones. 





The Burns Unit as used with no No. 205 Repro- 
ducer has already proven its merits. Furnished 
also for phonograph use. 





No. 205B—With polished black bell............ $22.50 
No. 205D—With shell pyralin bell-............. 25.00 
No. 100—Unit for phonograph use............ 10.00 No. 100 


oe Mand 


STATE AND 64TH STREETS CHICAGO, U. S. A. 























plate terminal of the detector tube 
and the negative side of the B bat- 
tery. In neutrodyne circuits it is 
very desirable to shield the neutro- 
formers to avoid inter-coil coupling. 


* + 


Automobiles and Radio 


There are automobiles in 12,800,- 
000 homes in America, while in 
11,200,000 homes there are no cars. 
But, many of the latter group are go- 
ing to have cars soon. 

Not so very many years ago, the 
person who would have been so cour- 
ageous as to prophesy such a general 
adoption of the automobile would 
have been looked upon as just a fool- 
ish guesser or a plain “nut,” accord- 
ing to the attitude of the listener. 

The point is, the automobile has de- 
veloped an enormous market—far 
greater than the “wise guys” of 
former years would have conceded to 
be possible. 

Like many other similar things, the 
automobile developed from an inven- 
tor’s dream to a public necessity. 

In many respects radio is similar 
to the automobile—not, of course in 
its mechanical aspects, except that 
both “annihilate distance”—but in the 
fact that radio is a device which also 
has possibilities of very general use. 
In fact, because of the lesser cost of 
the radio set as compared to the au- 
tomobile, the radio market is really 
much greater. 

Looked upon but recently as a 
“hobby” to be ridden only by “radio 
bugs,” the radio set is now, more and 
more, accepted as a means of enter- 
tainment and education for all the 
folks in the home. As such, it per- 
haps can be called a luxury, but the 
luxuries of today are the necessities of 
tomorrow. 

As we look back through the years 
and contemplate the public’s accept- 
ance of, then demand for, the various 
appliances and devices which have 
been put upon the market from time 
to time, we cannot help realizing how 
true it is in our every-day lives that 
what we at one time enjoy as an in- 
teresting diversion rapidly becomes to 
us a real necessity. Radio will be no 
exception. 

What greater opportunity could 
the radio dealer hope for than that 
which exists today? “The world is 
his oyster,” as some one has so aptly 
said. 

Sell radio to the world, men!—Live 
Wire. 
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: More Crosley 
———” Customers For You 


This December advertisement in the general magazines shown, 
‘as well as in all the prominent radio publications and many farm 
papers, will add even a greater impetus to Crosley Sales. 


BE SURE AND PREPARE TO MEET THE DEMAND GOOD JOBBERS EVERYWHERE HANDLE CROSLEYS 
Write For Complete Catalog 


THE CROSLEY RADIO CORPORATION 


Powel Crosley, Jr., President 


1264 SASSAFRAS STREET CINCINNATI, O. 


Crosley Owns and Operates Broadcasting Station WLW 
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The 
Greater 


NEUTRODYNE 


Balanced 
Receiver 





New Model B 
5 Tubes $175 


A New Year of 
Bigger Profits! 


HE real possibilities of 

the popular neutrodyne 
circuit fully developed in this 
new Model B Eagle Receiver. 
Thousands of neutrodyne en- 
thusiasts have centered their 
interest in this NEW EAGLE. 
This is the receiver with the 
refinements they wanted, the 
receiver that will PAY YOU 
BEST TO HANDLE. The 
Eagle franchise means more 
this year than last. More 
dealers are seeking it. Be 
the Eagle dealer in your ter- 
ritory. 


Write for details NOW! 


REASONS for Selling 
the Eagle 


GUARANTEE — The 
that accompanies every Eagle 
Receiver fully protects you and 
your customers. 


EXCLUSIVE EAGLE 
MENTS 


Multiple (filament control) switch, 


warrantee 


INSTRU- 


ball-bearing, die-cast condensers, 
revolving resistor element rheo- 
stat—found only in the New 


Model B Eagle. 
BALANCE—the perfect balance 


of tube capacities, which is the 
secret of neutrodyne efficiency. 


WRITE FOR 
DETAILS NOW! 





17 Boyden . 
NEWARK, N. J. 

















How to Deal With the Radio 
Knocker 

Two years ago, even one year ago, 

radio was considered by many to be 

a fad. 

the worst type of radio knocker. 


This kind of person was really 
To 
say that anything lacks permanence, 
is simply to wave a red flag in front 
This kind of 


radio knocker is, or was rather. the 


of the whole enterprise. 
worst type. His thunder is now gone. 
Great large businesses have gone into 
the whole proposition heart and soul. 
When an knocker of this 
tvpe does show up, a little explanation 


occasional 


Radio broadcasting has 
the 
Practically every civilized country of 


may help. 
now spread all over globe. 
today either is broadcasting on a more 
or less intensive scale, or is planning 
on going ahead with broadcasting in 
the very near future. 

The man who says he simply is not 
interested in radio should be invited 
to listen during the next “national tie- 
up.”” More converts came as a direct 
result of the last election than from 
any other single event in radio. Many 
of them were interested in listening, 
just to hear the election returns. 
While listening they could not help 
but between the 


hear the program, 


announcements—and this won them 
over. 

Every line has its “knocker” but 
radio has the advantage over all lines 
in this. The knocker. once he is con- 
verted, is thoroughly converted. 


oo ae 


Pettingell-Andrew’s Radio 
Catalog 

The Pettingell-Andrews Co., Bos- 
ton, Mass., has lived up to its stand- 
ard in producing Catalog No. 5 
covering the radio material handled 
by the company. The book is 8l4 
by 11 ins., 92 pages. The design and 
workmanship makes it a catalog 
“that dealers will not forget.” It is 
becoming the custom to include in 
radio catalogs useful information and 
this one has gone the limit in that 
respect. 

Another Good Man Gone 

Right 

The Hardware & Supply Co., 
Akron, O., has rewarded the knowl- 
edge of Carl Kromer, city salesman, 
by putting him in charge of the radio 
department. Carl likes that wireless 
stuff so well it’s just like paying a 
kid to play “Wild West.” 








Here are some of the jobber and manu- 


facturer representatives present at the 


| thirteenth meeting of Electragists and is 


sent along as an aftermath by.W. W. 
Gambill, Jr., of the Braid Electric Co., 
Nashville, Tenn. He writes that P. P. 
Porch, P. E Griffith and L. F. Stone of 
Braid and J. H. Cowan of the South- 
eastern Electric Co., Chattanooga, Tenn., 








ought to have been in the picture but 
were engaged in a crap game at the time. 
In the front row, left to right are J. G. 
MeNish, C. H. Rutledge, Leland Thur- 
man, W. Wheless Gambill, Jr., and J. L. 


Kirkland. Back row, J. Al. Swanton, E. 
R. (Farmer) Frye, P. M. Manwarring, 
H. H. Johnson, Carl Narz and W. R. 


Herstein. 
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Profit-Making Pointers 


(Continued from page 14) 
tractors have sensed the sales possi- 
bilities opened up by buying the 
best lighting fixtures that they can 
vet. Some of them would rather save 
425 on fixtures and spend $250 car- 
rying the interest on a new house 
until they can make a sale that might 
have been sold if the house had had 
. “feature” of this kind. 

A Minneapolis jobber salesman 
sold a large electrical dealer on the 
ibove idea and then gave him a plan 
for getting the largest builder of 
small homes in the city interested in 
better lighting fixtures. 

He suggested that the dealer ap- 
the contractor with a co- 
operative advertising plan; that is, 
the electrical dealer was to carry a 


proach 


display in his window of photographs 
of the house for sale by the contrac- 
tor—as well as houses that he had 
sold. Afound the display of photo- 
graphs the dealer grouped the best 
lighting fixtures that he carried in 
stock. A banner across the back of 
the window read: 

“Every One of The Homes Built 
by C. A. Bolton Is Lighted by 
the Best Class of Lighting Fix- 
tures That We Can Buy.” 

The contractor was anxious to get 
the advertising; and the dealer was 
vlad to sell the contractor a better 
class of lighting fixtures. Pass the 
suggestion on to your dealers. 


OUR good accounts can be made 
better with less effort than it 
takes to make a poor account good. 
Recently one of the best known 
merchandisers in this country advised 
salesmen that it paid better divi- 
dends in the long run to concentrate 
on the good accounts than it did to 
try to bring a number of small ac- 
counts up to par. This merchandiser 
speaks from 20 years’ experience as 
\ travelling salesman for a New 
York hardware jobber. Principles 
that work in the hardware business 
usually apply equally well in the 
merchandising of electrical appliances 
ind supplies. 

We suggest this month that you 
pick out your four best accounts and 
test this principle in your own ter- 
ritory. Because a certain one of your 
dealers is buying more from you 
than others is an indication that he 
is a better merchant than the others 

and that he is just as anxious as 
vou are to do even better. 


All right, you have selected your 
four best accounts. Now, what new 
business-getting idea are you going 
to pass on to them when you call? 
Let’s go at it in a big way and give 
them something this month that will 
make them sit up and take notice. 
Why not plan a 
Sale” for them? 


“Prize Furnishing 


The idea is to have them install 
in their store an ideal, furnished liv- 
ing room, to which the women of the 
community will come to get ideas on 
the use of lamps and lighting effect 
for interior decoration. The plan is 
based on the proposition that more 
women would buy more lamps, and 
better fixtures, if they knew how to 
place them in the room. They envy 
can decorate her 
living room tastefully—but they lack 
the capacity to do it themselves. 


the woman who 


The idea is pretty big for a dealer. 
Be ready with all of the 
details—to show him exactly how it 


Go slow. 
can be done and how he can do it. 
Suggest that he move the display 
cases that he has on the right hand 
side of the store to the rear and use 
this space for the “Ideal Room.” 
Partition it off with light blue cur- 
tain material strung on wire about 
eight feet from the floor. Have a 
temporary fireplace and mantelpiece 
erected at the far side of the room. 


Then go to a local furniture dealer 
and interest him in the idea of co- 
operating by furnishing the rug, 
tables and other furniture necessary 
— it to be understood that the furni- 
ture dealer is to receive half of the 


“advertised” credit. 


Then have the electrical dealer se- 


lect the names of 12 prominent 
women in the community who have 
notably well-furnished homes. Have 
him ask these women in turn, each 
month, to come into the store, and 
from his stock of lamps and fixtures 
and the furniture dealer’s stock, to 
furnish the room as they would like 
to see it furnished. 

If the women are convinced that 


they would be helping other and 
less fortunate women to show more 
taste in home furnishing and decor- 
ating, they will be glad to co-oper- 
ate in this way. 
Advertise that 
“Ideal Room” 


cording to the suggestions of Mrs. 
So and So, and that the public 


each month the 


will be furnished ac- 


invited to come in at any time to 
pick up ideas for their own homes. 
Change the layout of the room each 
month. Place a card in the window 
giving the name of the woman who 
has made the 


month. 


suggestions for the 





He Was a Brave Man 
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He figured a panel board price in his head 
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FINDLAY 


STAND OFF INSULATOR 


No. 1928 BROWN GLAZE 
ALL PORCELAIN 
Designed to hold lead in wire six 

inches from building. 

Eliminate possibility of leakage 
due to poor insulation. 

Will drain quickly and will not 
deteriorate. 

Easy to install. 


Packed in individual packages 
with padded screws ready for in- 
stallation. | 





















Manufactured by 


The Findlay Electric Porcelain Co. 
Findlay, Ohio 
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A Decided Preference 
for Ace “B” Batteries / 


The battery that will give radio fans best results 

for a longer period of time is the ACE. This point 

alone earns a decided preference for ACE bat- 

teries. 

You can make friendly dealers and good profits 
! with this line. 

Right now is the time to push the sale of ACE 

“B” Batteries. The new ACE is put up in a beau- 

tiful mahogany finished case with a minimum of 

lettering and is designed to match the finish of the 

radio receiving sets. 

Built right to last long and sell best—that’s the 

ACE line. 


Manufactured in all standard sizes. 


pe Garbon Products G 


ANCASTER, Ono 





























Advertise that at the end of 12 
months the public will be asked to 
vote on the best arrangement and 
that the woman who wins will be 
given the lamps and lighting fixtures 
she has used in her “arrangement” 
free. 

Your best dealers will see the pos- 
sibilities of the plan and thank you 
for suggesting it. 


Throw Him a Rope 


(Continued from Page 6) 


all at a fair profit. He knew exactly 
how he stood and in what manner he 
was to pay off his obligations. He no 
longer feared the legal summons or 
the collector’s tap on the shoulder. 
Instead he got a smile and a slap on 
the back from his respective credi- 
tors. The more he paid them the 
more he made himself and the better 
he felt. A new feeling took pos- 
session of him and before long he was 
knocking out work at a lively rate 
and beginning to see the edge of the 
woods. 

The concrete results of this line of 
action, if they could be duplicated in 
every similar case, would put the 
contractors as a class on their feet for 
keeps. He has actually paid off 40 
per cent of his indebtedness, which 
amounted to several thousand dol- 
lars. But the most important feature 
and the one which should set the 
hope that springs eternal to bubbling 
in many a credit man’s breast, is the 
fact that this man’s business is show- 
ing a monthly profit. For many 
months before the retrenchment and 
some time after, he was running be- 
hind at the rate of $150 per month! 

Naturally it is not to be expected 
that every contractor-dealer in finan- 
cial difficulties will prove as good 
timber for conversion and rejuvena- 
tion as this one. The _ incident, 
however, proves two vital facts con- 
clusively. First, that co-operative 
action on the part of the creditors 
and debtor as outlined above has bet- 
ter than an even chance of saving the 
man’s business and the jobbers’ 
money. Second, that the accounting 
system is the quickest and surest way 
of locating the cause of the trouble 
and in addition will help remove it 
after definite action is mapped out. 

According to Mr. Greusel, realiza- 
tion of the value of the Standard Ac- 
counting System has caused the 
Milwaukee jobbers to increase their 


' efforts in its behalf. They argue that 
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G-G-H REPRQQUCER 








Specifica- 
tion: Height 
overall 22 
in.; diame- 
ter of bell 
13 in. Com- 
plete with 5 
feet of cord. 
Packed in 
single car- 
tons. 





Everything a 
Loud Speaker 
Should Be 


Tone 
Quality: Perfectly clarity 


Volume: Equal to any of same size without 
Harshness, Metallic Sounds or Dis- 


tortion. 


Beauty: In the standard black, or in beau- 


tiful distinctive color tones—an 
objet d’art instead of an eyesore. 


Incomparably below any real Loud 
Speaker on the market. 


Price: 


No Permanent Magnet 


By eliminating the unstable permanent magnet as 
well as a substitute electro-magnet the distortion they 
caused is done away with. The spring diaphragm 
tension is a scientific construction. No external bat- 
tery required. 


Adjusting lever controls volume by varying the 
air gap. 

THE AMPLIFYING HORN of DuPont Pyralin is 
the perfect material as it has no audible period of vi- 
bration, i. e., is ““dead’’ and therefore cannot impress 
a false note upon the diaphragm. 


The beautiful color possibilities of Pyralin are well 
known. 














Model Finish of Horn Finish of Base Retail Price 
W-10 Ebony Ebony $12.50 
W-20 Shell Ebony 15.00 
W-40 Japanese Pearl Ebony 17.50 
W-50 Mother of Pearl Ebony-Gray Trim 20.00 

















GRIGSBY ~ GRUNOW ~ HINDS ~ CO 





4540 Armitage Avenue, CHICAGO 

















THE JOBBER’SfJJ SALESMAN 






























































It’s Brand , 


New e 


Here, at last, is an inexpensive 
fuse that is guaranteed to protect 
radio tubes from blowing out due 
to short circuits. 


Think of the money these fuses 
will save! A large percentage of 
the 4,000,000 or more radio set 
owners will surely want one when 
they read our strong, persuasive 
advertisements pointing out how 
they can protect their tubes by 
installing the 


“6 


99 






RadioFuse 


We are going to spend thousands of 
dollars to advertise the “Gem” Radio 
Fuse in leading radio magazines and 
in other ways. This will not be a 
fly-by-night campaign—but a steady 
hammering at your customers month 
after month. You are certain to re- 
ceive scores of calls for the “Gem” 
Radio Fuse as soon as it is 


Advertised Nationally 


Put in a small stock 
ready to make the nice 
will otherwise lose. 


now and be 
pront vou 


We have spent hundreds of thou- 
sands of dollars advertising our 
“Union” Renewable and Non-Renew- 
able Fuses during the past 33 years. 
So every fuse owner knows that we 
make good, dependable fuses. That 
will make it easier to sell “Gem” 
Radio Fuses. 


Write for interesting booklet. 


CHICAGO FUSE MFG. Co. 
> wwrscromens or @ 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


LAFLIN & 15Ty STREETS 


CHICAGO 














|if it is such an efficient rescuer it must 
_be sure-fire if applied to a business 
at its inception or soon after. Fur- 
thermore, the man who has just 
| barely held his own through ordinary 
|methods without the system, can se- 
| cure an increase in 
| profits by its use. 

| As described in the February issue 
of THE SALESMAN, the 
Milwaukee Plan consists of selling 


JOBBER’S 


the various contractor-dealers the 
Standard Accounting System. Nat- | 


urally, the jobbers and manufacturers 
do all they can personally to sow the 
seed, but in distributing the credit 
| they the 
_auditor who installs the system and 
shows the contractors how to use it. 
Wm. J. Schuelke is the man in Mil- 


stress importance 


waukee. 


| teresting facts about the selection of 
_the auditor and his methods of op- 
| eration. 

First it was made certain that the 
man who was to help the contractors 
would be something more to them 
than So Mr. 
Schuelke was thoroughly primed and 


just an = accountant. 





the clients he was to assist. 
sequence was that he entered the 
contractor’s store imbued with the 
very ideas that would quickest gain 
the man’s confidence and support. 

| Mr. Schuelke was also selected be- 
‘cause he was the kind of a man who 


of the} 


Mr. Greusel gives some in- | 


business and | 





acquainted with the real problems of | 
The con- | 


could go from one contractor to an- | 


_other and not let drop any of their 
| business secrets. This was a very im- 


dom of the choice has been borne out 
by the success of the plan and the 


portant consideration and the wis- | 


| approval of those who are using it. 
Mr. Schuelke spends as much as a | 


month with contractors 

makes sure that every detail of the 

system is known to the operator. 
Out of approximately 100 con- 


some 


| tractors, 25 are using the system at | 


and | 


|present. The work is necessarily 
slower than this good percentage | 
would _ indicaie. However, Mr. 


Greusel thinks the system is about 


present figure will be doubled in a 
Contractors are loud in 


few months. 


praise of the system and it is freely | 


stated that those who enter business 


a year from now without it will 
be automatically eliminated because 
of the advantage it will afford 


the majority of Milwaukee contrac- 


‘tors. It is the stethoscope of busi- 


ready to go over the top and that the | 















Recognized Innowation 
and Sales Talking Point 


ONE PIECE STATOR 


ed for) 
S 


NSA 


(Pat. Appli 


SS 


Dealers and Pub- 
the value of this EXCLU- 
SIVE and UNIQUE FEATURE. 


x 
Manufacturers, Jobbers, 
lic recognize 


Another step forward in perfection of 
variable condenser construction. 

Profit by being in position to supply a new 
demand. 

A one-piece stamping eliminates broken 
contacts, soldered joints and stator resist- 
ance. 

Featured in types 3 (plain) and 4 (all- 
vernier), CELORON END PLATES; types 
5 (plain) and 6 (all-vernier), METAL 
END PLATES. 

CS and CV Low Price Types always in 


stock. 
100% GUARANTEED 
Write for Folder 


U.S. TOOL CO., Inc. 


124 Mechanic Street NEWARK, N. J. 
Mfrs. of Special Tools, Dies, Jigs, Auto- 


matic Machinery and Sub Presses. 











Double Your 
Radio Sales 


You could easily sell two or 
three times as many radio sets as 
you are now selling if you could 
absolutely assure buyers of clear, 
distinct reception entirely free 
from hissing, sizzling and dis- 
agreeable noises. 


This you can now do with the 
new Ray-dio “B” Storage Battery 
—the most remarkable single de- 
velopment since radio first became 
general. 


Attach a Ray-dio “B” Storage 
Battery to a Radio set in your 
store and it will not only sell 
Batteries, but it will sell Radio 
sets for you and increase your 
profits many times. 


Write for detailed information 
about the most remarkable radio 
battery ever built. 


JORDAN BATTERY CO, 


Dept. 


YPSILANTI, MICH. 
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Howard Radio For 1925 


Means More and Bigger Sales 


The story of the growth of this company is one of steady 
and rapid expansion made possible by a sound merchandising 
policy and radio products of unquestionable quality. 

During the last month we have doubled our manufacturing 


capacity in an effort to keep abreast of the incoming orders. 


Howard Radio Products are well known for the thoroughly 


dependable job they do. 


; - ; 2 The Howard 5-Tube Neutrodyne, licensed under the 

which they’re built is never doubted by those who know them Hazeltine patents, is made of high quality Howard Rad 
ha tis Parts and incorporates exclusive and special features It 

and they re numbered bv the tens of thousands. has coast to coast range—perfect selectivity—excellent vol 


Howard publicity 1s far reaching because Howard perfor- walnut, they present a very handsome appearance. 
mance is convincing—it is continuous and daily converts many 
radio fans into Howard Radio buvers. 


As progressive jobbers and jobbers’ salesmen, you should 
sell Howard 5-Tube Neutrodyne Receiving Sets and Howard 
Guaranteed Radio Parts. 
sales take on added size and, best of all, they'll not require 


exceptional selling effort. 


Get in touch with us immediately about 1925 radio business. 
It will prove of mutual interest, financially. 


Howard Manufacturing Co., Inc. 


451-469 E. Ohio St. 





HOWARD STANDARD 
RHEOSTAT WITH DIAL 
CONTROL. Note the simpli- 
city of this rheostat and the 
convenience of drilling only one 
hole in the panel for mounting. 
HOWARD Rheostats are guar- 
inteed to give uniform service. 
perfect filament control and 
maintain constant resistance 
under continuous duty. HOW 
\RD Rheostats meet every ra- 
lio requirement. Workmanship 
ind materials are of the high 
est quality. The bases are of 
special heat resisting materials 
preserving shape and finish un- 
ler all operating conditions. 
Slide contacts are phosphor 
ronze, insuring perfect elec- 
trical connections and the re- 
sistance elements. Constructed 
tf special non-corrosive resist- 
ance wire, accurately spaced by 
precision machines and wound 
under tension on a seasoned 
fibre strip so that the turns 
cannot come loose. Carrying 
ipacity 1.5 amperes. Its opera- 
on is controlled by a beautiful 
“44-inch dial with 100 point 
marking covering full sweep of 
contact arm. Diameter of base 
23 inches. Made in resistance 
° i 25, 40 and 60 Ohms. 
~acn 


ti 


$1.10 









































Their ability to do the work for 


ume and is absolutely guaranteed. Made in two styles 


cabinet and console, of beautifully finished selected black 


They will make your 1925 radio 


CHICAGO, ILL. 











h Licensed by \nt- a9 
b "de, Fr 
OR pee dent Radio Manufacues aat 8 
7] Cc 
a. uw 
” ma] 
HOWARD > hn 21, (923 and Apr * 
SP pat Morr. Nos 1450.080ang 20% Se 
= WWE her Patents Pending eo 23 
ve Other Patents Pe <8 
; The Howard 5-Tube Neutrodyne is :; 
HOWARD Potentiometers “ wins om 


set you’d be proud to own—sell it to al 
ire noted for that extreme- r I : 





your customers Details on request 
ly close control of the po a ils n req 
tential on the plate and grid 
circuits so necessary to in- : d ; : ; 
’ . The superiority of t he The Howard Line of Parts is always a 

crease selectivity and obtain ect ; Stabl 14 hy t P 

+ ¢ . ( [ <D Sock 2S 1 prohtable and desirable one carry er 
satisfactory results. F o1 HOW ARI esi sigs lie ‘ in t : . ; 
} . ¢ “Sure Contact which is tect receptior and distance ire ertair 
short wave radio frequency ag : : 

P made to the side of the tube whenever they are used. 


circuits it 1s especially ef- : 
fective pins and not to the ends. 
ec re. 

The contact arms have more 


The HOWARD Potentio than twice the spring value 
meter is the same size and found in the average socket, 
matches the HOWARD as well as a full one-quarter 
Standard Rheostats. They inch contact surface applied 
can be relied upon to give to the side of the pins. 
that same degree of satis- These contact arms cannot 
faction as all other HOW- lose their spring tension and 
ARD products. Furnished can be relied upon to make 
in resistance of 200 and 400 a permanent, perfect con- 
Ohms. tact. The base of the How- 

ard Socket is moulded from 





200 Ohms. Each $1.50 the highest grade bakelite. 


400 Ohms. Each 2.00 Each os $1.25 fa: 
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Radio 


Insulators 


We have produced in these Radio 
and Antenna Insulators high grade 
products which the jobber may sell 
at a low price and still make a good 
profit. 

They are vitreous, brown glaze 
and are very well and neatly made. 
A sample of either size insulator 
will be mailed to any radio jobber 
upon request. 





Noa, 1—2% in. long, 13% in. overall diameter. 





No. 2—4¥4 1n. long, 1% in. overall diameter. 


We also manufacture a complete 
line of Electrical Porcelain— 
in standard or special 
patterns. 


THE MOGADORE 
INSULATOR CO. 











MOGADORE, OHIO 


— 


STRONGEST MADE 
LONGEST LASTING 











Spring 
Terminals 









Opens 


5% Inch 


No. 4 Spring Terminal 


fore 
ESBEKP 


« 
AAASE THON” 






aaeeneett 










No. 8 Opens 1% Inch 
No. 6 Opens 1% Inch 











FRANK W. MORSE CO., Boston | radio sales manager. 


| ness, furnishing all the news, good or 
bad, about the most vital part of the | 


finance, 





contractor’s work 


* * * 


Specialties Only for Louisville 
Jobber 

The Ohio Valley Electric Co. of 
Louisville, Ky., has recently put in- 
to effect a radical change in its sales 
policy. It is discontinuing the sale 
of staple electrical supplies such as 
wire, conduit, fittings, wiring devices, 
etc., and will confine its activities to 
electrical specialties only. These will 
consist of four groups of merchandise, 
as follows: electrical heating and 
household appliances; electrical fix- 
tures; illuminating equipment, and ra- 
dio. 

The company will continue to dis- 
tribute the “Universal” line of Lan- 
ders, Frary & Clark, Moe-Bridges 
fixtures, Wheeler reflectors, Packard 
National Mazda lamps and a full line 
of radio equipment. It is featuring 
“Kodel” receiving sets and ‘Work- 
Rite” neutrodyne sets, as well as nu- 
merous nationally advertised acces- 
sories. 


The territory which it will continue | 


to cover is Kentucky, Tennessee, the 
southern half of Indiana and parts 
of Illinois, West Virginia and Vir- 
ginia. A new catalog will soon be 
issued showing the complete line of 
electrical specialties. 


+*+ & 


“Little Mothers I Have Met” 


Warner P. Sayers, F. D. Lawrence 
Electric Co., Cincinnati, O., might 
write a book with the above inter- 
esting title. He is chairman of the 
speakers’ committee in the local 
Better Home Lighting campaign. 
As the committee has campaigned 
200 separate organizations, and as 
about 20 of these are ‘Mothers 
Clubs” in the schools, the result is a 
large acquaintance among maternal 


| relatives. Let us hope no one asks 


him to write a paper on “Diet for 
Growing Children” or “How to 
Choose a Vocation for a Three Year 


Old.” 
* * Ox 


Brooklyn Jobber’s New Men 

The Progress Electrical Supply 
Co., Brooklyn, N. Y., recently added 
six new men. S. Lander, H. Wenge- 
rath, B. Schaffler, A. Kolkin and S. 
Rice are salesmen. B. Niedenthal is 

































“INSULATE” 


Molded Composition 
(Registered Trademark) 


and 


“HI-HEET” 


(Bakel.te) 


100 


Styles of 
Knobs, 
Mouth Pieces, 
Binding Posts, 
Insulators, etc. 

ready for 
immediate shipment 
to you. 

Specify 


our trade names 
when ordering. 


We mold articles of 
any shape to order. 





General Insulate Co. 
1033 Atlantic Ave., Brooklyn, N. Y. 
Established 1904 




















S Low-Loss 


CONDENSER 





To support Lincoln jobbers Lincoln Radio 
products are steadily advertised in the 
leading Radio publications. December 
issues of Radio Digest, Popular Radio and 
Wireless Age carry advertisements of the 
Lincoln Low-Loss Condenser. So do the 
trade publications reaching dealers .. . 
such as Radio Dealer and_ Electrical 
Record. And the Condenser is featured in 
our January advertisement appearing in 
Radio News. 

National advertising . . . behind qual- 
ity products! That is sales co-operation 
that should interest progressive jobbers. 
Write us for prices and specifications of 
Lincoln Low-Loss Condenser . .. and 
other guaranteed Lincoln Radio products. 


LINCOLN RADIO CORPORATION 


224 North Wells St., Chicago. 
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“GOLD SEAL” HEADSETS 


‘‘The Best That Money Can Buy’”’ 






2200 Ohms 
$6.00 


3200 Ohms 
$8.00 


DS 


WAXY 


Y 


“GOLD SEAL” HEAD SETS are electrically and mechanically, — as well as from a radio 
standpoint, — as perfect as the highest-priced Head Set on the market, — yet, with all 
their perfection, they retail at only $6.00 for 2200 Ohm, and $8.00 for 3200 Ohm. 


The trade mark “‘DEVEAU"” has stood for the highest quality in telephone apparatus for thirty 
years,—a guarantee that every known advantage in design and manufacturing has been taken 
into careful consideration. 


Magnets are extra-heavy one-piece units; cups are of aluminum to keep down the weight but 
unlike other Head Sets, every exposed metal part of the set is finished in genuine 24-karat 
gold,—-under a protective lacquer so that the finish will last for years; the terminals of each 
unit are concealed,—no contact possible with users’ hands. 


“DEVEAU GOLD SEAL” HEAD SETS are like a piece of fine jewelry in appearance, but 
with all the radio niceties that the most advanced radio enthusiast can desiree DEVEAU 
Units exactly match each other in tone,—each has maximum sensitivity and perfection of tone 


quality. 
“DEVEAU GOLD SEAL” HEAD SETS are guaranteed to be electrically and mechanically 


perfect,—our Guarantee protects every purchaser. 


STANLEY & PATTERSON 


INCORPORATED 


General Offices and Factory: 250 West St., New York, U.S. A. 


(3 Blocks Above Franklin St.) 
Cable Address: “‘Eleclight’” New York 


BOSTON DETROIT LOUISVILLE CHICAGO 


Cc. R. Corcoran Jno. L. Turko : iS : 7S TICKS Electrical Sales Co. Doherty-Hafner Co. 
12 Pearl St. 2217 Dickerson Ave. DISTRICT SALES OFFICES Kenyon Bldg. 730 W. Monroe St. 
BUFFALO SAN ANTONIO iV -*ITTSRURG SALT LAKE CITY CLEVELAND 

Matai Elke’ ie W. 8. Haythorne phe weseo Co» Inc. i. B. Parke a a ts Geuclid Arcade 
Mutual Lite Bids. $01 Schley Ave. 1156 Seventh St. 305-7th Avenue Dooly &- Bldg. 
BIRMINGHAM PHILADELPHIA SEATTLE SAN FRANCISCO LOS ANGELES HABANA 
W. H. Beaven J. A. Vaughan P. L. Hoadley Clapp & La Moree Clapp & LaMoree Arnesto N. Rodriguez 


Age-Herald Bldg. Packard Bldg. Seaboard Bldg. 171 - 2nd St. 310 E. 4th St. Abreu Bldg. 
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SATS. Y 


The most important feature of all 
electrical installation must, of necessity, 
be safety. When you are assured of 
absolute safety at a minimum of cost, 
it is worth while to investigate the in- 
stallation that gives you this combina- 
tion. 


Entire safety, with assured economy, 
are two of the salient features of Utility 
Snap-In Blanks and Bushings in all 
electrical installation. 


Their safety is guaranteed by the fact 
that they are fully approved by the 
Underwriter’s Laboratories. 


The hole in % 
inch bushings 
will take single 
braid, rubber 
covered wire up 
to number 8. 
The °4 inch will 
take double 
raid up to 
number 4. 


Made in two 
sizes to fit 4 
and % inch 
knockouts in 
any service or 
outlet box. 





Their economy is proven by: 
1. Their everlasting wear. 


2. Being unbreakable, and 
weather-proof. 


3. Their easy installation; 
no skilled labor being re- 
quired. 


4. By their moderate cost. 


The inspection rules demand that all 
holes in boxes be closed, and Utility 
Snap-In Blanks close them most effect- 
ually. 


Then, too, Utility Snap-In Blanks and 
Bushings are neat in appearance, and 
take up a minimum of space wherever 
installed. 


WRITE FOR SAMPLES 


ViEihasds 
TOOL, DIE & STAMPING 


COMPANY 
Toledo, Ohio 

















| 











| in the electrical field. 





William J. Kranzer 


(Continued from Page 21) 


twice as the result of lost accounts. 

The company now does a large 
business in general supplies and ap- 
pliances. It has always kept clear of 
specialties not related to electrical 
wiring and construction and also of 
fixtures and motors. Mr. Kranzer 
has always felt that these represent 
separate and distinct lines, to be 
handled with more efficiency outside 
of general supply channels. Further- 
more, he has never handled radio, 
under the assumption that it would 
carry them out into a brand new field 
and to a new set of a customers, whicl) 
might prevent them from doing the 
best job possible in the distribution 
of their regular lines of supplies. 


One thing Mr. Kranzer always in- 
structs his salesmen to do, and insists 
upon their following instructions, and 
that is to keep away from such ac- 
counts as have a reputaion for seek- 
ing terms rather than price. 


He also has his own particular 
theories on collections and particu- 
larly does he watch the small 
amounts which apparently do not cut 
much of a figure, but which act as pre- 
cedents in the customer’s mind. Fre- 
quently he will personally go over 
the accounts and call up or write just 
as urgently for a small sum of $25.00 
to $50.00 as for a larger sum. In this 
way he does not allow the customers 
to get into the habit of being behind 
in their payments. He insists on 
prompt payment of a small debt as 
having just as good an effect on the 
customer, if not better, than to let it 
run and then ask for payment on the 
accumulated debt. Furthermore, this 
policy has a good effect on his own or 
ganization. For, if he is insistent on 
a prompt payment of these small 
items, his own people also become 
insistent. 


Crannell, Nugent & Kranzer have 
gathered around them an organiza- 
tion that has had a very long experi- 
ence in the electrical business when 
taken cumulatively. J. H. Hughes, 
secretary of the company, has been 
in the electrical business 31 years; 
J. E. Reaney, sales manager, and 
Irving Protoss, purchasing agent, 


| have also been a great many years in 


business. Among the sales force 
there are eight men who have been 
from 15 to 25 years in active work 
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You Can “Spot”’’ 
a Bee-Vac Jobber 


By His Smile 


He smiles with satisfaction because the 
Bee-Vac Electric Cleaner has kept him 
in the cleaner business, bringing him 
steadily increasing profits from year 
to year. 


He smiles because the world’s lowest 
priced standard quality cleaner is so 
popular with his trade. His dealers 
prefer it because it sells without ex- 
pensive, time-taking demonstrations. 
The remarkable efficiency, durability 
and special features of the Bee-Vac not 
only keep it sold, but bring additional 
business to dealers and jobbers alike. 


He smiles because he is consistently 
backed by powerful National Adver- 
tising, and because his trade is liberally 
supplied with business-getting dealer 
helps. 


If YOU are not selling the Bee- Vac, 
and smiling, ask us at once for full 
particulars, including the facts about 
the big National Magazine Campaign 
now appearing. 





RrrtTMaNn SLECTRIC GOMPANY 
Dept. B-1012 
Lake and Desplaines Street - Chicago, U.S. A. 














CONSUMER PRICE 








The Bee-Vac 





















§$35Q” 


‘Why Pay More? 


is Sold Only 
Through Jobbers 
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ORCULA, Kranzer sits in the midst of h. 
a NA organization, literally as well as fi; 
%| uratively. He has no special roon . 
8) his desk looks like all the others- 









AMER, 


no bars, no secretaries, no appoin' 
ments “next Thursday at 11:13 


9 | just “Bill” Kranzer. And this lac. 
WHA IS L | of pretense and swank is one of th 
e | things that his associates and, indee: 


all outsiders, like most about him. 
There is no no harm in ending thi 


A non-metallic flexible corni- | brief sketch by quoting the words 0: 
duit, SO excellent in quality, | a man who has been in the electric! 


business since it was in its swaddlin 


that the term “100M” ap- | clothes, to this effect: 
e .* “ “Diploma is his mi nam 
plied originally to it alone, ey. ape Pity Bree 


not in the sense of ‘putting it over. 





has become a generic term— | but rather in settling a matter satis 

. | factorily to all. He a staunch b: 
and today 1S loosely used for | liever in thoroughness; insists on 
both good and bad. | prompt adjustment as against linger 


ing delinquency; a smile rather tha: 


; a blow; a sof dal in d of a 
“CIRCULAR LOOM”, the first | Klaxon horn. a a 


flexible conduit on the mar- eee er eater th 
‘ ° ° electrical business, treating all alike. 

ket has improved In quality | harboring no ill will and wishing al! 
over the years since intro- Peper tiny «Ace oad 
duced—since 1888. “1 OOM- | cally, never worrying. In short ‘Bill! 
” ° | Kranzer is a fine all-around od 
FLEX ) an improvement on | fellow, a thoroughbred ies al 


and development of the old | a good business man.” 

time favorite, is used where | 

efficient performance must | . nena peel weal oats 
tie in with low installation | Gathel: Cagle @ Hawes Bo, Baver 


° t, Iowa, lai s follows, his 
cost. Let us mail you a Sam- ion a ie dike ahem 
ple. 


lighting in his state: 





“We take a house about three years 
old and re-fixture it the way it was 
Both are real jobbing lines, both are at the time it was occupied. This 
in big demand. In handling either is thrown open to the public, with con 


“LOOMFLEX” or “CIRCULAR | siderable advertising and invitations 
LOOM” there is a minimum of sales issued to call and inspect it. This 
resistance; they are well and favorably resulted in one case in 800 peopl 


known to contractors; they meet with 


calling. The followi ell 
the approval of all users. —— 1e following week it w 


closed and during this period was r: 
| fixtured and re-wired for the prope: 


LOOK FOR THE TRADEMARK—THE RED BANDS ON | lighting that it should have. It wa: 
COILS—THE INSPECTION CARTON. 





then re-opened to the public for them 
to inspect it and note the contra:! 


S : zo oe roked a wide inte 
American Circular Loom Co. Bre ely e+ peta 


90 West St.. New York inspect the house this week. 
” 


“This was done because our Bet 

















Bost Pittsburgh Chicago . ° ° ane ep: 
@cuL4 oston sccsiitiiaais sburg Poitlend \RCUL4 ter Lighting Home will not be ‘fi 
Oem G “ ished for inspection until the latt 
S4 <0 y <9 tiga. 
S o> o, S46 ey part of November and we did n:' 
a rt a Wish to have our Home Lighting Co: 
z S 4 S test staged without a concrete exai 


ple being offered to the public.” 
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Among the standard friction tests 
which show the marked superiority 
of Firestone Friction Tape is the 
separation test. Preparatory to this 
test the tape is wound on a 1 inch 
mandrel under a tension of 10 Ibs., 
as shown in the illustration above. 

















> | 





Above the tape is shown being sep- 
arated under a 4 lb. tension. Specifi- 
cations of the American Society for 
Testing Materials allow 30 inches 
separation per minute The average 
for Firestone Friction Tape is but 15 
inches. In the standard heat test of 





100 degrees C for 24 hours, Firestone 
Friction Tape registers an average 
} equally as high above A. S. T. M. 
requirements. 


More Efficient on the Job 


IRESTONE Friction Tape is preferred for all classes 
Because More of electrical work because the rigid tests to which it 


Thoroug hly Tested is subjected at the factory assure a more tenacious grip, 
° rfect insulation, and longer service on the job. 
In the Making Pe ae ee 

















In tensile strength, in dielectric properties, in freedom 
from sulphur and in uniformity of both fabric and friction, 
s Firestone Tape measures up to standards far higher than 
those of the American Society for Testing Materials and 
other accepted authorities. 


Regular users of friction tape, the leading utility 
companies and electrical manufacturers as well as the 
man who buys for handy use around the house, appreciate 
this extra value. 


This customer satisfaction is giving dealers everywhere 

steadily increasing sales on Firestone Friction Tape. 

Available in bulk, under jobbers’ name or in standard 

The Firestone cartons. Discounts and complete specifications 
of Quality promptly supplied from the Home Office at Akron, or 


from any Firestone Branch. 





restone 


FRICTION TAPE 
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Sell While 
the Selling’s Good 


The Holiday Season, with its Fes- 
tive Scenes calls for colored lamps 
of every hue. Whether the dealer 
does the dipping himself or sells 
the fluid there’s 
lots of business 
and good prof- 
its in coloring 
fluid and frost- 
ing for lamps. 








FOR COLORIME 


! i i Citam Lamp THOBOUCHLT 
\ F: wiTh CURRENT Ow. 


ll, arways Keep well Corned I 


















Crescent 
Coloring Fluid and Frosting 


gives lamp bulbs a beautiful, rich, lasting color. It has 
a brilliance all its own. Easy to use. 


Blue Green Purple Amber’ Red 
Ruby Violet Canary Pink 
and Frosting 
In sizes ranging from 44-pint bottles at $1.00 list to 


gallons. Dipping Cups furnished with each pint and 
quart. 





News Note—Loxons and Portable Guards are 
in big demand at this time. Be sure your dealers 
are well stocked. Catalog No. 20 gives full in- 
formation. 





MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHED 10046 


VALPARAISO - INDIANA 



































B | Come-On for any Buneo Game in th: 


Prospective Partner 


(Continued from Page 22) 


be afraid of him. The Car cost $15 
000 f.o.b. London and if you run i 
less than 60 miles an Hour it become 
overheated. So, when you ask me i 
this Bird owns a Car, I'll say he own 
one. What’s more, it’s an even Be! 
as to whether he kills himself o 
everyone else that gets out on thi 
road.” 

“Did you learn anything as to hi 
Charge Accounts?” asked the Mer 
chant. 

“He orders a Suit of Clothes ever 
Morning and it is said that he has « 
different pair of Shoes and two Cra 
vats for every Day in the Year,” was 
the Reply. “While he was in Pre} 
School and College, his People gav: 
it to him in Driblets, and now he has 
come into the Family Fortune he is 
making up for Lost Time by staging 
the most wild-eyed orgy of reckless 
Extravagance ever pulled off in these ° 
Parts.” 

“No doubt he speculates,” sug 
gested the Merchant. 

The Detective shook his head sad 
ly and said, “No one ever saw @ 
Squab with a lot of Easy Money who 
didn’t think that he could put the 
Stock Exchange on the Hummer. Nat 
urally, he knows more about the Mar 
ket than the old Operators who have 
been watching the Blackboard every 
Day for Forty Years. He has learned 
to put in an Order for a Thousand 
Shares as if he were asking for a 
Light. He can talk fluently on Gen 
eral Business Conditions and some 
times he is so lucid that he himself can 
almost grasp what he is saying. It 
gives him a certain Standing with th« 
Johns and the Janes to be able to re 
fer to My Broker. He is smothered 
in his own Prosperity. He is dazed 
by a sudden Popularity. He is com 
pletely under the influence of a Com 
plex of Superiority, having just 
learned that one who wears Silk Un 
derwear is necessarily important. I» 
other words, he is a two-legged Mutt 
I hate to hang so many Nixie Signs 
on him but you wanted the Cold Trut! 
and you've got it.” 

“Ts it not Sad to see a pin-heade 
Rake dissipating a large Fortun 
built up by someone who walked t 
save Car Fare?” asked the Old Gen 
tleman. “You are sure that he ha: 
no Business Gumption?” 

“No more than a Rabbit,” was th 
reply of the Detective. “He is 
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IMPROVEMENTS 








Showing the Adjustable KEYLESS Candle 
Socket which has proved such a winner with the 
trade. By means of the adjustable frame it rises 
to every requirement in ‘‘candle’’ assembling, 





How you assemble 

Yoke and Socket 
Body 
and lowers costs tremendously. 











A bove- 


“sv? Adjustable Pull 
and 


6 Keyless Candle So cke ts 


YEARS ahead of the way you ve done it before, they’re saving the industry years 

of time in assembling Candle Fixtures. All the work-hours wasted on one-arm 
hickies—piling up with the popularity of Candle Fixtures!—it had to stop. And in 
line with the new force in Socket Development it fas stopped, for those of the 
trade who know where to look for improvements. 


Pull Body No. 90 (upper left) fits every length of candleand holder. It’s shortened or length- 
ied by the adjusting arms, and it’s further adjustable with four different-length yokes—interchangeable. Yoke 
BY,” 2inches long, meets practically a// combinations of candle and holder. Note the set screw in yoke, 
isily reached after socket is screwed down in holder. Keeps pull chain in alignment with hole in bobeche; 
olds socket rigidly in place. Complete information on a// features and adjustments can be had just as soon 
s you ask. 


THE HART 6 HEGEMAN MFG.Co. HARTFORD, CONN. 
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ra the lighting of 





large areas USE 


DESZAR 


Offices, stores, schools, church- 






es, banks, theaters, hotels, res- 
taurants, automobile showrooms, 
etc,, are your dealers’ best pros- 


pects for DENZAR. 


Even in small towns some one is 
always wanting better light and 
the dealer who has a _ sample 
DENZAR in stock can pick up 
many orders that he would other- 


wise miss. 


By selling a sample DENZAR to 


each dealer you call on you will 








be doing him a favor and will 
plant a seed from which you will 


harvest a crop of orders. 


Each DENZAR is packed in in- 


dividual carton, making it an 





easy line for jobbers to handle. 








BEARDSLEE CHANDELIER 
MANUFACTURING CO. 


218 South Jefferson St., CHICAGO 





















| List. He is a Ninny. Should yo 
_ give him an interest in your Busines: 
_ he would show up at his Desk about 


once a Month and if you handed hin 
an Assessment he would think it wa 
a Dividend.” 

“T thank you for your Report, 
said the Pillar of Trade. “We will! 
admit the Young Man to a Full Part 
nership and urge him to put in all the 
Coin at his Command.” 

“IT am surprised,” said the Sleuth 
“He is a horrible Lightweicht.” 

“That is why he will be a Mark for 
a cool-headed Johnny Wise who lives 


' on Cereal Food and gets into his Pa 





jamas at 9:30 every Evening,” said 
the Prominent Merchant, with a slight 
Grin. “Why should all this lovely 
Money go to Orchestra Leaders and 
straw-colored Soubrettes. when it 
might as well be garnered by an 
Honored Citizen who would know how 
to Invest it? From what you tell me 
of the Rapid Youth I conclude that 
he would be Meat for a crafty Side 
Partner.” 

Next Day the Chorus Girls’ Friend 
was taken in, and 18 Months later the 
steady old Partner with the Snowy 
Locks had him euchred down to the 
Shoes and Cravats. 

His Fortune was permanently in 
vested in an Old and Reliable Estab 
lishment and he was on his Uppers 
for fair. 

MORAL: Any one who has the 
Oualifications can get in with a First- 


Class Firm. 
(Copyright, 1924) 





Graham-Reynolds Sends First 
Calendar 


Now that subscriptions and. ad 
vertising are paid for in money in 
stead of cord-wood, potatoes etc., the 
editors get their thrills from calendars 
and other souvenirs sent in by “well 
wishers.”’ 

The Graham-Reynolds Electric Co.. 
Los, Angeles, Calif., sends the first 
1925 calendar received this year. The 
calendars of this company are noted 
for one thing—the picture always 
combines the call of the great out 
doors with the idea of the electrical 
industry pushing into the open spaces 

* * # 


Steiner Adds New Truck 


Business with the Steiner Electric 
Co., Chicago, IIll., is brisk enouzh to 
cause the purchase of a new three 
ton truck. A good chance for the 
salesmen to talk more service. 
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MOST ELECTRICAL JOBBERS FIND IT INDISPENSABLE 















WHATEVER YOU WANT TO KNOW-—IF IT’S ELECTRICAL 
LOOK IN THE “EM F”—YOU’LL FIND IT THERE 


Published by ELECTRICAL TRADE PUBLISHING CO., CHICAGO, ILL. 
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Look 
Spot” 


SELL BOTH 
Ornamental & Standard 


“RED SPOTS”’ 


Practical Lighting Contractors find that 
the Ornamental ‘Red Spot’’ Hangers enable 
them to bid successfully on fine jobs which 
heretofore have gone largely to those who 
handle “‘special’’ fixtures. 

The bid is lower when “Red Spots” are 
specified, yet nine times in ten the customer 
gets better equipment and invariably both 
Jobber and Contractor are in position to 
make a neat net profit. 






99 





“Red 


into the 


Ornamental Line. 
There's going to be a lot 
of business in it in 1925. 


Data on request. 














erta Street 





General Purpose Hangers 





Standard Hangers 
Kitchen Units 


WAKEFIELD BRASS C0. 


Vermilion, Ohio 


cific Coast Representative—Geo. A. Gray Com- 
pany, Los Angeles and San Francisco 


Ornamental Hangers 


Get Complete Data 








Compelling the Buyer’s 
Interest 
(Continued from Page 10) 
who has sought to justify individua 
failure by giving the buyer a bad 
reputation. 

When you find yourself afraid o! 
a buyer you have never seen, just 
make up your mind that you don’ 
need to be afraid of what has hap 
pened to somebody else. You ar 
concerned only with what may hap 
pen to you, and the most crabbed 
dealer must have more or less sales 
men who are his friends and from 
whom he buys goods. Why not as 
sume that you are going to become 
one of the successful salesmen with 
him instead of one of the failures? 

Sometimes we are surprised to 
find how easy some task proves that 
we had thought would be difficult. 
It is quite likely that the prospect 
-we are afraid of may prove all we 
expect just because we are scared 
when we start in. We are beaten 
before we try. 

This fear of prospects which comes 
from within ourselves rather than 
from anything antagonistic outside is 
nothing but a form of “buck fever” 
or nervousness. When we can control 
our nerves and look this situation 
and the prospection in the face with 
a smile, then we have a fair chance 
of winning with any man. 


Fobes Man Out of Hospital 
Joe Wells, popular purchasing 
agent of the Fobes Supply Co., 
Seattle, Wash., recently underwent a 





serious operation. However, he is 
now out of the hospital and expects 


to get back on the job any day. 











Six in a row and rarin’ to go—to lunc! 
Taken at the plant of Julius Andrae é 
Sons Co., Milwaukee, Wis. Left to right 
Harry Czech, city sales manager; J. J 
Stanton, Westinghouse; H. E. Marquardt 
salesman; H. E. Epstein, Westinghouse 
I. M. Jenks, Westinghouse, and Irving J 
Jacobsen, of the Jacobsen & Cross Co 
manufacturers agents. 
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Notice how we have put 
¥% inch of sealing wax 
over the head of the zinc 
cup, and around the 
wrapper, instead of 
merely covering it. 


























The wrapper or card- 
board jacket is made 
integral with the battery 
itself —It cannot separate 
from the zinc cup. 














These features make 
it impossible to short 
circuit a Yale Mono- 
Cell in a Flashlight. 


YALE MONO-CELLS 


FIT ALL STANDARD FLASHLIGHTS 


ALE Mono-Cells are made by an 

organization of 30 yearsexperience ““Casiner 
in the manufacture of Flashlights and "“*** 
Batteries—They are made of the finest 
materials obtainable and manufactured 
under a process supervised by experts 
—They do not leave the factory until 
they have passed the most rigid tests 
and inspection. They must do more 
than satisfy. 

Dealers everywhere are now selling 























She BEST B 
FOR YouR FLASHEERY 


- Brighter Liykt «! Longer Life 








these better batteries and consumers RITE ue concerning the Mo. 100 display 
b e f h ‘ cabinet, which has proven to be such a 
are Duying more O them. help to dealers throughout the country. 


“CHOCK” FULL OF DARK DISPELLING ENERGY 


YALE ELECTRIC CORPORATION 


CHICAGO BROOKLYN SAN FRANCISCO 
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“Supreme Where 
Quality Counts” 














Lynchburg Quality a Sales Factor 


Lynchburg Quality sells Lynchburg Glass Insulators. 


After many years of hard service, Lynchburg Glass Insulators 
on low and medium voltage lines show absolutely no deteri- 
oration. 


Lynchburg Glass Insulators are designed, pressed and annealed 
with only quality and service in view. This is why you should 
and can sell them in profit making quantities. 


Samples and descriptive literature gladly furnished on request. 


LYNCHBURG GLASS CORPORATION 


Lynchburg, Virginia 








Patented 


FITZ-MALL These Help You 
OUTLET BOX HANGER Get More Profits 


There's no half-hearted sales 
policy behind the Fitz-M-All 
Outlet Box Hanger and the 
Kruze Switchbox Supporting 
Strip—it’s a strict 100% job- 
=> ber policy. 
That's why over 400 of the 
finest jobbers in the United 


| States are stocking the com- 
} plete line. 























And, as a result of our stead- 
fast adherence to this sales plan 
our business has grown to such 
an extent that we were forced 
to build a new factory which 
we will occupy December | 5th. 
Jobbers can now secure stocks 
from our warehouses in Chi- 
cago, Boston, Philadelphia and 
San Francisco. 


Patented 


Keep your trade stocked with 
The Kruze and the Fitz-M-All. 





MID-WEST METAL PRODUCTS COMPANY 


INDIANA 


MUNCIE 




















| 
| 
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| our customers whom it would other- 


Problems of the Sales 


Manager 


(Continued from Page 12) 


tractor-dealer a special net price list 
on staple commodities which we be 
lieve is of assistance to him in esti 
mating jobs. It also enables him to 
place his rush orders without having 
to write for a quotation or wait for 
the salesman to call. 

In issuing special price bulletins 
we do not show illustrations as com 
plete descriptions and cuts of all items 
listed in this bulletin are shown in 
our general catalog. Furthermore, 
every one of our contractor-dealers is 
familiar with the items we list in our 
bulletin. In issuing special catalogs 
on seasonable articles we always make 
it a point to show illustrations and 
give complete description of articles 
listed as our experience has shown it 
is more effective in putting over the 
line. 


When the Sales Manager Visits 
Customers 

A sales manager’s duty in visiting 
customers is to bring about -a closer 
relationship between the customer and 
the house. If a customer in the 
course of the conversation shows ir- 
ritability or antagonism in his at- 
titude he is sure to have something 
on his mind and it is the sales man 
ager’s duty to get him to unburden 
himself. we find the 
customer is provoked about service. 


Invariably 


| prices, quality of merchandise, etc., 


and the sales manager should be able 
to straighten 
satisfactorily. 


out such complaints 

A sales manager in calling on the 
trade in company with his salesman 
traveling in the territory. (this is 
particularly true with the contractor- 
dealer,) can often be of great assist- 
ance in putting over a new line, and 
with his knowledge of market con- 
ditions, production, etc., can give the 
dealer information which will be of 
value to him in ordering his stock. 

The sales manager should whenever 
he deems it necessary co-operate with 
the salesman in closing a big deal and 
many times the fact the sales manager 
accompanies a salesman has a certain 
amount of influence in the securing 
of the order. 

A sales manager should whenever 
possible attend conventions, as it gives 
him an opportunity to meet many of 
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struction. 


wide 3P. 


purposes. 


Box closed—8”"x5'/,"x4'/2” 


SIZE. 
The Switch box is very compact (2 Pole 4%”"x8”, 3 Pole 6%”x8”), 
meeting a long-felt need for a rugged, full safety article for installa- 
tions where size is a prime factor. 
SWITCH EASILY REMOVED FROM BOX. 
Removing two screws enables entire Switch and fuse block to be 
taken from box. Thus, entire box space is available for connecting 
conduit and running wires. 
QUICK MAKE AND QUICK BREAK WITH TYPE ‘‘A” INTERLOCK. 
SIMPLE IN OPERATION. 
Handle operates a compression spring on same principle as rest of 
Type ‘‘A’’ line. Handle would operate Switch if spring should fail. 
. Constructed on DOUBLE BREAK PRINCIPLE. 
Blades are carried by a rotor of moulded material, actuated by the 
cam of the Q. M. and Q. B. mechanism. 
ARC IS SNUFFED OUT. 
When blades are in ‘‘off’’ position, they throw into deep, narrow slote 
in the base and thus effectually snuff out any arc which might have 
a tendency to follow. 
MOULDED MATERIAL USED 
The Switch base, fuse block base, 
moulded material of unusual 
in handling. 
FUSE BLOCK is mounted over the Switch. 
The Fuse block, mounted over the Switch base, brings fuses directly to 
the front in most accessible position. DEAD FRONT construction. 
LINE AND LOAD TERMINALS. 
LINE terminals on Switch base are accessible without removing fuse 
block. 
LOAD terminals are on fuse block above the line terminals. Thus, on 
fusible Switches, both line and load terminals are on same end of box. 


and rotor are all of high grade 
strength, and will stand much abuse 


Box open. Fusible 
Fuse block and shield are reversible 


ing circuits. 
should be familiar with this and have sample for demonstrating 
Don’t miss your opportunity. 
description and listings of this switch. 


Get Familiar with the “R M” 


Notice the size of the boxes—only 8” high, 41%” 


A SMALL SIZE 


FULL SAFETY SWITCH 


THE LATEST ADDITION 
TO THE 


Line of Safety Switches 








For years there has been a demand for a rugged, full safety switch 
in a small compact box. 
sign is entirely new from anything yet devised in knife blade con- 


The RM switch meets this need. The de- 


This switch is of particular interest to industrial plants for use 
with small motors, and to manufacturers of motor driven machin- 
ery, particularly machine tool builders because it is of a size that 
is suitable to be mounted on small machines. 


wide 2P and 634” 


The switch is of great interest also in industrial plants on light- 


The salesman of every jobber handling Trumbull lines 


Below appear outlined 








10. TOP OR BOTTOM CONNECTED. 
By reversing position of fuse block, line and load connections can be 
made at the bottom of Switch, if desired. 
= ree FURNISH THE SWITCH TOP CONNECTED. 
ll. SHIELD. 
A shield, attached by one screw, covers line terminals, preventing any 
possible contact with live parts. This shield will fit only on terminal 
end, top or bottom, depending on position of fuse block. 
12. FUSIBLE OR NO FUSE. 
Switches furnished fusible or no fuse. On no-fuse Switch, the fuse 
block is omitted and line can be connected at either top or bottom, 
as desired. 
13. PRICE VERY ATTRACTIVE. 
This Switch gives the trade a very high grade article, Quick Make and 
Quick Break, with full Safety features, at an exceedingly low price. 
14. 440, 550 Volts SWITCHES. 
2 and 3-Pole will shortly be placed on the market. 
15. HANDLE. 
Handle is a ribbed steel punching with cast iron knob—practically 
indestructible. 
NO FUSE 250 V. 30 AMP. FUSIBLE 250 V. 
| | List } | | | | List 
Cat. No. | Pole| Volt | Each || Cat. No. | Pole| Volt | Each 
46221 2 250 | $4.80 || 92221 | 2 | 250 | $5.50 
46321 3 250 6.00 92321 | 3 | 250 7.00 
46421 4 250 | 8.50 || 92428 | 4 | 250 9.50 





We can furnish 3-Pole fusible Switches with solid Neutral at regular prices 


m 


request 


Discount, Trumbull Schedule C. 


The Trumbull Electric Mfg. Co. 


New York 
114 Liberty St. 





San Francisco 
595 Mission St. 
Boston 


Plainville, Conn 


Chicago 
2001 W. Pershing Rd. 


Philadelphia 
Atlanta 









































THE JOBBER’S(IJSALESMAN 











Quali 
Service 
Square 
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Quality Products 





Non-Metallic Flexible Conduit 
Flexible Steel Conduit 
Armored Cable 


P.S. Write for our vest-pocket 
telephone directory. 


Eastern Tube & Tool Co., Inc. 
Brooklyn, N. Y. 























ADVERTISING TO 
15 GREAT 
INDUSTRIES 











To fifteen indus- 





pearance and proper distribution of light. 


base. FLEXCO-LOK is key locking and 


60% lamp replacements in a year. 


Sold by leading dealers 


FLEXIBLE STEEL LACING 
4098 Lexington Street 








Here’s better protection for your lamps at less 
cost than one new bulb—greater safety, better ap- 


are reenforced expanded metal, heavy tin finish, hinged in 


ized removal aswell as accidental breakage. FLEXCO Guards 
close with slotted round head screws. One large plant saved 


Sample and prices on letterhead request. 


Chicago, Illinois 


tries in leading 
publications we 
advertising 
FLEXCO and 
- LOK 
Lamp Guards— 


To hundreds of 
leading plants 
throughout the 
United States our 
own salesmen are 
telling the story 
of these guards— 


This, in addition 
to the constant 
field work of our 
own salesmen 
throughout the 
United States. 


WORKING 
FOR YOU 


Working ahead 
of the salesman 
or backing up his 
claims, working 
for our jobbers 
and making the 
FLEXCO and 
FLEXCO - LOK 
line of lamp 
guards as active 





Guards 


prevents unauthor- 


COMPANY 








and profitable to 
the electrical job- 











_ |FLEXCO 


ber as is ALLI- 
GATOR STEEL 
BELT LACING 
to the jobber of 
mill supplies. 




















\ 





; wise be impossible to meet and his 


' attendance brings the house a cer- 
| tain amount of prestige. 


System—Sales and Customer 
Records 


Each salesman is requested to keep 
a record of his customers, showing 
their location, name of individual or 
individuals to see, ete. Also what- 
ever other records he deems it advis- 
able to keep for his own convenience, 
but the only record he is compelled to 
keep is the one mentioned above. A 
report of his sales is sent to every 
man each month which enables him 
to determine whether his sales are 
dropping off or increasing. 

A delinquent account list is made 
up every month and each salesman 
receives a list of the delinquent ac- 
counts in his territory. He also re- 
ceives a list of the accounts in the 
hands of our attorneys. This enables 
him to keep from soliciting orders 
which will later be turned down by 
our credit department, and it also 
affords him an opportunity to help 
straighten out the delinquent accounts 
and get the customer back in good 
standing. 

A statistical department keeps a 
complete record of the salesman’s 
sales individually and collectively on 
all material. This record shows gross 
profit, net profit, per cent of selling 
expense, etc. A record is also kept 
of his calls in each town or city in his 
territory. 


E. S. & E. Remodels Elmira 
Store 

The Electric Supply & Equipment 
Co., Elmira, N. Y., has remodeled its 
office to make room for additional 
fixture display space and a special 
radio show room. 

This Company recently took on the 
sale of “Simplex” ironers and ‘“Cof- 
field” washers in its territory. 

.-+-.2 


Frisco Jobber’s “New Ac- 








count” Drive 

The California Electric Supply 
Co., San Francisco, Calif., offered 
$5.00 to its salesmen for every new 
account opened provided said account 
purchased $20.00 worth or more dur- 
ing the month. At the time the re- 
port was received 36 new accounts 
had been opened. 

This company recently added E. 
M. Nunes and H. F. Burton to its 





sales force. 
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Here’s the catalog that 
will build electric stove 
sales for you. You should 
have it. 














No. 952 


Standards For Your Electric Stove Trade 


Your stove trade will prefer Standards when they 


know their many points of excellence and superiority. 


The unqualified acceptance of Standards in hundreds 
of installations gives proof of the Standard sales to be 


made through your selling endeavor. 


Sell your prospects the advantages of Standard Elec- 
tric Stoves and you'll profit handsomely. Our new cata- 
log No. 14 gives complete information on the entire line 
of Standard Electric Stoves. Send for it. 





TOLEDO OHIO 




















THE JOBBER’SfA)SALESMAN 











Activities of the Society for Electrical 


Development 


Work Under Way and Suggestions of Business Building Value to the Industry 








Electrical Progress 


That the electrical industry is ad- 
vancing faster than any other branch 
of organized business in America is 
one of the startling facts brought 
recent surveys of economic 

The 
business and 
electric 


out by 


conditions. wiring- of houses 


and of industrial 
structures for light and 
power service is proceeding at a pace 
that is little understood by persons 
not directly connected with the elec- 
trical industry. The sale of electri- 
cal appliances of all sorts is only 
beginning to reflect the results of a 
general acceptance of electrictiy as 
and most adaptable 


In communities al- 


the cheapest 
form of energy. 
ready served by public utilities, the 
wiring of new houses as they are 
built is almost universal. 


In view of these facts, the forma- 


tion of a local organization, to be’ 


known as the Electrical League of 
Rochester, including representatives 
of the electrical industry in this city, 
is highly significant. The purposes 
of the organization, as stated in the 
constitution are: ““To bring about a 
public understading of the care and 
correct use of electrical equipment, 
to afford continued satisfaction; to 
establish 
body representative of the electrical 
industry in Rochester; to foster 
added good will on the part of the 
public toward the electrical industry ; 
and to encourage a high standard of 
business ethics to the end that the 
electrical industry may better serve 


a central and responsible 


the public.” 

These objects are such as can be 
subscribed to and commended by 
every right-minded member of the 
electrical industry. They ought to 
meet with the general approval of 
the public, for it is obviously in the 
interest of the public that good ser- 
vice be given and that there be a 
responsible central body charged with 
the duty of smoothing out difficulties 
and explaining away misunderstand- 


ings. This is particularly needed in 


a technical industry, such as that 
which deals in problems of electric 
service, for the average man or wo- 
man outside the industry knows lit- 
tle of the mysteries of volts and am- 
peres, resistance and peak loads, and 
is likely to mistake the consequences 
of ignorance in handling electric ap- 
pliances for poor service. 

The 


Rochester has 


new Electrical League of 
an opportunity for 
great usefulness. It is to be expected 
that in this city, with its adequate 
and efficient power service, the place 
occupied by the League will become 
increasingly important with the pas- 
sige of years. 
* * * 
Change in By-Laws 

At.the last meeting of the board of 
directors of the Society, it was decided 
to make a change in the By-Laws to 
the effect that the amounts subcribed 
by companies and others desiring to 
support the work of the Society could 
be arrived at by mutual agreement 
between them and the executive com- 
mittee. The classification of members 
has been changed and the Society is 
authorized to take individual members 


at $10.00 per annum. 
* * * 


Kirkland to Supervise Red Seal 


Plan 
H. B. Kirkland, vice-president of 

















H. B. Kirkland 


the American Wiremold Co. and presi 
dent of the Electrical League of 
Hartford, joined the headquarters 
staff of the Society December 1. He 
will supervise the Society’s general 
activities affecting wiring and particu 
larly “The Red Seal Plan” to pro 
mote adequate wiring for convenient 
electrical service in the home.” 


Mr. Kirkland will co-ordinate the 
recommendations of the Red Seal ad- 
visory committees, appointed by the 
various national associations, and will 
be available to assist national organi- 
zations in the development of other 
co-operative programs for the ad- 
vancement of wiring standards. 

His wide acquaintanceship will 
strengthen the Society’s intimate con- 
tacts throrvehout the industry and will 
further insure the proper considera- 
tion of the many diverse interests in 
co-operative work. An account of his 
long experience in the industry and 
his constructive work in the wiring 
field, he is admirably fitted to handle 
the national organization of the Red 


Seal campaign. 
* * & 


Advisory Council Meeting 


The fall meeting of the advisory 
publicity council of the Society, under 
the chairmanship of L. D. Gibbs, as 
sistant head of public relations bureau 
of the Edison Electric Illuminating 
Co., of Boston, was held at Society 
headquarters on November 11. 

There were on display samples of 
the special Christmas campaign 
helps, the original designs of which 
the council approved at one of its 
previous meetings. 

A report was made to the effect 
that manufacturers, the trade press 
and others are whole-heartedly get- 
ting behind the Society to get a wide 
distribution of this Christmas ma- 
terial. 

The results of the “Electrical Gifts 
for the Bride” campaign, for which 
the Society prepared special material 
this year were also reviewed. So 
satisfactory was the report that mem- 
bers of the council expressed them- 
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: Insures 
i Tone 
Quality 
i 
MODEL VI § 
14" horn $30 
MODEL VII $ 
21" horn $35 
\ 
NX 
\ 
Fee MODEL VIII 
V - Mahogany Cabinet 
bi with “full floating”’ 
Liaise horn of nat- 
‘ ) ural wood $35 
4 y 








Do You 
Know These 
Music Master 


FACTS? 


The wonderful success of Music 


Master is based on three essential 
elements of superiority: 


A supersensitive reproducing unit that vi- 
brates fully, freely, evenly and without rat- 
tle over the entire scale of audible frequen- 
cies; that pick up the most fugitive radio 
impulses in a manner unmatched by any 
other unit. 


A tone chamber of heavy cast aluminum 
that eliminates blast and distortion and keeps 
signals clear and distinct, imparting a human 
singing quality—and life-like. 


An amplifying horn of wood—air dried 
Mexican mahogany—which after passing 
through many processes finally appears as a 
handsome, bell-shaped horn with a _ reso- 
nance and tonal quality unequalled. 


When talking to the dealer impress him with 


these facts. They are facts that he ought to know 


and which provide you with convincing selling 


arguments, that are self evident when understood. 





{usic SlRaster Corporation 


Makers and Distributors of High-Grade Radio Apparatus 
Tenth and Cherry Streets 


Chicago Philadelphia Pittsburgh 


Connect any Music Master in place of head- 


phones. No batteries required. No adjustments. 


usic 
aster 


RADIO REPRODUCER 
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The Wagner line includes both 
the desk bracket and ceiling types 


Oscillating bracket fans for AC 
9-inch for 50 or 60 cycles, 100-120 volts. 
12-inch for 25, 40, 50 or 60 cycles, 100-120 volts. 
16-inch for 25, 40, 50 or 60 cycles, 100-120 volts. 
Non-oscillating fans for A C 
9-inch for 50 or 60 cycles, 100-120 volts. 
12-inch for 25, 40, 50 or 60 cycles, 100-120 volts. 


Oscillating fans for DC 

12-inch and 16-inch, for 110 and 220 volts. 
Non-oscillating fans for DC 

12-inch only, for 110 and 220 volts, 


Fans 
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ready! 

















T last you can give your customers fans they 

can feature—fans they can “talk up” 
—fans that can be aggressively SOLD! Not 
only sold in summer but sold all year round, for 
uses explained in the Wagner catalog. 

When you offer your trade the new Wagner 
Fans, you are backed by thirty-eight definite, 
practical Wagner Fan features that are live sell- 
ing arguments — thirty-eight reasons why Wag- 
ner Fans will sell better and serve better. 

The Wagner Fan line will give you a new idea 
of fan completeness and fan perfection. You can 
tell your customers that Wagner Fans “have 
everything” —and prove it. 

Complete specifications of all models and data 
covering the thirty-eight Wagner Fans sales 
features, plus useful selling suggestions, are con- 
tained in the new Wagner Fan catalog now 
in preparation. 


Let us send you a copy fresh from the press. 


Wagner Electric Corporation, Saint Louis 


Waener Sates Orrices iN 27 Cities AssuRE Prompt Service 
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Your Municipal Tree 
and (Pecreation “Parks 


Use P&S Electric Decorative Material for Temporary and Permanent Lighting 











































For Outlining 
Buildings 


For the Indoor 
Exhibition, Show, 
Circus and Fair 


For Amusement 

Park Features: 

Carousels 

Scenic Railways 

Concessions . 


Section of Streamer For Lawn or 


Campus Lighting 


For Municipal 
Christmas Trees 


Arouse the Ciljteiite,. ~ 


Suggest Electric Stre@iatess 
on Buildings for the fafelife bins 


Place the Order [eter 


Make sure of deliveiitifeaminte 
—Order the Streamé¢ 


A modest stock of P&S Electric 
Streamers means profit 


Sell them or rent them— P&S 220 Ccld Moulded Streamers 
to your customers Let us show you a sample 


Solvay 


Pass & Seymour, Inc. Station Syracuse, N. U. 
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selves as in favor of pursuing efforts 
of this kind still further to the extent 
of preparing material for 
other special holiday and 


suitable 
seasonal 
oceasions. 

To assist the Society in the prepa- 
of booklets 
terial to sell the idea of better light- 


ration and other ma 
ing in residence, store and factory, 


a special sub-committee was ap- 
pointed consisting of: W. Melver 
Bradbury, P. B. 
Zimmerman, Darwin Curtis and E. 
M. Beach. This committee will also 


give consideration to the desirability 


(chairman), E. L. 


of preparing a booklet for use by 
central stations and others to sell the 
idea of better street lighting. 

The sub-committee appointed at 
a previous meeting to consider the 
question of finding a more suitable 
now known as 
1 “convenience outlet,” reported that, 
study 
no satisfactory solution could 
Editorials 


that had appeared in recent issues 


ierm for the device, 


while considerable had been 
made, 


be advanced at this time. 


ct the electrical trade press magazines 
on the question of finding a 
read. 


more 
suitable term were 

An expression of opinion was asked 
from member of the Council 
that the 


was not in 


every 
present and all admitted 
term “convenience outlet” 
any sense satisfactory and felt that 
if the industry is to get a term which 
will be acceptable to the public, it 
must permit the public to have some- 
thing to say in the final selection of 
the popular this 
device. All were of the opinion also 
that, while the term “‘convenience out- 
let” may not be entirely satisfactory, 
the industry having used it in millions 


nomenclature of 


of pieces of literature and advertised 
it in hundreds of thousands of dollars 
worth of newspaper space, it is in- 
advisable to change to any other de- 
tinitive term unless it is acceptable to 
the whole industry and to the public. 


* * * 


Wisconsin Contractors’ 
Convention 
Northrop, 
State 
Contractors 


H. M. 


Wisconsin 


the 
Association of 
and Dealers, 
whose headquarters are at 23 Erie 
street, Milwaukee, Wis., states that 
definite dates have been fixed for the 
coming convention. It will be held 
at the Pfister Hotel, Milwaukee, 
January 28-30, 1925. 


secretary of 


Electrical 























THE POPULAR 
SPOT FLOODLIGHT! 


“Best by Test’ 


WILL NOT BREAK, CRACK, PEEL OR RUST 


made entirely of metal. 


Equipped with UNIVERSAL ARM by means of which the light can be 
easily and quickly adjusted to any desired position. 


COLOR-FRAME that snaps on the reflector and new color film can be 
quickly inserted by touching spring that opens the frame. 


Supplied complete with five feet of wiring and plug—ready for use. 
Dealers everywhere sell many of these popular units, because merchants 
are quick to appreciate the many superior features and insist on getting 


THE SUN-RAY. 


Thousands will be sold in the coming holiday season. 


Write us for complete information. 
literature, prices and _ discounts 


SUN-RAY LIGHTING PRODUCTS, Inc. 


119 LAFAYETTE STREET NEW YORK, N. Y. 

















Porcelain Housed 
Bell Ringing 
Transformers 





Our line of bell ringing transformers was originally placed on 
the market to meet the insistent demands of Signal custom 
ers for the missing unit in the Signal line of bells, buzzers 
and push buttons. Since that time the Bell Ringing Trans 
formers have been consistently giving excellent service 
satished buyers. They are upholding the good name of Sig 
nal equally as well as the bells and buzzers 

Our Transformers are highly efficient—no-load losses are 
negligible. Both primary and secondary windings are liber 
ally designed giving more capacity and better voltage. 

Only the best grade of electric sheet steel is used in the cores 
Windings are well insulated to prevent grounds and_ short 
circuits, and are thoroughly impregnated Knowing that re 
liability of service is highly important in a signal installation, 


with the 





we designed a rugged porcelain housing to harmonize 
outer liberal 


in the 


features of After the transformer 
filled 


transformer compound which seals and protects 
against 


our design. 


unit is assembled case, the latter is with a higl 


grade all parts 


moisture and corrosion. A damp basement is there 


fore not to be feared by this weather-proof construction. 


SIGMA GH 


Boston, Chicago, Minneapolis, 
San Francisco, Toronto, 


Factory and General Offices 
1970 Broadway, 
MENOMINEE, MICH. 


Montreal, New York, Pittsburgh, St. 
Philadelphia, Los Angeles, Havana, Cuba, 


Louis, 
Seattle, Winnipeg 


You'll find our local address in your Telephone Directory. 
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MANUFACTURERS 

















Allen Guides Coto-Coil Sales 

Nicholas I. Allen is now general 
sales manager of the Coto-Coil Co.. 
Providence, R. I. Up to October 
1921 he had been connected with the 





N. I. Allen 


Western for 12 


7! » Vvears 


Electric Co., 
New 
representative, 114 years as assistant 
of the Boston 


years, 


as England sales 


sales manager house 


and 34 years as manager of the 
Providence branch. 
In October 1921 he became asso 


ciated with the Coto-Coil Co., as sales 
engineer and in August of this vear 
was made general sales manager. 
* * * 
Schmidt Company Gets 
Milwaukee Contracts 
A line of cabinets, switchboards 
and panels is being manufactured by 
the A. R. Schmidt Electric Co., Mil- 
waukee, Wis. Recently this company 
received a the Mil 
waukee County Institution for a 17 ft. 
switchboard to 320. k.w., 
3 phase, 2300 volt, A. C., generator. 
At the same time, two other large 


contract from 


control a 
switchboards were manufactured and 


installed for the Milwaukee 
disposal plant. 


sewage 





Wagner Enters Electric Fan 
Field 


A new entrant in the electric fan- 


field is the Wagner Electric Corp. of 
St. 
of fans at the jobbers’ convention in 


Louis, Mo., whose initial display 


Cleveland created considerable inter- 


est. 


The line comprises 9, 12 and 16-. 


inch fans for both alternating and 
direct Both 9 and 12-inch 
sizes are made in desk and oscillating 
types and the 16-inch in oscillating 


current. 


only. A line of ceiling fans will also 
be available. 

L. L. Goding, formerly of the Peer- 
less Electric Co., Warren, O., is man- 
ager of the fan sales department and 
was in attendance at the exhibit to- 
gether with I. Elkas, special repre- 
sentative, H. L. 
business department and A. E. Herz- 


Nagel of the new- 


berg. manager of the transformer 
sales department. 
* * * 


Speaker Represents Roller- 
Smith 

The Roller-Smith Co., 233 Broad- 
way, New York, N. Y., announces the 
appointment of Charles R. Speaker, 
Evening Star building, Washington, 
D. C., as its representative in the 
District of Columbia. Mr. Speaker 
will the Roller-Smith 
company’s government business in the 


also handle 
states of Maryland, Virginia, North 
and South 

*~ * * 


F. G. Smith with General Radio 


A connection of interest to the 
radio trade is that of F. G. Smith, 
who recently joined the organization 
of the General Radio Co., Cambridge, 
Mass. 


Mr. Smith was formerly engaged 


Carolina Carolina. 


in sales promotion work for the R, 
Mitchell 
acquaintance and a wide circle of 


Co., and has an extensive 


friends among the radio trade. For 
many years he has been affiliated with 
the electrical industry in a sales capac- 
15 


ity, having spent nearly years 














F. G. Smith 


with the Sprague works of the Gen 
Electric Co. His new duties 
comprise for the most part sales pro 
motion work in mid-western territory, 
with headquarters at Chicago, I]. 

* * * 


Socket and Switch-Testing 
Machine 


In recent years practically every 


eral 


large manufacturer of electrical de- 
vices has come to realize more and 
the growing importance of 
proper testing equipment for his prod- 


more 


uct. 

Every lamp socket, switch or other 
device operated by means of a spring 
actuated mechanism for making and 
breaking the circuit, must be tested on 
a 250-volt circuit for overload, endur- 
ance and heat before being accepted 
for general use. 

During the past 30 or more years 
many machines have been developed 
for operating devices to be tested un- 
der fixed load, but perhaps the most 
interesting, well the most 
versatile in its application, is that re- 
cently designed by Harvey Hubbell, 
Inc., of Bridgeport, Conn. 


as as 


This testing equipment consists of 
units similar to that 
shown in Fig. 1. It has a staunch 
wooden frame, seven ft. long, on which 
is mounted a motor driven shaft carry- 
ing 12 side slotted cams which serve 
to give 12 extending wooden arms a 
push-and-pull, rectilinear move- 
ment. 


one or more 


or 
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Because of its many advantages for 
in electrical machine of this type, 
asoned hardwood was selected for 
he frame, and wherever practicable 
»r other parts. 
ossibility of short circuiting, and not- 
ithstanding the many moving parts of 
ic machine, assures almost noiseless 
eration. 


The connecting rods, 
perate at right angles over a frame, 
r ladder piece, which extends the 

length of the machine at the top. This 
rame, which is readily removable, has 
ecured to the top surfaces of the side 
bars, metal straps which are elec 
trically grounded and to which may be 
iittached the devices to be tested. 


arms, or 


Fig. 2 shows the method of apply- 
ng the attachment for holding and 
operating key sockets 
These attachments are made in various 
forms and with their aid, practically 
every kind of a device can be tested 
The key socket 
attachment, for example, transforms 
the 


for testing. 


on this one machine. 


into a 
rotary movement, and the attachment 
for pull sockets revolves a dise on 
which is fastened a means for holding 
the chain. 

It is understood that this is the first 
machine to successfully test toggle 
The flexibility of the ex- 
tending arm and the method of its 


rectinlinear movement 


switches. 














Fig. 1. Complete Machine for Test- 
ing 12 Wiring Devices Simultaneously. 
A) Comptometer for Recording Num- 
r of Movements. (B) Horizontal 
Arm for Operating Device Under Test. 
C) One of the 12 Key Lamp Sockets 
Being Tested. 
Fig. 2. Close-Up of One of the Lamp 
Sockets Under Test. (A) Socket. (B) 
.ttachment for Operating Key Sockets. 
-) Attachment Fitting to Which Slot- 
‘ed Arm Is Clamped. (D) Slotted Oper- 
ing Arm. 
Fig. 3. Equipment of Two Units 
ith Switchboard. Twelve Key Sock- 
s Are Being Tested on the Machine 
the left, and Six Flush Toggle 
vitches and Six Surface Toggle 
vitches on the One at the Right. 
\ B) and (C D) Are Indicator Lamps 





} 











Its use eliminates any 










operation make the results obtained, 


nearer to hand operation than any | 


other machine so far designed. 


Referring again to Fig. 1, it will be | 


noted that on the face of the machine 
are two half length boards. On the | 
back of these boards are two sets of 
bus bars, one set connected to the gen- 
erator, which in this case, is located in | 
the power house, and the other set con- | 
nected to the Ward-Leonard re-| 
sistance units mounted on the switch- | 
board (Fig. 3). By means of these | 
units, one-half ampere and one am- 
pere loads can be built up as required. 


If finer graduations are wanted, the 
the 
middle panel of the switch board in 
Fig. 3 can be used. 





resistance box as shown below 
} 


To test any given device, it is only 
necessary to fasten it and the proper 
attachment to the machine, wire it as 
it would be in service, plug into the 
Then 
start the motor of the machine with | 
the small knife switch shown under- 
neath the 


load line and the generator line. 


in the center and watch 
comptometer at the end. 

The machine operates at about 10 
cycles per minute and is entirely auto- 
matic. 

Fig. 3 shows two of these units 
hooked up to a switch-board. Each 


unit will accommodate 12 devices in 


two banks of six each. 


Units may be 





for Respective Machines. When De- | 
fects or Trouble Develop with Any De- 

vice Under Test, Two of a Lower Group | 
of White Lights Go Out and the Other | 
wo Become Brighter. 





AND 


“AMERICAN 
BRAND” 


Weatherproof and 
Bare Copper Wire 
and Cables 


SILENT WORKERS 


“American Brand” Weather- 
proof and “A-| Brand’’ Magnet 
Wire are silent and dependable 
workers. When put on the job 
they require no attention but 
work on and are proving them- 
selves to be cheaper in years of 


service. 


American Insulated 


Wire & Cable Co. 


CHICAGO 





















“AMERICAN BRAND” 


B WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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New Electrical Products, Illustrated 














Bellova lamps are sold in assort- 
ment only and packed in lots of a 
dozen each with six different shades 
and three finishes. It has been 
found that this is a very practical 
way to sell lamps as it gives the 
small dealer a full assortment of 
a Carefully selected line. It enables 
the manufacturer to pack the line 
in standard air-tight cartons. One 
of the lamps in the assortment, No 
0676, is illustrated above. It is a 
popular boudoir lamp having tinted 
etchings and hand-painted conven- 
tional borders. The colors show 
through the lamp and look as well 
unlighted as lighted. It is fitted 
with a patented adjustable holder 
permitting the shade to be tilted 
for reading in bed. The height of 
the lamp overall is 14 in.; the diam- 
eter of the shade is 8 in. The lamps 
are packed four gold, six ivory and 
two bronze to the assortment, and 
are furnished in six styles of shades. 
The manufacturer of these attrac- 
tive lamps is H. G. McFaddin & 
Co, 38 Warren street, New York 
City. 








The No 1099 flush receptacle de- 
veloped by the Connecticut Electric 
Mfg. Co., Bridgeport Conn., is a 
shallow composition receptacle de- 
signed to accommodate attachment 
plug caps with parallel blades. 











Harvey Hubbell, Inc, Bridgeport, 
Conn., announces a new canopy tog- 
gle switch, which is admirably adapt- 
ed for wall fixtures and all kinds of 
electric apparatus such as motor- 
operated phonographs, player actions 
for pianos, portable electric fans, 
dictating machines, etc. This new 
canopy toggle switch is small, com- 
pact and strong. The toggle me- 
chanism is quick-acting and _ easily 
operated. The switch is quickly as- 
sembled to the canopy by merely 
inserting the threaded stem through 
a hole in the canopy and screwing 
on the knurled lock washer shown. 








Howard B. Jones, 618 South Canal 
street, Chicago, manufacturer of 
the Jones multi-plug cable for in- 


stantly and simultaneouly — con- 
necting or disconnecting the ground, 
antenna, “A” and “B” batteries to 
or from a set, announces that Jones’ 
sockets may now be had with bracket 
mountings. The bracket mounting 
permits the plugs to be placed inside 
the set on the sides or bottom of the 
cabinet as convenient. It is an ad- 
dition to both the panel mounted 
type and the binding post type, ex- 
tensively used as standard equip- 
ment on sets, and is provided with 
seven color coded leads for attach- 
ing to the binding posts of any set. 
The cable may be lowered through 
a hole in the floor, or run under a 
closet door, to the batteries. A key 
in the socket and a keyed slot on the 
plug allows the two to be plugged 
together in only one way which af- 
fords absolute protection aginst 
burning out tubes or draining bat- 
teries due to poor connections. 








The Model 421-S range, manufac- 
tured by the Standard Electric Stove 
Co., Toledo, O., is an apartment or 
bungalow type consisting of a cook- 
ing top with two eight-inch open or 
enclosed surface burners; two oven 
burners, the upper being a_ broiler, 
equipped with broiler pan and racks, 
and an aluminum lined oven. It is 
finished in black Japan and con- 
sumes approximately 4,400 watts de- 
pending on the plate equipment. 











D-J time switches are designed for 
controlling electric currents at pre- 
determined times of day or night. 
They can be depended upon for con- 
trolling lights, illuminating windqw 
displays and electric signs. The 
mechanism is completely enclosed in 
a dust-proof and weather-proot case. 
It contains a semi-automatic oiling 
feature which insures the parts 
against too rapid wear, also against 
rust, making it a desirable switch 
for outdoor service. A patent in- 
sulating clutch connecting the mech- 
anism with the switch prevents dam- 
age to the mechanism in case of 
ground or overload on the line. A 
terminal box cast integral to the 
case simplifies installation. By re- 
moving two screws and disconnect- 
ing the wires from the terminals, the 
entire switch movement may be eas- 
ily dismounted for repairs, or may 
be replaced by another standard 
D-J switch if such service is re- 
quired. They are designed to be 
wound once a week, but built to op- 
erate ten days on one winding Man- 
ufacturer, D-J Time Switch Co., 
1439 St. Clair avenue, Cleveland, O. 
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New Electrical Products, Illustrated 





The Reben Electric 
Mfg. Co., 82 Union 
square, New York 
City, has bought out 
a new heater cord set 
which consists of an 
assembly of standard 
parts, the heater plug 
being a Beaver, the 
attachment plug = a 
Freeman, and_ the 
cord a Rockbestos 
product. These sets 
are supplied in dozen 


ava 
TOOT 
Nyse 


> > | 
an! 


lots; each cord set 
being packed in an 
attractive individual 
carton. 





The latest improvement in 
the line of anchors manu- 
factured by the Ackerman- 
Johnson Co., 625 West Jack- 
son boulevard, Chicago, is 
the expansive screw anchor 
illustrated herewith. Some 
ot the features of this an- 
chor are: It is used for 
attaching any object to hard 
materials, as concrete, brick, 
stone, tile, marble, ete.; the 
holding power exceeds the 
tensile strength of the best 
steel screw or bolt of cor- 
responding size; it is in- 
stalled instantly without the 
aid of the screw and before 
the fixture is lifted into po- 
sition, to be fastened. For 
any thin materials, where 
holes must be drilled through 
as in hollow tile walls and 
ceilings, these anchors excel 
in holding power through 


their even distribution of 
strain and bracing effect 
upon such materials. They 


offer considerable advantage 
over toggle bolts in tile, be- 
cause they can be placed re- 
gardless of hollow location, 
and show no protruding bolt 
ends to mar the appearance 
of the work. 











_ By using the fuse tongs, manufactured by the A. R. Schmidt Electric 
Co., East Water and Buffalo streets, Milwaukee, Wis., in changing fuses, 
_ Rs eliminate the possibility of burnt fingers or receiving electrical 
shocks. 








The Model K-4 AutoReelite is of 


a new design. The reel feature 
of this model is within the shell 
of the lamp back of the reflector 
and of sufficient size to contain 12 
feet of wire. Some of the fea- 
tures of the AutoReelite are: the 
protection and convenience; the self- 
contained automatic reel; twelve 
feet of clean, unkinked cord is in- 
stantly available for the night tire 
change; for roadside repairs or ad- 
justments; for camping; to read the 
gas gauge in safety; to fill every 
need of a powerful safe light any- 
where about the car. By simply 
loosening the thumb screw on the 
bracket, the lamp may be taken to 
any part of the car, the automatic 
reel within paying out and retriev- 
ing the cord as required. The cord 
is clean, dry and unkinked, never 
in the way, but always ready for 
use. Can be furnished in black 
enamel, nickel trim or in all nickel 
finish. Furnished complete with 21 
c.p. lamp, convex lens and Univer- 
sal windshield clamps adaptable to 
practically any open car or can be 
furnished with suitable bracket for 
use on closed cars) Manufactured 
by the Appleton Electric Co, 1701 
Wellington avenue, Chicago. 








A new electrically heated ladle for 














melting and pouring paraffin wax, 
sealing compound, babbitt, solder and 
type metal, has been placed on the 
market by J. Struthers Dunn, 1109 
Race street, Philadelphia, Pa. his 
is a light and convenient tool having 
a right and left hand pouring lip and 
long hollow wooden handle. ‘The 
“Chromalox” heating element and 
stranded menel leads covered with 
fish spine bead insulation offer a com- 
bination of strength and duribility 
which makes the outfit practically in 
destructible 
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No matter whether you have had 
a “Sure Flash” flashlight one or 10 
years you can be positive that a 
few pressures on the lever will gen- 
erate a strong, powerful and far 
reaching steady ray of light. There 
are no batteries to become damp, 
wet, disconnected or burn out. The 
Chidsey Co., 110 East Thirteenth 
street, New York City, is the manu- 
facturer of this flashlight. 








A new refractor, known as the 
“Bi-Lux” refractor, that, it is said, 
will increase the effective illumina- 
tion from street lighting units ap- 
proximately 70 per cent as compared 
with the most efficient units now in 
service, has been developed by the 
Westinghouse Electric & Manufac- 
turing Co., East Pittsburgh, Pa., 
in co-operation with the Holophane 
Glass Co. Tests, made by the Elec- 
trical Testing Laboratories of New 
York, show that a 400 cp. lamp 
within the refractor enclosed within 
a Westinghouse clear rectilinear 
glass globe will deliver 2000 cp. up 
and down the street, 425 cp. across 
the roadway at right angles to the 
curb line, and 250 ep. across the 
sidewalk. 





The “Multifrex” type G violet ray 
machine is equipped with Cautery 
and Diagnostic attachments. The 
Cautery attachment is composed of 
a Cautery handle, a platinum knife 
and a special heavy gauge reinforced 
wire. The Cautery handle is 
equipped with a thumb switch and 
the heat of the knife is regulated by 
means of the adjusting screw. The 
light for the Diagnostic lamp is pro- 
duced by means of a special resist- 
ance unit separate from the other 
mechanism, thereby’ effecting a 
steady bright white light with no 
flicker whatsoever. The outfit is 
contained in a heavy covered case, 
lined with purple velvet. All metal 
parts are nickel plated. This ma- 
chine is a product of the Bleadon- 
Dun Co., 218 South Peoria street, 
Chicago. 








The Liberty Gauge & Instrument 
Co., 6545 Carnegie avenue, Cleve- 
land, O, announces a change in de- 
sign and construction of its No. 701 
original Liberty hot plate. In re- 
designing this unit they have ar- 
ranged for simplicity in design and 
efficiency in utility and servicing. 
Elements can be replaced by simply 
unfastening one nut and two term- 
inal studs. Elements and terminal 
connections are completely enclosed 
insuring safety in handling. The 
structure is of 20 gauge cold rolled 
steel highly nickeled and_ polished 
and is furnished with genuine “Ni- 
chrome” heating element. Six ft. 


of extension cord and a standard 
two-piece attachment plug are at- 
tached to a lava rock strain relief 
and terminal bushing in the lower 
tray. 











‘'wo new types of flashlights re- 
cently developed by the Bright Star 
Battery Co., Fifteenth and River 
Head, Hoboken, N. J., are here 
shown. These flashlight cases are 
equipped with sure grip fibre and 
adjusting heads and are known as 
No. 616 and 623. They are equipped 
with shock absorbers on their spot 
light and finely ground focusing 
lens, the shock absorbing being dou- 
ble action which protects both the 
bulb and the battery simultaneously. 








The Meyer Electrical Mfg. Co., 
Houston, Tex., is distributing ex- 
clusively through jobbers a new 
type of electric switch known as 
the “Meyer” automatic time switch. 
Some of the features of this switch 
are: simplicity, rugged mechanism; 
secure housing, and correct mechan- 
ical:operation. The switch has twa 
main parts, the time piece proper 
and: a_ patented make-and-break 
switch. The switch consisting of a 
simple pivoted lever carrying lam- 
inated brush contacts is operated 
directly by the clock mechanism 
which trips a light lever opening 
and closing the switch quickly and 
firmly. 
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Wall Receptacles 









_ Russell & Stoll Company 


Send for 
Y our Copies 
of these 
ee elpiu 


Booklets 


Catalog No. 52 


“Load-Up!”—Here s Powerful 


Selling Ammunition for the 
Order Hunter! 


These two new R & S catalogs are chock full of sell- 
ing data on Heavy Duty Wall Receptacles and Floor 
Outlets and Receptacles—10 to 100 Amp. 


You can't serve your trade 100 per cent unless you 
are prepared to talk the R & S Line intelligently. 


‘“Load-Up” with information on these products— 
you ll find it in these two catalogs. The selling data 
contained in Catalogs 52 and 53 is “‘selling ammuni- 
tion’’ and the order hunters armed with a thorough 
knowledge of the R & S Lines are going to bag the 
limit in Heavy Duty Wall Receptacles and Floor Re- 
ceptacle and Outlet business. 


R & S Catalogs 52 and 53 are of standard size and 
easy to handle—send for your copy of each or ask 
your sales manager to write for them. 


Russell & Stoll Company 
53 Rose Street New York City 


DISTRICT OFFICES 


Buffalo Birmingham Cleveland Philadelphia Boston Chicago 
Detroit Leos Angeles Portland San Francisco 
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Janu 


sons 


Emerson Fans 


for 1925 


ary Ist. 


and Northwinds. 


New bulletins, prices and announcement of important new 
sales helps for dealers will be ready January Ist. 


Remind your dealers that Emersons carry a 5-Year Factory- 
to-User Guarantee. 


Important announcement on Northwind Fans will also be made 


Watch for your sales-information and sales helps on Emer- 


The Emerson Electric Mfg. Co. 


2018 Washington Ave. 
St. Louis, Mo. 


50 Church St. 
New York, N. Y. 











‘PROFIT WITH GOOD WILL! 


Dealers can now do something which has never been done before: 
Offer their customers a microcondenser that makes neutralization as 


easy as setting the hands of a watch. 


fied owner of a reflex or neutrodyne set is a possible customer. 
It removes one of the most 


the kind of article that begets good will. 
perplexing difficulties that harass radio fans. 


Every builder, every dissatis- 


It’s 








List 
Each 








ACTUAL SIZE 


Write for catalog. 





ae 


Steelis 


MICROCONDENSER 


Maximum capacity, approximately 


GAIN and again fans have told us how sets which they had given up as impossible of neutrali- 
zation had yielded at once to the magic charm of the little Sterling Microcondenser 
Nothing on the market compares with it, nothing arouses such enthusiasm 
Confident that no effect of hand or other capacity will mar or nullify your work, you turn the visible 
rotary plate to the neutralized position—and stop—the job is done! It is the most highly praised 
device for neutralizing the detrimental effects of grid to plate capacity in neutrodyne and similar 
circuits yet offered. 
Many a nearly frantic owner of such a set would gladly pay $5.00 for this condenser, yet the price is 
only one dollar 
Each one irstalled sells several more. Quick turnover and delighted customers! A combination which 
makes the Sterling Microcondenser a mighty profitable item to handle 





5 micro microfarads. 


You will want the complete Sterling 


line of fast selling Xmas radio devices 


THE STERLING MANUFACTURING CO. 
2831-53 Prospect Ave., Cleveland, O. 


Dept. F. 





























American Switch Builds Strong 


Organization 
J. C. Lewis, as president and 
general manager of the American 
Electric Switch Co., Minerva, O.. 


took over the operation of the plant 
July 1. In his organization at the 
present time, is F. F. Cope, sales 
manager. The policy of the company 
is a strict jobber policy with direct 
representation secured through manu 
facturers’ agents carefully picked in 
various territories, the type of agents 
who will do the proper missionary 
work and co-operate with the recog- 
nized jobbers of their various terri 
tories, 

The sales organization, at the pres 
consists of offices in the 
New York City, 71 


ent time, 
following cities: 


Murray street in charge of Owen 
Monaghan and Van Cort Holland; 
Philadelphia, 2401 Chestnut street. 
in charge of P. T. Bradley; Pitts 
burgh, 1406 Keenan _ building, in 


charge of Wm. K. Dickie and Geo. 
E. Wehner; Chicago, 4123 W. Kinzie 
street, in charge of Fred Heyman; St. 
Paul, 2362 University 
charge of Fred Robinson and W. L. 


avenue, in 


Bell; Indianapolis, 336 Burgess ave 
nue, in charge of Samuel Toole; St. 


Louis, 3001 Sidney street, in charge 
of A. A. Switter; Cleveland, 1300 
Union Trust building, in charge of 


A. P. Handel and W. W. Davies; Cin 


cinnati, 603 Southern Ohio Bank 
building, in charge of Luther B. Ison; 
Jacksonville, Fla.. 622 W. Forsyth 


street, in charge of R. E. Ward. 








constituted a 


exhibits 
new feature at the convention of the Asso- 


Manufacturers’ 


ciation of Electragists, International, at 
West Baden, Ind., recently. A_ typical 
one was that of the Eastern Tube and Tool 
Co., Inc, of Brooklyn, N. Y. Most every- 
body will recognize in the handsome gentle- 
man standing in front, fondling the pile ot 
“Ettco” products, I. G. Trattler, manager 
of sales. 
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Interesting Merchandising 


The trade advertising of the H. H. | 


Kby Manufacturing Co., of Phil- 
adelphia, is very interesting. They 
say that at the beginning of the radio 
boom “binding posts were to the 
dealer what stamps are to the retail 
druggist—they sold, but it didn't 
mean anything.” 


But the Eby company believed that | 


they could be made to mean some- 


thing and they began to manufacture | 
the first quality binding post on the 


market with tops which didn’t come 
off. They believed so firmly that these 
could be made a profitable item for the 
dealers to handle that they nationally 
advertised their product. 

They have continued to push their 
product aggressively and have actually 
succeeded in establishing a national 
demand for the originally despised 


binding post. During the early part | 


of October they sent out to jobbers 


and dealers a very attractive folder | 
showing the magazines in which they | 


are advertising, and illustrating their 
products and the way in which they 
are packaged. 

During the latter part of October 
they sent out a new catalogue which 
gave another indication of the progress 
they have been making in their ap- 
parently very difficult task of creating 
a big demand for this small part. The 
catalogue illustrates the sets manu 
factured by some of the best known 
companies in the United States who 
have made Eby posts standard equip 
ment. 

One of the best looking dealer cards 
which has yet been brought to our at- 
tention was sent out with the cata 
logues, showing the 25 different mark 
ings in which Eby engraved posts can 
be furnished. 

* * * 
Changes in Square D Sales 
Organization 

A. A. Schueler, sales manager of 
ihe Square D Co., Detroit, Mich., has 
announced the following changes in 
the sales organization. 

Russell Murphy has been appointed 
district sales manager for the com- 
pany in the Chicago district. He will 
be located at 949 Otis building, 10 
South LaSalle street, Chicago, III. 
Mr. Murphy was formerly in charge 
of the Square D Co.’s Milwaukee ter- 
ritory. 


a ee 
R. J. Parisian has been promoted 


x ) md ‘ A 
from Chicago district sales manager | 


to special representative. 

















Panelboards 


are the 


Sign of a Better Job 


All that shows after the job is done is the panelboard. 
Make sure the one you sell-is the sign of a better job. 


Write our Sales Promotion department 
for selling ideas and helpful suggestions. 


SArank Adam 


ELECTRIC COMPANY 


ST. LOUIS 











This Tickles Jobber’s Salesmen 
Here’s Something That Will Sell 


Standard outlet for attaching electrical 
appliances without removing lamp. 
Revealed when needed — Concealed 
when not wanted. 


That’s That and More in 








BRAQUETTE 


a Hofrichter Product 


Get us to tell you about this. It means profits for you. 








AMERICAN LIGHTING PRODUCTS COMPANY 
STATION A  - CLEVELAND, OHIO 
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Boost Your Sales 
with ABolites 


(Porcelain-Enameled Steel Reflectors) 





9 inch AFS Type. Specially designed for | 
sign-lighting. Formed type, non- 
interchangeable one-piece pattern. 

of your customers only 


oO 
9 0 Hc think “sign-lighting” 


when you talk of ABolite Angle- 
Bowls. But what about the many 
other jobs where they could use 
them? Tell them—and Sell Them! 





For Instance— 


For punch-press lighting, car-wash- | 
ing stands in garages, gasoline-filling | 
stations, railroad crossings, protective | 
lighting, tennis-court illumination, etc. | 


Bryant’s Big Cataloging Job 


During the month of September, 


| the Bryant Electric Co. distributed 


to the electrical trade over 115,000 
1924 catalogs. This is the latest and 
most complete catalog yet 
compiled. It 


descriptions of 


Bryant 
contains listings and 
more than 5,000 wir 
ing devices. 








The New Bryant Catalog. 





It is issued in three styles, “A,” 
a loose-leaf style, 814 by 10 ins., for 
use by jobbers and large dealers who 
wish to receive up-to-date price in- 
formation and will keep the loose-leaf 
catalog up-to-date; “C,” a _ large 
bound style, 7% by 10° ins., and 
a miniature style, 4°. by 614 ins., for 
pocket use. 
* * * 
Hubbard Extends Coast 
Facilities 
To meet the growing demand for 
Hubbard pole line hardware and 
Peirce specialties on the Pacific Coast 
and to give the great power com- 
panies of the Coast the service which 


| their remarkable growth demands, 
| Hubbard & Co. of Pittsburgh, Pa., 


See Catalog 177-A 
for further details 


5 Big Sales Points 
about ABolites 


1. Correct Design. 

2. Accurately Made. 

3. Low Stock Investment. 

|. Detachable Reflector Types. 
5. Service and Satisfaction. 


AB PRODUCTS DIVISION 
The National Screw & Mfg. Co. | 
CLEVELAND, O. 





| New England Electric Co. 


a short time ago began construction | 


of a modern pole line hardware plant 
at Emeryville, Calif., planned for op- 
eration by this time. 

Richard M. Kerschner, formerly 


| chief engineer of Hubbard & Co., 


has moved to the Coast and has taken 
up his new duties as coast manager, 


| directing manufacturing and _ sales. 


Sales will be made exclusively 


through the Hubbard Coast distribu- 


tors, Pacific States Electric Co. and 
Western Electric Co. 
=e + 


Munger With Trumbull 


It is announced by L. L. Brastow, 
sales manager of the Trumbull Elec- 
tric Mfg. Co., Plainville Conn., that 
Clarence D. Munger has been ap- 
pointed Connecticut representative for 
Circle-T products. Mr. Munger was 
formerly a salesman with the Southern 











out addi- 
tional cost. 









Sell Flood-0-Lite Jr. NOW 
for Christmas Displays 


SPEED UP your December sales. Recom- 
mend Flood-O-Lite Jr. to your customers 
for their own Christmas windows and sug- 
gest that they stock Flood-O-Lite Jr. to 
meet the big demand that always comes at 
holiday time. 














If you are not already acquainted with the 
unusual selling possibilities of Flood-O- 
Lite Jr. we'll be glad to send complete 
a promptly. WRITE US TO- 


Reflector & Illuminating Co. 


iMuminating Engineers 


575 Washington Blvd. CHICAGO, U.S.A. 
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Steelduct 


|  Steelduct electro galvanized conduit 
has an exceptionally clean and smooth 
surface both inside and out. It is noted 
for its lasting qualities. 


Steelduct enameled conduit is dis- 
tinguished by its tough black enamel. 


Both types of Steelduct rigid steel con- 
duit appeal to particular architects, 
contractors and engineers. Every length 
of enameled conduit is fitted with a 
thread protector of an improved type. 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 





The Steelduct Company 


OHIO 


YOUNGSTOWN 
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Jobbers! 


Independent Switch-Box Support- 
ing Strips, and Lath Holders will 
make you big profits! 





They are quickly and easily in- 
stalled. The design of these sup- 
ports prohibits the disalignment of 
the job once it is positioned. 

Independent Switch-Box Supporting 
Strips and Lath Holders have exclusive 
features which put them far above any- 


thing on the market. Prices are right, 
too! 

This line is a time saver for the con- 
tractor and electrician and a money maker 
for the jobber. 

Send for jobbers’ proposition and prices. 





Independent 


Stamping Company 
5938 Chene Street 


Detroit, Michigan 
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KILLARK 


Bell Transformers 





Salesmen— 


Here are 5 points to remember when sell- 
ing Killark transformers: 
1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 


Andrea, Inc., of the opening of an 
office at 
Chicago, III. 


‘direct charge of L. 


a 


New Fada Chicago Office 


Anouncement is made by F. A. D. 


326 West Madison 


district sales 


organization. 


past has made him well acquainted 
with radio sales conditions throughout 
the country and in particular with 
those trade conditions existing in the 
Mississippi Valley and it is felt that | 


his qualifications are admirably | 








| 





| 








adapted for the position of manager. | 


Mr. sales 


Chatten’s 


iquarters at the Chicago office but will 
\in addition keep indirect contact with 
ithe company’s jobbers and dealers | 


| 
jstates. 


* * * 


Howard Radio Triples Space 


Offices and the principal manufac- 


turing quarters of the Howard Radio 
Co., Ine., have been moved to 451 


East Ohio street, Chicago, III. 


Here 


This office will be in 
| J. Chatten, who 
has for the past year and a half been | 


work in the 


street, 


executive of the | 


‘He will, of course, make his head- | 


ithroughout all the Central Western | 


they have 17,000 sq. ft., as against | 


6,000 sq. ft. 


at the old address. 


While the company will maintain the 
old factory on North avenue, all 


|business will be transacted from the 


new place. 


‘lent list of manufacturers. He 
jhandle the 


x *K * 


De Veau Secures Multi 
Electrical Account 


A. S. De Veau, manufacturers’ rep 
| resentative, 53 Park Place, New York. 
.N. Y. has recently taken on the line of 
|the Multi Electrical Mfg. Co. of Chi- 
cago, IIl., to go with his already excel- 


Multi products in the 


Metropolitan Territory. 


* * * 


Zinke to Sell Globe Radio 
Products 


| The Globe Phone Mfg. Co., Read- | 
‘ing, Mass., manufacturers of the 
‘Globe radio headset, switches and 
‘binding posts, announces that the 
|Zinke Co., well known national sales | 
organization, of Chicago, IL., will act 
'as its sales representative for the en- 
itire United States. i. 
The Zinke Co. has sold to jobbers ; 
only for more than 20 years, han- | 
dling only merchandise that is fully | 
guaranteed. 
|state and should quickly establish 
wide distribution for Globe products. 


It travels men in every 


will | 











‘““Ninety-One-T”’ 


Smallest in size and price— 
but greatest in quality, con- 
venience, profit and sales. 


The new two-way outlet that 
has proven such a “Wiz.” 
The real quality plug—built 
to endure—flawless in fin- 
ish. Perfect tandem blades, 
clean-cut T slots and spring 
contacts that can't wear out. 


Competi- 

Orders 
are already pouring in from 
everywhere, this plug has 
made such an instantaneous 
hit. Here is your chance to 


Get busy 


Fifty cents list. 
tion can't touch it. 


sell every dealer. 
—To-day. 


BETTS! 
LBETTS & BETTS 


CORPORATION 


644 W. 43rd St. 
NEW YORK 


Made by the makers 
of the famous Wynk-a- 
Lite Flashing Plug and 
the publishers of the 
famous Betts Gazette. 
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Reaches the job 
ready to install 
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HERE is a new 
jump to your sales 
when you take hold of 
P. S. Reaches the job 
ready to install. The 
time it saves means bet- 
ter profit for the con- +) 
tractor—quicker, easier “| 
sales, and more of them 
for you. Costs no more 
than ordinary enameled 
conduit. 
Pittsburgh Standard fe 
) will help you start 1925: 
4% with a jump. 























no more 
than ordinary 
enameled conduit & 


ENAMELED 


PITTSBURGH PA. 


PEK 0), 
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(Enamelled) 





AAA ALA 





(Electro-Galvanized) 


CONDUIT 


‘Time has proved their 


worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING. 

“COMPANY 

Pittsburgh, Penn. 














New Factory for Carter 


The Carter Radio Co. has moved 
into its new large Chicago factory, 
located at 300 South Racine avenue. 
This plant, together with the manu- 
facturing plants at Bristol, Conn., and 
Hamilton, Ont., Canada, is the result 
of the ever increasing demand for 
Carter radio products. 

The general sales office remains at 
1852 Republic building, Chicago, and 
has acquired additional space. Theo- 
dore Sheldon, vice-president of the 
company, advises that they have add- 
ed several new items to the line and 
that further items are now undergoing 
preliminary tests. ° 


“These enlarged manufacturing and | 
distributing facilities,’ states Mr. 


Sheldon, “Have béen created for the 
purpose of giving greater service to a 
constantly growing list of customers. 
We find the trade is showing a far 
keener interest in radio than ever be- 
fore. This is due to the industry be- 
coming more and more. stabilized—a 
condition brought about in no small 
way by the consistent efforts of the 
Associated Manufacturers of Electri- 
cal Supplies in standardizing radio 
apparatus.” 
* * * 


Amplion Corporation of 
America Formed 

A new company entitled The Amp 
lion Corporation of America, with 
head offices at 280 Madison avenue, 
New York, N. Y., will manufacture 
and sell ““Amplion” loud speakers in 
America. The “Amplion” loud speak 
er is the invention of E. A. Graham, 
head of Alfred Graham & Co., of Lon- 
don, England. This concern origin- 
ated and made the first loud speaking 
telephone 25 years ago, and has 








equipped the British and other navies, 


together with a large number of our 
mercantile vessels since then. 

A year ago the sale of “Amplion” 
loud speakers was begun in America. 


The success attained has caused the | 


new company to be formed with rights | 


to manufacture this product on this 


side. 
E. A. Geib Meets With Fatal 
Accident 


kK. A. Geib, salesman out of Detroit 
for The United Electric Co., of 
Canton O., was killed at a New York 
Central crossing at Fremont, O., while 
driving to the factory. 








AISLELITES 
FOR PROFITS 


Aislelites are making some nice profits 
for jobbers and their salesmen. They’re 
selling them to the motion picture 
theatres in their territory and ate get- 
ting every architect and contractor in- 
terested. 


Aislelites light the aisles of motion pic- 
ture theatres with a diffused light. They 
eliminate overhead and side lights and 
make going in and out of theatres quick 
and safe. They fit in besides the seats, 
out of the way. 


Aislelites are made ot strong metal 
with a white porcelain inside and an 
outside of any desired coior. 


The porcelain socket is for a 10-watt, 
S-14 sign lamp and is equipped with a 
nipple for connection to conduit. 


Every theatre is a prospect—sales are 
awaiting you—get them for yourself and 
your house. Ask your sales manager to 
write for attractive distributors proposi- 
tion. 


EXHIBITORS SUPPLY 
COMPANY 
825°S. Wabash Ave. 
CHICAGO ILLINOIS 


























Discriminating Travelers Prefer 


Hotel Lincoln 
WHEN IN INDIANAPOLIS 
400 ROOMS AnPus 


together with many other comfort 
features at most reasonable rates. 











Thereis but one price to everybody. 
Rates postedin each room. 





Rooms with shower bath $2.50 
and upwards 

Rooms with tub bath $3.50 
and upwards 





Conveniently located in the heart of 
Indianapolis, on WASHINGTON ST. 
( National Trai!) at Kentucky Ave. 


Management R. L. MEYER 
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BRUNT 
auatity PORCELAIN 


Manufactured under 


license from the Patented 
Porcelain Appliance Feb. 3, 
Corp. 1920 


Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 


and Specialties 


BRUNT TILE & PORCELAIN CO., 


COLUMBUS, OHIO 

















“CENTRAL” 
Rigid Steel 


CONDUIT 


Nasr 


“Central White” is elec- 
tro galvanized and is made 
especially for high class 
installations, concrete con- 
structions and exposed 
work where the conduit is 
to be painted. 


Approved by the Under- 
writers Laboratories. 


“Central White”’ “Central Black” 
(Galvanized) (Enameled) 


CENTRAL TUBE CO. 


PITTSBURG, PA, 

















Features of “Coto”? Equipment 
and Service 

Coto-Coil Co., of Providence, R. I. 
recently sent out a small booklet 
which is somewhat out of the ordinary 
in radio trade literature. It deals 
with the symphonic receiver and other 
radio apparatus. The Coto Sym- 
phonic is a four tube receiver with 
two exceptional features—a  “re- 
jector”, which is a remarkably effec- 
tive wave trap, and a method of 
shielding the audio frequency circuits 
from the radio frequency circuits. 

A dealer cut service has been 
worked out by this company. Both 
line and half tone cuts are furnished 
on request, proof sheets being sent 
out regularly to show what cuts are 
available. 

% * * 


Fibroc Will Build Factory 

The Fibroc Insulation Co., Valpa 
raiso, Ind., has begun the construction 
of a new factory building. The sture- 
ture and equipment will cost approxi- 
mately #45,000 and will give the 
company 6,000 sq. ft. of additional 
space. 

Fibroc is used in making radio 
panels, accessories and also for timing 
gears. Some of the company’s largest 
customers are Montgomery Ward & 
Co,. Ralph N. Brodie Co., MeGill 


Mfg. Co., and the Dodge Wireless | 


School. 

The Fibroe Insulation Co., was in 
corporated three years ago and is a 
licensed manufacturer of the Bakelite 
Corp. At present the factory is run 
ning 24 hours five days a week, clos 
ing at noon Saturdays. 

* * * 

Triangle Moves in Brooklyn 

Quite recently the Triangle Con- 
duit Co., Inc., moved its general offices 
and factory to Dry Harbor Road and 
Cooper avenue, Brooklyn, N. Y. The 
addition of a new rubber covered wire 
mill at the same location is also an 
nounced. The Chicago factory ad- 
dress remains the same. 

x * * 

Birtman to Build New Plant 

The Birtman Electric Co., Chicago, 
Ill., has bought for $58,000 a factory 
site of 175 ft., frontage at Fullerton 
and Keeler avenues. The _ building 
will cost $300,000. The plans call 
for a three story main building with 
a one story machine shop, administra 
tion building, ete. The new plant will 
have a total of 81,000 sq. ft. 





MULTI BUSHINGS 


WILL BOOST YOUR SALES 


MULT] ™ 
cet 


Contractors are quick 





to appreciate the de 
pendability they can 
place in the line 
They know they can 
depend on Multi 
Bushings for long 


Clamp ‘Bushing 


ind depend able serv 


se. 


Multi Bushings are 
made in the clamp 
and no-clamp_ types 
of the finest porcelain 
and a special compo 
sition. All sizes for 
all jobs 

Every jobber should 
handle the Multi Line 
of Bushings. Get in 


touch with is re 





garding our jobber 


proposition 





S53) deters 
MULTI j J »obDers Sales 
i men! Ask your 
sales manager 
to take on the 
Composition Slip Multi Line 


MULTI ELECTRICAL MFG. CO. 


1848 W. 14th Siree‘, Chicago, Ill. 














TheStandardSafe 


Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 
Permanent—Uniform—Heat Proof 


Your Jobber Handles Etch-O-Lite 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
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Velvet Frost 


Reg. U. S. Pat. Off. 


Enables you to per- 
manently frost any 





clear lamp in 2 
minutes. Safe and 
economical to use. 
24%, 5 and 10-Ib. 
cans, 


McKAY COMPANY 
275 Water St. New York City 


Western Representatives 
Atlantic-Pacific Agencies Corp., San Francisco 
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“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
job. Sell faster, in bigger quantities with 
longer profits. 





A jobber line that jobbers sell. Write for 
details of our jobber proposition. 


TRENTON ELECTRIC AND CONDUIT ©O. 


TRENTON NEW JERSEY 











WALGER 


CONNECTORS 


Do a better job 
in one-fifth the 
time at  one- 
half the cost. 


No solder, no 
blow torch 
necessary 


Makes _ every 
connection 
100% perfect. 


S.H. STOVER & CO. 
PITTSBURGH, PA. 


_ RS 


AMERICAN BRAND} 
- CONDENSERS 


et eemeals 


Be 10 O to | or 
Worm Drive Vernier 
Finest Condenser Made 

and the 
Greatest Radio Value 
Offered the Public 


2SPLaTeoniy Ze In Canada®7 2 


AMERICAN BRAND CORPORATION 


ee SEA, N.S. 








Latest Trade Literature 


Federal Tel & Tel. Co., Buffalo, N. 
Y.—Bulletin No. 160W covering the 
Federal line of radio apparatus. 


Moe-Bridges Co., Milwaukee, Wis. 
—Catalog No. 25 of 50 pages, many 
of them in colors. This book gives 
complete information on the whole 
Moe-Bridges idea—goods, policies, | 
guarantees, facilities, etc. 





The Thordarson Electric Mfg. Co..| 
Chicago, Ill—A 16 page pamphlet | 
covering the Thordarson line, contain- 
ing much valuable information on ra- 
dio troubles and two pages ruled for! 
the logging of stations. 


Dictograph Products Co. of New 
York City, N. Y., has issued a new 
broadside describing the nation wide 
Dictograph window display contest. 
This is for the benefit of dealers 
wishing to enter and describes the 
display material available. 


Aladdin Mfg. Co., Muncie, Ind.- 
A new 24-page catalog showing the | 
complete line of “Aladdin” lamps in | 


four colors. A quantity of these are | 


| to be made with an extra binder so| 


that they will fit in standard price 
books used by jobbers’ salesmen. 


General Electric Co., Schenectady, 
N. Y.—A 47 page booklet entitled 
“Motion Pictures,” filled with detailed | 
descriptions of some of the world’s 
best historical and educational pictures 
including many exclusively electrical. | 
The films listed in this booklet 
loaned without charge for exhibition 
in the United States in the interest | 
of commercial development and edu- | 


are 


cation. 


Betts & Betts, New York, N. Y. 
Bulletin No. 200 dated November Ist, 
illustrating and describing in detail | 
the company’s tube 
which is called “The Transcontinental 
Right.” 

C. D. Tuska Co., Hartford, Conn. 

An interesting booklet of 30 pages il-| 
lustrating the entire Tusca line. | 

K. I’. Lees Co., New Haven, Conn. | 

A booklet illustrating and describ- | 


. . . *. . 
ing fully the Lees line, which includes | 


eight receiver 


portable lamps, smoking sets, sewing 
lamps, ete. 

Russell & Stoll Co., New Vouk! 
N. Y.—Bulletin No. 53 covering the | 
company’s line of receptacles, floor 
boxes, and special plugs, 








ACME PIPE STRAPS 


Complete Factory Stock 
SPOT SHIPMENTS 
Standard with all Jobbers 


JOBBERS ONLY 


ACME PIPE STRAP CO. 


DETROIT, MICH. 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard .Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 








Every Business 


of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 

Send for 
tab of speci- 
mens, detach 







excellence, 


The John B. Wiggins Company 
Established 1857 
ee D+ Die Embossers 
105 Peoples Gas Bldg. CHICAGO 
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-EBY 


MERCHANDISED Binding Posts 


Nationally advertised, attractively packaged, quality 
merchandise. Tops furnished either plain or en- 
graved in 25 different markings, and they don’t 
come off! 


Send for our new catalogue—it’s ready NOW! 


H. H. EBY MFG. CO. 
Philadelphia, Pa. 














PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 











YAGER’S 


Soldering 
Salts — Paste 


They will stand all the pushing 
you can do. They sell because 





they do good work and are 


priced reasonably. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 
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Wrigley Toggle Bolts 


“Wrigley 
For Quality” 








z= 

Ss Ee Made : Peer 

nv za gauge steel. 

= za 

ly Ow Can be put through 

oS 25 smaller holes than 
o 

she =o the ordinary toggle 

= e - bolt. 

So ° 

So 

= First toggle bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, III. 


















to Front 
The A-C Electrical Mtg. Co., of 


Dayton, O., whose product is a five- | 


| ttrical devices for the past 20 years. 


Under the able direction of C. H. Bos- | 
iler, president, and B. K. Bosler, sec- | 
retary, the company has made rapid | 


strides in the development of its 
| product. 


advertising personnel is R. L. Sides, 
advertising manager, who came to 
them after almost 10 years with The 
National Cash Register Co., where he 
had been in charge of all sales letter 
work for that well-known firm. 

R. S. Copp, well known in radio 
circles, is chief engineer for the con- 
cern. 

* * * 


Statement of the Ownership, Management, 


Circulation, Etc., Required by the Act of 
Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly 
| at Chicago, Ill, for October 1, 1924. 
State of Illinois, 
County of Cook, ss. 

Before me, a notary public in and for the 
State and County aforesaid, personally ap- 
peared R. D. Flavin, who, having been duly 
sworn according to law, deposes and says that 
he is the business manager of the Electrical 
Trade Publishing Co., publishers of The 
Jobber’s Salesman, and that the following is, 
to the best of his knowledge and belief, a 
true statement of the ownership, management 
(and if a daily paper, the circulation), etce., 
of the aforesaid publication for the date 
shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 
443, Postal Laws and Regulations, printed on 
the reverse of this form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and busi- 
ness manager are: Publisher, Electrical 
Trade Publishing Co., 53 W. Jackson Blivd., 
| Chicago, Ill.: editor, Howard Ehrlich, 53 W. 
Jackson Blvd., Chicago, Ill.: managing editor, 
Henry W. Young, 53 W. Jackson Blivd., Chi- 
cago, Ill.; business manager, R. D. Flavin, 
53 W. Jackson Blvd., Chicago, III. 

2. That the owners are: (Give names and 


poration. give its name and the names and 
addresses of stockholders owning or holding 
1 per cent or more of the total amount of 
stock.) Howard Ehrlich, 53 W. Jackson Blvd., 
Chicago, Ill.; Chas. W. Forbrich, 53 W. Jack- 
son Blvd., Chicago, Ill.; Frank A. Merkel, 
53 W. Jackson Blvd., Chicago, Ill.; R. Foote, 
Corn Exchange National Bank, Chicago, III. 

3. That the known bondholders, mort- 
gagees, and other security holders owning or 
holding 1 per cent or more of total amount 
of bonds. mortgages, or other securities are: 
(If there are none, so state.) None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders 
as they appear upon the books of the com- 
pany but also, in cases where the stockholder 
or security holder appears upon the books of 
| the company as trustee or in any other 

fiduciary relation, the name of the person or 
corporation for whom such trustee is acting, 
is given; also that the said two paragraphs 
contain statements embracing affiant’s full 
knowledge and belief as to the circumstances 
and conditions under which stockholders and 
security holders who do not appear upon the 
books of the company as trustees, hold stock 
and securities in a capacity other than that 
of a bona fide owner: and this affiant has no 
reason to believe that any other person, asso- 
clation, or corporation has any interest direct 
or indirect in the said stock, bonds, or other 
securities than as so stated by him 

5. That the average number of copies of 
| each issue of this publication sold or distrib- 
uted, through the mails or otherwise, to paid 
subscribers during the six months preceding 
the date shown above is (This information is 
required from daily publications onlv.) 

R. D. Flavin 

Sworn to and subscribed before me this 
26th day of September, 1924 

(Seal.) Elsie E. Stover 
(My commission expires Dec. 10. 1925.) 





Dayton Manufacturer Comes | 


— receiver, using tuned radio fre- | 
quency, has been manufacturing elec- | 


A recent addition to the sales and | 


addresses of individual owners, or, if a cor- | 








Toy 
Transformer 





fast - moving 
item for the 
holiday trade. Dis 
counts liberal and deliveries prompt 
Order without delay. 


DONGAN ELECTRIC MANUFACTURING CO. 
2993 Franklin St. Detroit, Michigan 
Transformers of Merit for 15 years 



















CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 





























POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 
220 Broadway, 2844 Summit St., 
New York Toledo, O. 
Rialto Bldg., 


| San Francisco, Calif. 




















NORTHERN WHITE 
WESTERN RED 
GUSRANTEED GRADES 
24Hour Service. 





may «6BUTT TREATING 

ae ANY SPECIFICATION 

SS Let Us Show You How 
} ToCash InOn BELL Poles 


SEND FOR BOOKLET CONTAINING 
~ VALUABLE 
= \JAPORPAT 10 





~ MINNEAPOLIS, MINN.-}==* 
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uninterrupted 


Al service 


PEIRCE 
Secondary Racks 


HIERE ts a Peirce Rack for Every Secondary job. When 

secondaries are tied to Peirce racks uninterrupted service 

is assured. All Peirce racks are designed so that the point of 

fastening is in direct line with the strain, thus developing the 
full strength of the metal used. 

‘ 

They are made in six types: Standard type, Extended Back 

type, Light Presteel type, Heavy Presteel type, Horizontal 


tvpe and Huff type. 


Recommend Peirce Racks for all secondary uses as de- 


scribed in Bulletin No. 3. 


Sold cxclustvely and carricd in stock by the 
Leading Electrical Jobbers 


HUBBARD & COMPANY 


PITTSBURGH CHICAGO 
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SALESMEN—A 
great national ad- 
vertising cam- 
paign is helping 
dealers sell Ever- 
eady Flashlights. 
And intensive ad- 
vertising in all 
the important 
trade magazines 
is helping you sell 
Eveready Flash- 
lights to the deal- 
ers. This is a re- 
production of the 
current advertise- 
ment in trade 








papers. 








FLASH LIGHTS 
& BATTERIES 


they last longer 





No. 2671—Eveready 2- 
cell Focusing Spotlight 
with the 20U-foot ranye 


ind improve all make 
f flashlights. They ir 
we brighter light a 
longer battery life. 









UNIT. ceut 
For rrasmiicHT® 


Mew YORK. 


For last-minute shoppers— Flashlights! 


EVEREADY Flashlights save wander- 
ing and wondering in Christmas 
shopping. Put them out where the 
crowds can see them, and your prob- 
lem and the shoppers’ problem will 
be simplified in the last-minute rush. 


Everybody needs an Eveready— 
Mother, Father, Billy, Jane, Aunt 
Harriet, Uncle Charlie, Grandma 


and Grandpa, the chauffeur and the 
maid. There is no age limit. 


Tap this rich Christmas market. 
See that your Eveready display-case 
is well stocked and prominently 
placed. A very effective window 
display is an assortment of Ever- 
eadys combined with Eveready 
window-display material. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc., New York—San Francisco 


Canadian National Carbon Co., Limited, Toronto, Ontario 







































She Fi DWIN FE. Guirit COMPANY 


DESIGNERS-ENGINEERS-MANUFACTURERS 


Lighting Equipment 


ee ee 
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SOMETHING 
DIFFERENT! 


Porcelain Enamel Switch Plates 


oO f Just what dealers and the gen- 


eral public have been looking for. 
Switch Plates that will harmonize 
with any decorative treatment and 
at the same time retain their look 
© of newness throughout years of 


P/] N Sscrvicc. 
i —«< ” 


Standard Push Standard Flush © orcelal len > switch Plates 
Button Plate Receptacle Plate suth | cel ain n mel Switch 


Single $0.25 Single 80.25 
Two .60 
Three 0 








are made by firing three coats of enamel 


| 

| 
| 
| 


on heavy gauge Armco Iron under in- 
tense heat. This process, perfected by 





Guth, builds up a permanent finish that 
will not check, peel or lose color. Easily 
re) cleaned. Easily kept clean. 


Standard colors are white, old ivory, 
and gray. Special colors, pale pink, pale 
blue, brown and-green, at 10 cents extra 


' per plate. 
O . Combination telegraph call plates indi- 


cating Western Union and Postal, door 
@ push plates, mop plates and other special 
shapes can be furnished in various colors. 


A request will bring you special litera- 

Standard Push Button Plate ture describing our complete line of Guth 

Two gang $0.60 “ . —— ) 

Porcelain Enamel Switch Plates and at- 

tractive jobber prices. No obligation 
whatever. 


Ps 
“2 _ 
DIREC ONE Aes 


THE EDWIN. F. GUTH COMPANY, ST. LOUIS,.-U. S. A. 


Formerly the St. Louts Brass Mfg. Co., and the Brascolite Company 


Branch Offices in All Principal Cities 


opener: 


Notice the Lighting Lguipment, 





— 
A A tt tf ff * MA £ 





| 


\ 
‘ 








